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Automatic sectional house heating with efficient, modern appliances of the 


direct application type with thermostatic control open up a great mass market 





to house heating by gas. They make such heating practical, inexpensive. They 

‘solve the problem of the many homes in which central heating plants cannot 
be installed. They are rapidly expanding the sales of both fuels and appliances. 

Robertshaw provides a complete line of tested space heater thermo- 

stats for circulators, radiant heaters, floor furnaces, unit heaters, warm 


air units, kitchen heaters and gas steam radiators. 


Write for 
ROBERTSHAW SPACE HEATER THERMOSTAT BULLETIN 


ROBERTSHAW THERMOSTAT COMPANY 


YOUNGWOOD, PA. 
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The remarkably low-cost public service rendered 
by the gas industry is to a considerable extent made 
possible by the long life and economy of cast iron 
pipe. Likewise the progress in gas distribution has 
been paralleled by improvements in cast iron pipe, 
notably modern bottle-tight mechanical joints for 
modern working pressures. They are available with 
pipe in diameters from 114 to 84 inches. 


CAST IRON PIPE 


THE STANDARD MATERIAL % FOR UNDERGROUND MAINS 


The Cast iron Pipe Research Ass’n,Thos.F.W olfe in 


TRADEMARR =EG. 





Research Engr., 1015 Peoples Gas Bldg., Chicago 
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CURVES... with STRAIGHT pipe, are a simple matter with 
Dresser Couplings! Both horizontal and vertical deflections of 
the pipe can readily be made—without harm to the coupling 
or without affecting its permanent tightness in any way! 

This advantage—the result of Dresser flexibility—saves con- 
struction time and money by eliminating many field bends, 
special fittings, and delays. Today, as for almost 50 years past, 
it is the practical answer to problems of curvature, grades, 
trench irregularities, etc. 


NOTE TO READER D 7 } ; ; R 
This is the seventh in a series of advertise- 


ments dramatizing one engineer's experi- 


ence with his first Dresser-coupled line, For MFG. COMPANY, BRADFORD, PA. 


the complete story, write for Bulletin 351. 
In Canada: Dresser Mfg. Company Ltd., 60 Front Street, W., Toronto, Ont, 
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We offer— 
Modern Gas Production Methods 


fo meet 


Rising Gas Production Costs 


For Coal Gas Plants 


For refillings, additions or new plants, our Modern Retort 
Benches of Stop-Ends, Thrus and Inclines, New Unit- 
Vertical Bench, Multiple-Section or Unit-Type Gas Ovens 
—offer the most in operating efficiencies and production 
economies. Select the type of unit best adapted for your 
service. 


For Incremental Gas 


A complete flexibility is provided for Coal Gas Plants in 
our Oil Reform Process—which economically meets the 
demands of peak load or incremental gas service. This 
process may be readily installed in new or existing coal 
gas benches or oven units. 


For Carburetted Water Gas Plants 


The Refractory Sereen Carburettor Process utilizes low 
cost bunker oils and solid fuel for production require- 
ments without sacrifice or residual credits from the tar or 
light oil produced. 


For Peak Load or Emergency Service 


For Mixed or Natural Gas Systems the Refractory Screen 
Oil Gas Process or the Coke Hydrocarbon Reform Process 
efficiently meets gas utilization and capacity requirements 
for all situations at a low production and investment cost. 


Let us make a comprehensive study of your plant. We can then 


show the economic and operating advantages made available through 


these processes. It will open the gate to improved 
earnings position for your particular situation. 
More than 30 years of specialized service to the Gas 
Industry. We solicit your inquiry. 





IMPROVED EQUIPMENT-RUSSELL ENGINEERING 


Engineers Division of 


Combustion Utilities Corporation 


24 STATE STREET NEW YORK, N. Y. 
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a REFINING PLANT, which will be 


the largest ever built, is being constructed for an 











American steel company by the Semet-Solvay 
Engineering Corporation. The installation will em- 
ploy the Semet-Solvay continuous refining process, 
perfected over 15 years of operation and improve- 
ment in Semet-Solvay’s own by-product recovery 


plants. 


= The new unit will deliver benzol, toluol, xylol 
and solvent naphtha, meeting the strict specifications 


required by industries using these products. 


= From no other source could this customer have 
purchased an equivalent of successful experience, 
or such long familiarity with the equipment re- 
quired. Semet-Solvay invites inquiries of similar 
character from plants in need of modernization, 
increased capacity or better yield and uniform 


analysis of the products obtained. 


SEMET-SOLVAY 


ENGINEERING CORPORATION 


Engineers — Contractors 
40 RECTOR STREET, NEW YORK, N. Y. 
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WASHINGTON GAS LIGHT COMPANY 
WASHINGTON, D. C. 


UGI SERVICES PROVIDE - - The ESSENTIALS 
FOR PROPER PLANT DEVELOPMENT 





EXPERIENCE IN DESIGN: UGI has over fifty years experience 
in gas plant design. 
EFFICIENT APPARATUS: UGI has pioneered major develop- 


ments in water and coal gas production. 


ECONOMICAL CONSTRUCTION: UGI has large well organ- 
ized forces for gas plant and general construction work. 


EXPERIENCE IN OPERATION: UGI has experienced plant 
operators for securing most efficient results from apparatus. 
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ERIENC, 


-UGI- APPARATUS AND PROCESSES . . 


VERTICAL CHAMBER OVENS 


MECHANICAL GENERATORS 


HIGH DUTY CONDENSERS 


TAR REMOVAL APPARATUS 


NAPHTHALENE SCRUBBERS 








WATER GAS APPARATUS 


AUTOMATIC CONTROLS 


WASTE HEAT BOILERS 


HEAVY OIL PROCESS 


REFORMING PROCESSES 


ums” 


WISCONSIN GAS & ELECTRIC CO. 
RACINE, WISCONSIN 


> UNITED ENGINEERS & CONSTRUCTORS INC. 


LOS ANGELES CHICAGO PHILADELPHIA NEW YORK BOSTON 








1937 






































8 September, 1937—American Gas Journal 








GAS x/ BY-PRODU os _ 


cHA 





Why is there a preference for certain coals in the manufacture of gas and by- 


product coke? 


[The answer is found in the oven retort yields of gas, by-products and coke; coking 
time; coal, gas and coke quality; coke characteristics, screen, shatter and tumbler 
tests; stability and hardness. By these practical experience tests, the answer in- 


variably is “CHAMPION.” 


“CHAMPION” COAL, inherently, is of the highest quality and is enhanced by 
standardization of quality and sizing, the result of the ultra modern mining and 

preparation practices by which it is produced. If you are not now numbered among i 
the countless whose preference for “CHAMPION” COAL has been stated in the 
terms above, it may be because you have not made these practical experience tests, 
which we suggest and urge that you do. 





PITTSBURGH COAL COM PANY. 


General Sales Offices: HENRY W. OLIVER BUILDING, ih whee PA. 






District Sales Offices ae 
os ' Boston, Mass. Buffalo, N.Y. Detroit, Mich. | New York City — Philadelphia, Pa. Utica, N.Y. 
ee Baltimore, Md. Cleveland, Ohio _ Erie, Pa. Pittsburgh, Pa. . Sault Ste. Marie, Mich. 0 | 
Ae Nas PITTSBURGH COAL COMPANY OF WISCONSIN, Duluth, Superior, Minneapolis, S¢. Paul } 
re er te _ MILWAUKEE WESTERN FUEL COMPANY, Milwaukee, Wisconsin 
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sommes UOAGK DOWN 


OR years, municipalities and 















private users have reported nu- 
merous gas-main breaks annually, 
due to sudden fractures of friable 
pipe ... with repair costs and dam- 
ages amounting to many thousands 
of dollars. 

And here’s what leading engineers 
are doing about it — they’re swing- 
ing over to steel pipe. 

These men have found by long 
experience that the high tensile 
strength and flexibility of steel are 
valuable assets. They have seen 
NATIONAL Steel Pipe stand the test 
of years under strains from vibra- 
tion ... under the stresses of trench 
pressures, cave-ins, settlements, and 
washouts. They know that it has 
the necessary reserve stamina to re- 
sist unpredictable forces that fre- 
quently cause damage to pipe of 
less reliable material. 
ial — ——— For trustworthy gas-mains, lat- 

Boys ideal : erals, and service lines, specify 
NATIONAL Steel Pipe. Immediate 
savings in installation costs, and 
long-term savings In maintenance 
expense will credit your judgment. 
Questions concerning steel gas- 
mains will be gladly answered by 
the engineering and technical de- 
partments of the world’s largest 
manufacturer of tubular products. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 





Columbia Steel Company, San Francisco, Pacific Coast Distributors - United States Steel Products Company, New York, Export Distributors 
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To Managing Executives... 


WHO WOULD LIKE TO CUT RED TAPE 
IN PUBLIC RELATIONS 





OST executives agree that if clumsy, “red 
M tape” handling of customer contacts could 
be eliminated, a very sore spot in public relations 
would automatically be healed. 


Remington Rand has developed plans and meth- 
ods which, installed in leading utilities, have 
done much to minimize this source of ill will. 
Users report such major advantages as these: 
I. Customers have only one place to go-—-need 
never tell their stories a second or third time. 
2. Customer contact clerks handle every situa- 
tion with full and accurate knowledge of all pre- 
vious experience as well as up-to-the-minute data 
on present conditions. 

3B. All questions are settled on the spot. No 
need to get in touch with the customer again by 
mail, telephone or personal call. 

M4. Customer service is so speeded up that a 
duplicate bill or complete information on a high 


7, 


bill complaint, for example, is put in the clerk’s 
hands inside of one minute. 


&. Absolute privacy for every interview is ap- 
preciated by even the customer making an ap- 
plication for service. Your clerks work more effi- 
ciently when the customer’s attention is not dis- 
tracted. 


These and many other advantages—are possible 
simply through proper organization of customer 
contact facilities and proper centralization of in- 
formation. Instead of adding overhead, operating 
costs are actually reduced. Upon request. Rem- 
ington Rand will be glad to make a study of your 
situation and submit detailed recommendations 
and organization charts designed to fit your in- 
dividual requirements. This service is without 
obligation. Phone your local Remington Rand 
office or write Remington Rand Inc., Buffalo, 


New York. 


hom Remington Rand _ 
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AMERICAN 
METER 
co 


MEASUREMENT 
ENGINEERS 


AMERICAN METER COMPANY .. . represented 


at the A. G. A. Convention by twenty members of the 


. looks forward to contributing its part 


in a successful and memorable gas industry meeting. 


Headquarters: Hotel Cleveland 
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QIDAY, like many another 
"Weasior American industry, the 

gas industry is in a state of 
flux. Its character is changing. 
Many of the old truisms and axti- 
oms of operation that brought re- 
sults a few years ago are no longer 
safe guides. One can sense on all 
sides, even in a period of improving 
business, the uncertainty and hesi- 
tation that profound changes inva- 
riably produce in men’s minds. To 
a large extent the future of any 
single gas company depends on the 
ability of its heads to recognize and 
understand the shifting forces now 
in motion. 

Yesterday, the chief problems of 
the gas industry were financial, en- 
gineering, and technical. Tomorrow 

-and the sunrise of that tomorrow 
is here now—the dominant problem 
of utility operation will be sales. 
Not sales merely in the familiar 
sense of maintaining or increasing 
the load—but sales as the motivat- 
ing element of company policy, in- 
tegrated more closely than ever be- 
fore with rates, load-factor im- 
provement, research, construction, 
finance, public relations, competi- 
tion, and employee morale—sales 
as the blood-pumping heart of the 
operating body. The one practical 
safeguard against the dangers that 
beset the industry on all sides 
danger of political assault, danger 
of competitive aggression—is a 
rapid development of the potential 








market. Only such a development 
will permit flexibility of rate struc- 
ture and foster sound public rela- 
tions on the one hand, and will at- 
tract investment capital and make 
for progressive engineering ad- 
vances on the other. 





The author of this article, 
who prefers to remain 
anonymous, has had un- 
usual opportunities for im- 
partial objective observation 
of the gas industry for many 
years. The editors believe 
that his views and convic- 
tions have genuine signifi- 
cance at this time, and will 
awaken affirmative response 
among thoughtful readers. 











The chief source of strength for 
gas companies hereafter will be 
their proven ability to serve well 
the combined interests of the con- 
suming and investing public. The 
sign of that strength will be a 
steadily increasing volume of sales. 
The companies that fail to make 
themselves strong in this sense are 
likely to be tomorrow’s victims of 
the pernicious anaemia that invari- 
ably attacks the undernourished of 
the business world. 

In making itself strong, the in- 
dustry needs first of all to accept 


By 
An Industrial Analyst 


the cold fact that the monopolistic 
character of the gas operation is al 
most dead, alive only in a legal 
sense. Protected against direct 
competition until their forces of 
self-defense were weakened by dis 
use, gas Companies in recent years 
suddenly found themselves threat- 
ened by a more dangerous form of 
competition—competition by sub- 
stitution. Slowly too slowly 
some companies have developed 
the power to fight back. They have 
learned to regard themselves not as 
monopolies, but as competitive 
businesses like any other. But for 
many units of the industry the 
great test still lies ahead. 

To ignore this rapidly crystalliz- 
ing situation is to play the ostrich. 
Sales planning, sales management, 
and selling are key words hence- 
forth. The last vestiges of mono- 
polistic thinking must be discarded 
in favor of competitive realism. 


Action—Not Lip Service—Is Needed 


It is not enough to say, “Yes, 
sales are becoming more impor- 
tant.” Lip service to this idea will 
get us nowhere. What is needed is 
unified action by the industry as a 
whole, and by the men who lead 
the individual companies — action 
to meet the terrific threats which 
are going to arise in every quarter 
as other industries drive for more 
business, and as politicians revive 
old material for demagogic 
speeches. 















































14 


What are the chances of getting 
such unified action? Let us speak 
frankly. The industry is dominated, 
in many quarters, by men whose 
chief interest is in the technical 
and financial aspects of gas com- 
pany operation, and who, with the 
best will in the world, are not sales- 
minded. To this group must be 
added the die-hard conservatives 
who refuse to admit the possibility 
of change, and the routine-minded 
men who are so close to their own 
problems that they cannot see a 
new development until it has 
crashed on their heads. Together 
these elements offer an inert resist- 
ance to forward-looking measures 
that can only be overcome by a 
mighty effort. 

To realize the weight of this iner- 
tia, and how it drags on the indus- 
trv as a whole, one only has to 
consider what happens when a con- 
structive cooperative program is un- 
dertaken. 

A good example is the sales- 
training plan made available by the 
American Gas Association six or 
seven vears ago. This plan was 
taken up by many companies, re 
ceived wide acclaim, and produced 
notable results. But—and this 1s 
the point—the companies which 
seized upon it as an opportunity 
represented, for the most part, the 
cream of the industry—the com 
panies which were already doing an 
outstanding job in sales, and which 
realized the importance of doing a 
still better job. The “milk” of the 
industry —the companies which 
most needed improvement in the 
selling operation—gave only luke- 
warm support. 

It is not too much to say that 
the rank and file of the personnel of 
many companies were denied a val- 
uable sales tool because the men at 
the top were not sufficiently sales 
minded to see its value, or suff- 
ciently industry-minded to grasp 
the broad significance of the Asso 
ciation’s offer. 

Another more recent example is 
the three-year national advertising 
campaign sponsored by the Asso- 
ciation at a cost of $500,000 a year. 
This program in itself has been a 
success. But everyone familiar with 
the facts must have been struck 
by the conspicuous tardiness of 
many companies to tie-in their own 
advertising with the national cam 
paign, and to take advantage of the 
syndicated material made available 
by the Association. While this sit- 
uation has lately been rectified, the 
initial failure undoubtedly delayed 
the full potential cumulative effect 
of the campaign. 
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Executives of certain utility com- 
panies have perhaps not sufficiently 
taken into consideration the extent 
to which their individual practices 
affect one another. If companies A, 
B, and C do a good selling job, say 
in house-heating, then Company D, 
which has done little, nevertheless 
receives a certain benefit thereby 
through the increasd general popu- 
larity of gas-heating. On the other 
hand, if companies A. B. and C fail 
to meet the competition of the oil- 
burner dealers in their towns, then 
company I) may find itself faced 
with greatly encouraged and ex- 
tremely aggressive oil-burner com- 
petition, even though its own sales 
efforts have been strenuous. In this 
way, the weaker companies act as 

brake upon the stronger, through 
affecting the competitive position 
of the industry as a whole. Simi- 
larly, when only one company out 
of every two participates in a co- 
operative sales program, the com- 
panies which participate get only 
part of the benefit which might 
accrue if all companies were push- 
ing hard in the same direction. 

The relatively slow and spotty 
progress of certain uses of gas, in 
spite of many advantages for the 
consumer, may be ascribed in parts 
to the fact that the scattered efforts 
of individual companies were 
allowed to take the place of indus- 
try-wide unified activity. 


Can the Minds of the Industry 
Be Mobilized? 


Under such conditions it is not 
enough to talk about sales cam- 
paigns. The need is for a sales cru- 
sade—for a change in attitude 
among the gas company officials 
who can make or break campaigns. 
The time is here when every gas 
company executive ought to ask 
himself, and answer _ honestly, 
“Have I, up to now, done enough 
for the sales development of my 
company and of the industry? 
Have | imbued my officers and 
our employees with the feeling that 
our sales operation is of paramount 
importance? Have I allowed our 
sales organization to become rou- 
tine-minded when it could have 
been alert and on its toes’ Have I 
used every modern method and op- 


portunity to build sales? Have I 
been on the side of inertia or on 
the side of the angels?” A little 


honest heart-searching along these 
lines could do a vast amount of 
good in many an executive office. 

If the minds of the industry can 
be mobilized—if a dynamic spirit 
can be created which, starting from 
the top, will reach employees 


throughout each company—if this 
spirit can be spread from company 
to company until the industry as a 
whole is pulling in the same direc- 
tion—if the industry can be purged 
of the remnants of its monopolis- 
tic sales traditions and outworn 
methods—then we can expect to 
see a steady and healthy growth 
in which every company will partici- 
pate. 

If we fail to develop such a spirit, 
on the other hand, we can expect to 
be subjected to ever-increasing 
pressure from without. On a total 
investment of over 5 billion dollars, 
the gas industry showed a yield in 
1935 of 1.7% (1.2% for manufac- 
tured gas, and probably about 
2.2% for natural gas, the total in- 
vestments in these fields being 
about the same). Certainly, this is 
not adequate. What is more, over 
large sectors of the industry, the 
average revenue per dollar of in- 
vested capital has been static or 
shrinking for a considerable period. 
This tendency cannot be allowed to 
continue indefinitely, nor can it be 
safely ignored or condoned today. 
It will be reversed only when the 
men who lead the industry are fully 
awakened to the futility of a defen- 
sive struggle in which competitive 
tactics are feebly imitated, and suc- 
ceed in bringing about a powerful, 
unified counter-attack on the sales 
front. 


II 


The executive who chooses to 
align himself with the progressive 
forces in the industry is confronted 
at once with the problem of plan- 
ning a sales operation that ties in 
at every point with the other as- 
pects of his company’s situation. 
This in many cases requires a new 
attitude with respect to the sales 
department’s estimates and pro- 
grams. For these estimates and pro- 
grams, instead of being mere ap- 
pendages of the general company 
plan, now become its basis. 


Modern Sales Planning 

This is not to say that the anti- 
cipations of the sales department 
should be allowed to dictate all pol- 
icy. Far from it. The ever-present 
requirements of the ponderous 
fixed plant, the unstable character 
of the money market, the public re- 
lations problem, and the nature of 
competition from other industries 
must serve as guide ropes; it is 
only by holding onto them that safe 
progress can be made. The execu- 
tive who loses his hold on these 
ropes and strikes out enthusiasti- 
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cally for Never-Never Land where 
sales grow in wild profusion, on 
every bush, seldom returns. But 
within the limits of the financial and 
engineering requirements, of public 
relations and competition, the rapid 
and complete development of the 
market is the logical goal for every 
responsible executive. And it is at 
this goal that the sound sales plan 
aims. 

Yet in how many companies is a 
comprehensive sales plan based 
upon verified data and looking well 
into the future a standard element 
in executive thinking? If in more 
than a few, then the fact has been 
kept remarkably quiet. Some form 
of sales estimates are commonplace 
enough ; but these are usually little 
more than wishful guesses by the 
sales manager. Lacking the founda 
tion of an adequate market analy 
sis, these hasty estimates seldom 
consider all of the essential factors 

the relation of the anticipated 
send-out to the total business avail- 
able, or possible additional increase 
in send-out through modifications 
in sales department policy and 
methods. 

It is probably safe to say that 
two gas companies out of three 
have never faced squarely the prob- 
lem of planning the sales operation 
in the light of complete, modern 
data. Yet it is obvious that the 
management of a company operat- 
ing without a sound sales plan is 
in the position of a general trying 
to fight a war without a plan of 
campaign—at the mercy of every 
move made by the enemy, and of 
every change of circumstance. 

No doubt the relatively smali at 
tention given to sales planning in 
the gas industry is due in part to 
the fact that the executives com- 
petent to make such plans are gen- 
erally up to their eyes in important 
and immediate work. This reason, 
however, is not really valid. After 
all, the chief function of the top 
executive is to plan, and if he fails 
to devote most of his time to plan- 
ning, then he is making improper 
use of his time. Nor is the pro- 
cedure of sales planning the least 
abstruse ; it only requires initiative 
and earnest work on the part of the 
sales executives, and comprehen- 
sion on the part of the company’s 


head. 


Three Steps in the Sales Plan: 
Step One—Market Analysis 


Even at the risk of laboring the 
obvious, it seems desirable to de- 
fine more precisely what is meant 
here by sales planning. Experience 


Journal 


shows that the words “sale plan” 
often mean one thing to one man, 
and quite another to a second. Yet 
in companies which have gone far 
in this field there is a similarity of 
practice which indicates that sales 
planning should follow: fairly spe 
cific lines. 

In these companies, there are 
three major steps in the sales de- 
partment’s planning procedure; 
first, making a broad and thorough 
market analysis; second, forecast- 
ing sales in the light of complete 
information and estimating costs 
and revenues involved in realizing 
the forecast ; third, scheduling sales 
action in accordance with the fore- 
cast. Experience shows that all of 
these steps are entirely feasible in 
every company. 


Underlying the entire sales plan 
must be the market analysis—facts 
and figures showing the present 
and future uses of gas in the ter 
ritory ; the size of the present mar- 
ket for each use and the present de 
gree of saturation; the competitive 
price situation with respect to each 
use; and the future potential mar- 
ket at assumed prices for gas. This 
knowledge cannot be left to guess- 


work. Only a careful survey can 
provide the essential data. If the 
sales department is not yet or 


ganized to obtain these data, then 
someone needs to take the respon- 
sibility for so organizing it. There 
are trained outside organizations 
which can be retained for this 
work, if necessary. Once under 
way, the survey can be carried on 
continuously with relatively little 
effort, so as to keep the information 
always up to date. 


Step Two: Forecasting and Estimating 

\With his knowledge of the facts, 
the experienced sales department 
head can state with some con- 
fidence his company’s chances of 
getting business. His forecast may 
well have two broad divisions: first, 

general forecast of company de- 
velopment covering perhaps fifteen 
years —a long-term statement of 
objectives and rough estimates of 
revenues and costs; second, a com- 
prehensive and detailed forecast for 
perhaps five years. He can figure 
the probable increase in sales based 
upon an assumed promotional rate 
structure and known population 
trends; he can compute how much 
business might be attached by spe- 
cific, practicable improvements in 
the merchandising and selling of 
appliances, or by new industrial 
sales tactics. In many companies 
the study of these and related prob- 
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lems 1s rey ealing possibilities of the 
greatest importance. 

\fter the forecast of the load 
trend is made, corresponding esti- 
mates of gross revenues, and of ex- 
penses for construction, operation, 
and financial charges can be de- 
veloped with relatively little 
trouble. In this connection it is 
important that sales expense should 
be regarded not as an immediate 
operating expense generally a 
short-sighted policvy—but rather as 
an investment to be amortized over 
a period of years. Gas company ac 
counting practice, too, needs to be 
“sales-slanted.” 

It is not essential that the 
estimates be absolutely 


sales 
accurate. 
Even if a forecast is 10% out of 
the way, it is of value so long as it 
provides a definite program of ac- 
tion for the company. For experi- 
ence shows that almost any pro- 
gram of action is better than no 
program at all. 


Step Three—Scheduling 


With the forecast and estimates 


naturally goes the detailed sales 
program the spearhead of the 
company's operations. This pro- 
gram defines and schedules sales 


activities for the future. It shows, 
step by step, the procedures which 
the sales department intends to fol 
low in order to secure the load-in 
creases anticipated. 

Occasionally a kind of mental 
petrification overtakes the minds of 
men in responsible positions, and 
makes it almost impossible for 
them to depart from traditional 
ways, or to entertain new ideas. 
Iveryone knows one or two such 
men. Yet most of us have in our- 
selves the germ of this same dis- 
ease. \WVe tend to fight shy of that 
which has not been done before un- 
less someone takes the pains to 
break down our resistance and per- 
suade us of the necessity for 
Too often gas company 
executives have moved into. action 
when it was too late, after electri- 
cal or oil competition or dealer an- 
tagonism have caused _ serious 
losses, not easily made up. One 
important purpose of the sales pro- 
gram is to make it easy for execu- 
tives to consider changes in policy 
and method well ahead of time, to 
get used to the notion of such 
changes. 

Dealer and contractor relations, 
appliance merchandising and sales 
policies, salesmen’s compensation 
plans, the hiring, training, and 
management of salesmen, advertis- 
ing sales promotion, sales equip- 


change. 
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ment, manufacturers’ selling co 
operation, consumer service and 
public relations need to be dis- 
cussed in detail, and the expected 
results of changes from previous 
policy pointed out. 

The planned sales program elimi- 
nates spasmodic, sporadic, expen- 
sive sales drives, and replaces them 
by controlled pressure at the points 
where pressure will bring results. 


Naturally, the program must be 
flexible; it must permit of adjust- 
ments to meet unexpected competi- 
tive developments. But it should 
be a complete and integrated whole 
—an expression of company policy, 
not of executive impulse. 


Developing the Company Plan on the 
Basis of the Sales Plan 


The sales executive of the com- 
pany is of course responsible for 
the sales plan. But his responsibil- 
ity does not end with preparing it 
and turning it over to the company 
head. Its validity must be tested 
by the engineering, operating, and 
financial chiefs of the company. 
Department heads, not all of whom 
can be expected to grasp sales 
problems easily, need to be con- 
vinced of the feasibility and wis- 
dom of the plan in order to ensure 
their full cooperation. Once a 
unity of executive viewpoint is 
established, it will give birth to a 
complete, coordinated plan of gen 
eral company development, ap- 
proved and understood by all con- 
cerned. 

The company head who makes 
use of this type of planning almost 
always discovers an_ increasing 
need for cooperation with other gas 
companies. The exchange of in- 
formation becomes more and more 
important to him. Research and 
promotional projects highly desir- 
able but too expensive for his com- 
pany to undertake alone, become 


practicable through cooperative 
methods. Experience reveals the 


dollars-and-cents value of mutual 
aid. Cooperation helps in building 
profitable load. That is the simple 
fact. 

Every gas company executive 
can do three specific things to in- 
sure the progress of his company: 

1. Plan a broad sales operation 

based upon ascertained fact, 
and make this sales plan the 
foundation of the company 
plan. 

2. Give willing and full coopera- 

tion to industry-wide projects. 

3. Work to make all company 

employees sales-minded and 
good-will minded. 
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In these three simple ideas lie 
the essence of the successful gas 
operation of the future. 


III 


Let us digress for a moment. It 
is not customary to expect busy 
business men to read fairy-tales. 
But there is an old Bavarian legend 
which so obviously deserves to be 
blazoned in letters of gold on the 
walls of the men who run the gas 
business, that to omit it here would 
be a sin. 

Once upon a time, the legend 
says, there were three brothers, 
Peter, Otto, and Hans, who lived in 
a hut in a forest clearing. Now 
they would have been very happy 
in their work as woodchoppers 
were it not for a terrible fear that 
hung over them night and day. In 
the same forest there lived a great 
and ferocious dragon that had the 
abominable habit of creeping 
stealthily upon its prey, and de- 
vouring it at one horrible gulp. 
Many of the other woodchoppers 
in the forest had already fallen 
victims to this dragon, and Peter, 
Otto, and Hans never knew when 
their turn might come. They would 
often sit up all night fretting and 
worrying, and trying to listen for 
the dragon’s footsteps. 

One day, however, the three 
brothers had a stroke of luck, for 
they found a wounded sparrow, and 
nursed it back to health. As usual, 
this sparrow turned out to be a 
powerful fairy, who offered to 
transform the brothers in any way 
they wished to show her gratitude. 

Peter, the eldest, spoke up first. 
He said, “Aha! That’s fine! I know 
exactly what I want. Transform 
me into a giant two miles high, so 
[I can go striding over continents 
and seas, and travel all the world 
for an afternoon’s stroll. Then I 
won't care about dragons. Why, 
when I see one I'll merely crush it 


underfoot.” 


Peter's Mistake 


No sooner said than done; the 
sparrow waved a wing, and in an 
instant the whole forest was like 

fine grass lawn at Peter’s feet. 
For a while he tried to see the 
dragon, thinking that he would kill 
it at once; but he could see nothing 
at all except the barely visible tops 
of the trees two miles below, and 
even these were obscured by the 
clouds that went drifting around 
his neck. Finally he got tired of 
searching for what was, after all, 
a very petty sort of insect, and 


went striding away to visit India. 
On the way it struck him that 
everything in the world was really 
absurdly small; Niagara was mere- 
ly like the bathroom tap turned on, 
and the Himalayas were hardly 
more than good-sized ant hills. At 
last, in sheer boredom, he lay down 
to sleep on what looked like a 
solid island in the Arabian sea. But 
as bad luck would have it, his 
weight was too much for the island, 
which was really only coral and 
sand; and it sank beneath the sea, 
and Peter was drowned. 


What Otto Overlooked 


The second brother, Otto, was 
not at all impressed with Peter’s 
wish ; it struck him as stupid. He 
had other notions, very canny and 
shrewd. He said, “What? Let 
yourself be two miles high, where 
every enemy can see you and get 
at you? Not for me. No, I want to 
be only half-an-inch high. Then I 
can hide behind any leaf and never 
be found; I can live on nuts, and 
drink the dew. Oh, mine will be a 
splendidly simple, secure, economi- 
cal life. And when the dragon 
comes, he will never see me, so I 
shall be safe.” 

Of course, immediately he was 
half-an-inch tall. He found himself 
hidden in the gloom of a tall jungle 
of waving grass that towered high 
over his head; and as for the real 
forest around him, he could not 
even see a tree. And a cricket, 
standing on a grass stem, appeared 
to be of such incredible ugliness 
and ferocity that it frightened him 
much more than the dragon ever 
had. He turned to run to the hut, 
which was only a few yards off, but 
in the tangle of grass and leaves 
and twigs, in the terrible new world 
of tiny things, he took the wrong 
turning, and got lost, and was 
never heard of again. 


The Policy of Hans 


Now the third brother, Hans, 
saw the folly of Peter’s and Otto's 
requests. He thought very care- 
fully before making his wish. Then 
he said, “Give me eyes that can see 
through trees, and ears that can 
hear sounds from afar.” The spar- 
row chirped once approvingly, and 
flew away. 

At once Hans heard a frightful 
snore, which he recognized as the 
dragon’s, from a great distance. 
Looking in the direction whence 
the snore came, he saw _ right 


through the intervening trees, and 
perceived the dragon sleeping in 
his hidden lair, many miles away. 
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Thereupon Hans ran swiftly to an- 
other woodcutter who lived in the 
forest; and those two set out to 
tell the other woodcutters; until 
finally all the woodcutters in the 
forest were banded together, armed 
with their sharp axes. 

These men now set out bravely 
toward the spot where Hans could 
see the dragon sleeping. They sur- 
rounded the dragon; and at a given 
signal they gave a great cry and 
rushed upon it, axes upraised. The 
dragon awoke with a start, and 
when it saw the flashing axe blades 
on all sides, it gave a_ horrible 
shriek, and turned over on its back 
and died, for it was a coward at 
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heart. And the woodsmen with mu- 
tual congratulations returned to 
their huts and worked in peace ever 
after; and Hans was the happiest 
among them. 


Pointing the Moral 

Such is the severe but salutary 
history of the three brothers. The 
moral hardly needs to be pointed. 
Today the gas industry, like every 
other, is full of Peters, their heads 
in the clouds; and of Ottos, lost in 
a jungle of two-inch grass. And 
even the Hanses, who can look 
through the trees into the distance 
where the dragon lurks, can do 
nothing unless the rest of us wood- 
cutters rally to their side. 


% 


Clearer vision and greater co- 
operation—these are tomorrow’s 
needs if the gas industry is to go 
forward. We must face honestly 
the dangers that confront us, mark 
our objectives distinctly, and start 
working to reach them by reason- 
able methods. In this task, com- 
petitive conditions being what they 
are, the emphasis must be on sales; 
and sales planning must be given 
its rightful place at the heart cf 
executive responsibility. 

It is no longer enough for us to 
lift our eyes to the hills whence 
cometh our help. We have to lift 
the seats of our trousers from our 
chairs, and climb those hills. 


The Gas Company and the Architect 


By 
Bertram A. Weber, A.I.A. 
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OW gas companies can best co- 
operate with architects in the 
work of planning new con- 
struction or alteration, is a question 
so ably worked out by the gas com- 
panies serving the territories in which 
the writer’s major practice occurs, 
that it is somewhat difficult to do 
more than pat them on the back and 
say “‘keep it up, the architects like 
your helpful manner and the co- 
operation you are giving them.” 
The answer to this and the innum- 
erable similar variants of this ques- 
tion might best be envisioned by a 
brief review of the functions of the 
architect, and the workings of the 
architect’s office. 
A dark secret about architects that 
[ am about to divulge, is that the 
architect leads a Dr. Jekyll and Mr 
Hyde existence. Popularly drama- 
tized in the role of artist, dreamer, 
creator, and otherwise social person- 
ality, adopted for him by fiction and 
movie, the architect casts off this 
mask in his sanctum, the office, to 
meet the very practical and mundane 
need that these dreams and creations 
be translated into realities. It is the 
architect’s business to do so. 
On th oft a reproduction of full page 
advertisement to be run in Architectural papers 
an example f A.G.A perati 
é in the promotion of gas for the “4 Big 
lobs.”” The scope of this activity will be great- 
expanded to embrace a complete Home Plan 


ning Program which will be 


mn with archi 
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the atten 
veland in an address 
before the Commercial Section. on September 
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The client retains the architect to 
work out his building problems. This 
means that the architect is placed in 
a position of trust to find the best 
answer he can. Whatever the com- 
mission—be it an office building, 
factory, residence, store or the small 
matter of additional equipment, it 1s 
his job to work it out. 

The great variety of potential de- 
mand placed upon the architect and 
his office has turned the architect into 
a co-ordinator. The word co-ordina- 
tor is eminently suited to describe the 
architect of 1937. He is, after all, 
a very human person subject to the 
usual human frailities, and he in- 
dividually does not attempt to be an 
expert or outstanding authority in 
the myriad fields of endeavor the 
building industry leads him into. 

To him come the problems of plan 
ning specialized types of buildings; 
selection of construction materials ; 
selection of the manufactured and 
raw materials; selection of equip- 
ment; methods of construction ; new- 
er and better processes, etc.; all of 
which individually are the result ot 
many lifetimes of energy, effort, and 
research. 

The more widespread and greater 
the practice of the architect the 
larger and more departmentalized is 
his office to meet the demands placed 
upon it. Larger offices have separate 
design, drafting room, structural, 
mechanical, and superintendent de- 
partment heads, among whom the 
more complicated problems are di- 
vided. By and large the great major- 
itv of architects have small offices 
and work out their own problems. 

The architect must know where to 
obtain the correct and best informa- 
tion available to aid him in making 
his decisions. He prefers unpre 
judiced advice and factual data. 

It is to assist him and his clients, 
the public, in obtaining such infor 
mation that so much publicity mat- 
ter has been placed in catalogues for 
handy reference in the office. Most 
every architect’s office treasures a 
carefully arranged filing system of 
catalogue material to serve as the 
mine of information at which he and 
his staff are constantly digging. 

A service developed by many large 
corporations in the building field, is 
a personal architects, advisory serv- 
ice department, whose members keep 
architects posted on the newer de- 
velopments and uses of their prod- 
ucts, and is a service greatly appre- 
ciated by architects. Catalogues 
sometimes become out of date in the 
files, but architects always know that 
in calling upon a personal service 
department they are getting the last 
word in advice that the corporation 
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or company offering this service can 
give, 

You may ask, “How does this 
apply to the cooperation between the 
gas company and the architects ?” 

The gas company serves its public, 
among whom are the architects. The 
architect serves his clients who are 
the gas companies public. The archi- 
tect’s problems relating to the use of 
gas are those of the gas company. 

The usual sequence of important 
questions dealing with the use of gas 
put to the architect by the client can 
be divided into three major groups: 

How much will it cost to heat my 
house with gas? or, how much to heat 
my water? 

A question of gas rates—if the 
architect knows through experience, 
or if carefully prepared published 
data on rates of house heating can be 
turned up in his handy files, he has 
a ready answer. A call to the gas 
company in the field where there is 
a gas sales or architects’ service de- 
partment, gives the gas company the 
opportunity of sending a man to the 
architect’s office, where a study can 
be made and the client can receive a 
correct report. This means a satis- 
fied client for the architect and a 
satisfied consumer for the gas com- 
pany. 

Next comes the query, “What 
equipment do you advise, what is 
the newest and best development for 
the use of gas to serve the particular 
point in question ?” 

The architect can answer this type 
of question only by information from 
three sources, personal experience 
and knowledge, (always limited) ; 
printed literature, (sometimes out of 
date) ; or, best of all, if made avail- 
able to him, an informative service 
giving the result of research data col- 
lected by experience in the labora- 
tories of the companies in the gas 
industries. Such a progressive serv- 
ice is now being carried on by lead- 
ing gas companies to the great ad- 
vantage of all concerned. 

The third group of questions re- 
volve themselves about the subject, 
“Is there any more recent and better 
method of installation?’ The entire 
field of planning belongs to the third 
group. The architect is eager to as- 
sist in the progressive development 
of better installations of all types of 
equipment. This would encompass 
the subject of heating, air condition- 
ing, kitchen planning and equipment, 
laundries, the uses of gas in indus- 
trial work, if that be the problem, 
etc. Here lies a great field for mu- 
tual cooperation between the gas 
company and the architect. 

The architect leans upon the gas 
industries and their research staffs 


for unprejudiced and correct data on 
equipments and installation methods. 
Leading companies, and research in- 
stitutes supported by groups of com- 
panies have this information. The 
trial and error method resulting from 
inadequate knowledge and informa- 
tion sources necessarily are detri- 
mental to all factors concerned, the 
gas industries, the architects, and the 
consumers, 

The plea could well be made by the 
architects to the companies in the gas 
industries, to make readily available 
the information which will enable 
them to plan the proper use of gas, 
the correct equipment and most ad- 
vanced methods of _ installation. 
Closer cooperation could readily re- 
sult in more satisfied customers for 
the gas companies and more satisfied 
clients for the architects. 

—_____}?___ 
Model Gas Homes in Portland, Ore. 


Four homes—completely equipped 
with gas—out of the initial group of 
ten built to sell in the medium price 
bracket, were recently opened for 
public inspection each day from 9 
A.M. to 9 P.M., in Portland, Ore., 
according to the announcement made 
by Lee Wilson, president of the 
Oregon Housing corporation, own- 
ers. 

This group of four homes are the 
first to be completed of the ten under 
construction, They are the first four 
units finished of the 35 planned for 
1937. 

“We are happy to open our first 
four homes to the public so that they 
can see how much quality construc- 
tion can be obtained in a moderately 
priced home which is properly built,” 
said Mr. Wilson. “We believe the 
public is interested in real homes and 
we have designed and built real 
homes in this group with first grade 
materials throughout.” 

As soon as the other six houses 
are completed, which will be within 
the month, they will be open for 
public inspection also. 

All the houses are Colonial, Cape 
Cod and bungalow construction with 
five and six rooms. The five-room 
houses have all the rooms on the 
first floor with an unfinished attic 
which is large enough for two addi- 
tional rooms and a bath. 

The homes are fitted with gas ap- 
pliances; modern ranges, refrigera- 
tors, water heaters, and househeat- 
ing plants because the builders feel 
that gas is the preferred fuel in the 
Portland area. Their plan for fitting 
the houses with gas is in keeping 
with the selection of gas for all serv- 
ices by most of the new home own- 
ers in this area. 


_ 










ee 
arene 














SOUND ENGINEE 





RING ASSURES MAXIMUM SERVICE 


a | Eee ES 
ais ee 


ae we 


ye 


™ . “ 
Pi 
z 4 

































































































“~~ 
gr 


p/m 





















, a | 
IN i | = 


‘) 


THE ONLY VALVES THAT SF£AVE EVERY MAJOR VALVE NEED 








— 


es a a es 












Now U N A E . | H | CT L U chotce of, Nowdstvoms 


oy ih 


« 
a 


| 



















































No. 1133 No, 2075 No. 4285 a No. 133 No. 835 No. 215 
* 
& th r 
1985 No. 185 No. 1989 No. 4125 
\ 
> C ut 
és eS 
es 
No. 4289 No. 169 








a. 


& 
o 


No. 1945 | 


No. 824 
5 
MEET ALL MAJOR VALVE NEEDS 


Sizes 2" to 30°’. Pressures to 5000 Ibs. w.p. 
Temperatures —60° to +600° F. 























No. 1018 No. 1004 
MERCO NORDSTROM VALVE CO. 


A Subsidiary of 
PITTSBURGH EQUITABLE METER CO. 
Main Offices: Pittsburgh, Pa. Branch Offices: New York City, 
Buffalo, Philadelphia, Columbia, Memphis, Atlanta, Chicago, 
Kansas City, Tulsa, Houston, Los Angeles, Oakland. Canadian 
Representatives and Licensees: Peacock Brothers, Ltd., Unr- 
versity Tower Building, Montreal, Quebec. 















































\SEALOPORT’LUBRICATH 













September, 1937—American Gas Journal 


ipe Corrosion and Coatings 


Pipe Corrosion Protection 


By Erick Larson 
Part 15 


IPE coating is the material applied to pipe surfaces 
for the purpose of isolating the pipe metal from 
corroding agents. The coating may be a metal or a 
substance materially different from the body of the pipe 

Shields or wrappers are materials used to protect the 
coating from injurious physical forces. 

Pipe corrosion protection is coating or the combina 
tion of coating and wrapping when both are used. 


Purpose 


The effectiveness of pipe coating depends upon th 
thoroughness with which its purpose of isolating corrod 
ing agents from the pipe walls is accomplished. Th 
corroding agents may be physical, chemical, or electri al 
in nature or a combination of any or all such forces 
The purpose may be qualified by limiting the time dur 
ing which corrosion protection is desired due to a life 
requirement having definite limits. 


Necessity 


A general impression exists that corrosion does not 
generally occur to a degree warranting protection ex- 
cept in extremely corrosive soils or hot spots. This view- 
point can not be reconciled with the findings of the 
Bureau of Standards, American Association and 
American Petroleum Institute burial tests previously 
mentioned nor with the experience of independent cor 
rosion authorities. The Bureau of Standards and Asso 
ciations burial locations were selected so as to include 
all sections of the country. The soils selected varied in 
from mild to extreme. The results of 
these tests definitely indicate that corrosion is serious in 
all localities even though ultimate replacement is not 
necessary within the active life of the engineer respon 
sible for the initial installation. The general need for 
protection should not be hidden beyond a smoke screen 
of a few widely publicized locations where the life span 
is measured in hundreds of years. The engineer must 
deal with the minimum life for safety and the average 
life for economy. Eventually even rate engineers must 
recognize the inevitableness of failure by corrosion and 
demand actual facts. Circus freaks are no more repre- 
sentative of the average individual than a single 400 year 
old metal main is of the average life of all pipe. 

Service replacements have been and will continue to 
be a high percentage of the total service installations 
and the ratio will increase. The cost of protecting all 
services in new territories, therefore, will not materially 
increase investment. The policy of protecting all serv- 
ices where others have failed from corrosion-will event- 
ually result in coated pipe in all corrosive soils. This 


Gas 


corrosiveness 


practice would result in the use of coatings only where 


necessary thus minimizing the ultimate investment. 





The greatest necessity for protection exists on service 
pipes. The following table is a summary of part of an 
American Gas Association survey in 1934 of 124 com- 
panies reporting 4,169,000 services. 


AVERAGE LIFE OF SERVICES 
Years Number of Number of 
ot Life Companies Services 
0-10 : 140,130 
11-15 14 156,673 
16-20 25 692,34 
21-25 2% 521,966 
26-30 28 1,020,242 
31-35 7 722,802 
36-40 8 239,618 
$1-45 3 278,589 
6-50 x 73,141 
31-55 (} 0) 
56-60) 2 313,500 
75 l 10,518 


Averaging the years of life by service, the life expec- 
tancy is 26.9 years. The average by services is 30.7 
years. Some of the life periods are admittedly esti- 
mated due to a lack of records. 
nificant factor in pipe life. Such frequent occurrence 
of leakage as would occur with a 31 year life must 
result in considerable claims for damages. This factor, 
intangible in so far as the claims paid are seldom in- 
cluded in pipe protection economic studies, warrants 
serious consideration of protection. 


Gas leakage is a sig- 





Fig. 1 Pipe protection on the external surface of water pipe. 
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Localizing protection on services at particularity vul 
nerable spots, such as where they penetrate building 
walls is not a recommended practice. Records may indi 
cate that the majority of failures occur at a localized 
spot but other sections of the same service may corr de 
at only a slightly less rate. The slight ad lition to pipe 
life from such a policy is seldom economical. The 
preferable method is to uniformly protect pipe with the 
best types of coating and additionally safeguard highly 
localized hot spots “by increasing the amount of pro 
tection at those points. 

Due to the thicker walls of larger sized pipe used for 
mains, penetration does not occur as rapidly as on serv 
ice pipe under identical conditions. The seriousness of 
distribution main leakage both from a safety and an 
economic viewpoint would justify a proportionately 
larger investment for protection compared to services. 

The frequent failure of field survey methods to indi 
cate a corrosive soil adds to the necessity for protecting 
buried pipe. Failure to accurately predict soil corrosivity 
is not always due to the method employed but, particu 
larly on distribution systems, previously mentioned 
corrosive elements frequently dumped into the soil. 

The considerable added life secured with modern 
pipe protection will eventually substantiate the use of 
long amortization periods and will lower the cost of re- 
pairs during life. 

Limitations 

It is assumed that when protection is applied an in- 
definite life is desired and therefore the type of coating 
used is of a proven superior quality. The general limita 
tion is confining of discussion to coatings applied to the 
external surface of pipe, conduit, or tubing practically 
all of which is buried but which may occasionally be 
exposed to atmospheric corrosion. Internal corrosion is 
less difficult to prevent than external and therefore most 
of the qualities advantageous for an external coating 
are also of value internally. The coatings discussed are 
not restricted in application to certain metals such as 
steel. Cast iron has been installed with an external 
coating where conditions warranted. 

The policy of restricting the application of coatings 
or types of coatings to pipe installed in certain soils is 
practiced on transmission lines but on distribution sys- 
tems the preferable practice is to standardize on a pro- 
tection which will resist the most severe general corro- 
sion conditions encountered. A frequent experience on 
transmission lines has been that a more general initial 
use of the better grades of protection would have pro- 
duced the best economic results. This experience is 
logical considering the previously mentioned fact that 
absence of a positive indication during field corrosion 
surveying does not eliminate a need for protection. 

The various types of coatings are widely separated 
in quality of protection they provide. The Reacmes that 
a little is better than none does not apply to pipe coat 
ings. Limiting investment can not justify “the use of 
inferior coatings which experience has determ ined as of 


insignificant value in adding to the length of piy 


pipe life 


Requirements for Coatings 


The general requirements of any sub-surface pipe 
coating are an adequate supply, simple and easy applica 
tion, protection of the pipe from corrosion under all 
conditions and economy. Adequacy of supply is not an 
important factor at present as tar and asphalts are the 
basic materials used for the majority of coating ma- 
terials and the supply is practically unlimited. The 
greases used are also derived from materials existing in 
large quantities. 
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Simplicity of application applies to the equipment 
needed to properly place the required amounts of ma- 
terial on the pipe. Mill or centralized application facili- 
tates the use of the more effective but bulky or com- 
plicated machinery without inconvenience. Field appli- 
cation of coating is essential if for no other purpose 
than protection of field joints or repair of injured pro- 
tection. The material used must be adaptable to simple 
field methods with the use of mechanical equipment and 
tools reduced to a minimum. 

Ease of application concerns the physical and mental 
efforts required of the individuals applying the protec- 
tion. A coating to be practical must be such that the 
ordinary main or service crew possesses the necessary 
skill and ability to make the application. Engineering 
supervision of each application is impractical. The 
amount of labor necessary should also be of a quality 
readily found in the usual organization. 

There is a difference in the degree of simplicity and 
ease with which protection may be applied to short sec- 
tions of distribution mains or services and transmission 
mains or complete systems. The latter allow the use of 
specialized crews and more satisfactory but also more 
complicated equipment than the former. The problems 
encountered in distribution system practices are more 





Fig. 2 Kraft paper damage may look bad but this protection 
is undamaged. 


difficult to solve than on transmission lines and _ there- 
fore, some phases such as protection are often neglected. 

Protection of pipe from corrosion under all condi- 
tions requires a coating which can be uniformly applied 
without voids or thin spots and which is resistant to the 
chemical, physical and electrical forces encountered. 
A coating may meet all requirements of resistance to 
forces but if the material, design of protection or appli- 
cation results in bubbles or voids the unprotected por- 
tions would be subject to a concentrated corrosion which 
would materially decrease the life. 

Resistance to destructive forces commences when the 
coating is applied and exists throughout the pipe life. 
Experience has demonstrated that coatings have been 
developed which can be economically justified. More de- 
tailed discussion of these general phases will follow. 


Chemical Resistance 


Pipe coating material must be chemically inert toward 
the pipe material ; chemically unaffected by soil, bacteria, 
vegetation, water acids, alkalis, insects or other soil 
ingredients; and stable. All of the deteriorating chemi- 


cal forces mentioned are encountered in each soil in 
varying degrees. 
[he common tar and asphalt base and grease coat- 








September, 1937—American Gas Journal 


ings do not directly act upon pipe material. Reaction 
between pipe and coating is mentioned as in the develop- 
ment of new coatings, “laboratory tests do not always 
duplicate field conditions. The combination of a coat- 
ing and some soil ingredient may react and produce a 
material which would dissolve or chemically react with 
the pipe. The chemical reaction with the pipe need only 
be minute in extent to destroy the bond between coating 
and pipe. The reaction therefore may be only indirectly 
the cause of deterioration. The finding of an extensive 
loss of bond between coating and pipe warrants investi- 
gating the possibility of a chemical reaction between 
the two. 

Discoloration of the pipe surface noticed immediately 
following the removal of pipe coating may be indicative 
of a reaction between pipe and coating. There is also 
the possibility that the discoloration is due to oxidation 
the products of which were stained by ingredients of the 
primer or coating. The important factor is whether the 
action, oxidation or some other chemical reaction, caused 
the bond between pipe and coating to weaken or break. 
Discoloration in itself should not be taken as an indica- 
tion of coating failure. Discoloration of pipe surfaces 
have been frequently noted but no example has come to 
the writers attention of a chemical reaction between 
primer or coating ingredients and pipe continuing a suffi 
cient period to cause failure of the better grades of 
enamels or greases. 

The chemical activity between protection materials 
and soils, water, acids and alkalies may generally be con- 
sidered as a group. Very few pipe coatings of any type 
fail because of chemical reaction. The petroleum and tar 
base coatings which include greases are chemically inert 
toward soil ingredients. An outstanding exception is the 
disintegration of concrete under certain conditions which 
will be detailed when considering the use of cement 
coatings. 

The solubility of materials used for coating or shields 
in liquids is the most important chemical consideration. 
Oils possess the ability to dissolve all of the commonly 
used coatings. The difficulty of protecting oil lines re- 
sults from the effect on the coating of any leakage. The 
pipe field joint is the most common location of such 
leakage. The condensates in manufactured and some 
natural gases contain liquids which may be classified 
oils and are as destructive to most coat ings as the petro 
leum oils or their common derivatives. Joints on manu 
factured gas lines may not leak gas but may leak slight 
amounts of condensates. The harder coatings such as 
enamels and cement have a tendency to seal pores where 
gas oil or condensate leakage may occur. This tendency 
has been noted on high pressure lines carrying 100 
pounds pressure. However, such sealing action can not 
be depended upon for an idefinite period and, therefore, 
joints should be given careful consideration. 

While not strictly a solution the tendency of 
absorb coatings affects the lasting qualities of the pro- 
tection. Softer coatings are more 
absorption than the harder ones. Greases, for instance, 
frequently are not visibly present on pipe after varying 
periods and may often be found in the surrounding soil. 
The rate of the soil absorption of coatings is partly de 
pendent upon the type of soil. Heating of the pipe may 
often indicate the existence of greases on the pipe al- 
though invisible. There is a difference which must be 
recognized between the absorption of coatings by the 
soil and the effect caused by the scrubbing action of 
water which is moving downward through the soil. In 
the first instance of uniform absorption the soil all 
around the pipe becomes partly or fully saturated and 
the coating still provides the pipe some protection from 


soils to 


susceptible to soil 
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corrosion but to a lesser degree than formerly. The 
scrubbing action of passing water carries the coating 
entirely downward leaving the pipe with less and less 
protection, 

Low melting point asphalt coatings have also been 
observed which were absorbed by the soil. The indica- 





Fig. 3 Damage from skids is low because of few tiers. Extra 
precaution of men holding back pipe used during ex- 
ceptionally cold weather. 


tion was the black discoloration of the soil for as great 
a distance as % inch from the pipe. The source of the 
discoloration ‘was plainly evident from the decreased 
thickness of the coating and the appearance of the coat- 
ing surface. 

The solubility of coatings in liquids may be easily de- 
termined in the laboratory but the effect of soils is 
practically impossible to duplicate and therefore ex- 
perience must be relied upon. 

The necessity for coatings to be resistent to bacterio- 
logical action is becoming more evident as the intensive- 
ness with which coating failures are examined is in- 
creased. Bacteriological destruction of pipe protection 
is included with chemical action as in many instances 
bacteria or fungus is the agent responsible for creation 
of agents which are chemically active with protecting 
material. The protection may provide a medium in 
which bacteria can rapidly propagate. The products 
generated incidental to such life and propagation may 
cause the protection to lose value. There has been dis- 
cvssion of food value for bacteria possessed by some 
cvatings particularly grease types. The exact function 
of the protection in the existence of bacteria involves 
rather controversial theories. As a summary it may be 
stated that the softer coatings and particularly the jelly- 
like greases possess an environment in which bacteria 
thrive. The actual effect of bacteria or fungus on each 





Fig. 4 Unloading 8 inch wrapped pipe without damage to 
protection. 
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determined by ex- 


make of such coatings must be 
perience. 
been instrumental in lowering the protection value of 
enamels or even thin paint coats of asphalts or tars 
The lack of evidence is not conclusive as favorable con 
ditions for bacteria to thrive do exist in some coatings 
particularly after water absorption has Resco yy The 
shield in some instances is more readily 
bacteriological action than the coating. 
Plant life, particularly in the form of roots, is an 
important cause of protection deterioration. The fact 
that this source of difficulty has been recognized only in 
the past ten years accounts for the lack ot more exten 
sive knowledge on the subject. At present observation 
has resulted in the conclusion that the major portion 
of protection destruction by roots is physical in nature 
rather than chemical. Plant food exists in all 
of coatings and in some shields. Roots have the 
to penetrate most coatings and select the ingredient de 
sired for food. The inclusion of materials in protection 
toxic to plant life have not been successful in prevent 


attacked by 


types 
ability 





Figs. 5 and 6 Pipe Corrosion Protection is not damaged by 
these unloading methods. 


ing the penetration of the protection by roots Proper 
shiel ding is the most successful method of combating 
the effect of roots. 
physical effects will occur under soil stress 

The requirements for chemical resistance apply to all 
the various parts of protection including the shield or 
wrapper. Wrapper, composed in part or whole of or 
ganic materials is susceptible to chemical deteri oration 
Bacteria are particuls arly effective in destroying organic 
wrappers. The impregnation of organic wrappers even 
to the point of super-saturation, with inert materials 
may delay the commencing of decay but can not prevent 
it. Organic wrappers have a comparatively short life 
in contrast with the inorganic materials. The failure of 


the organic wrapper is frequently the cause of an in- 
creased rate of deterioration of the coating. 

Cellulose materials used for wrappers may be at- 
tacked by soils and therefore require protection from 


chemical reactions. This protection has been provided 
by one or more additional layers of the coating. Most 


i LUali 


Evidence is lacking to prove that bacteria have 


More detailed iti of the 
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coatings can not withstand the physical forces encoun- 
tered and must be shielded by some type of wrapper 
which can resist the soil stress. 

The wrapping of completed pipe protection with 
Kraft paper or similar material does not add to the 
corrosion resistance of the protection and therefore 
need not be considered in the requirements for protec- 
tion. The purpose of such wrapping will be considered 
later. 


Physical Resistance 


Successful pipe protection requires resistance to the 
physica! forces which tend to remove, displace or other- 
wise injure the materials and expose the pipe to corro- 
sive elements. The deteriorating physical forces may be 
generally separated into two divisions, the first being 
those encountered between the time the protection is 
first applied and the pipe is buried and second, those 
encountered subsequent to the first period. 

Pipe must be supported during and following the 
application of protection. The rolls or skids supporting 
the pipe tend to flatten the protection along the line of 
contact and produce an area of contact. The protection 
must be able to resist the compression tendency at least 
sufficiently to prevent the coating becoming too thin to 
serve its purpose. When pipe is rolled skidded 
temporary or permanent stock piles the contact between 
pipe and skids is over a comparatively small proportion 
of the length. The coating or the protection design must 
provide a structural strength sufficient to prevent injury 
to the coating. 

Stock piles of protected pipe are frequently built up 
by alternate layers of pipe and spacers or. separators. 
This practice provides for easy movement of the pipe 
but for the preservation of a wrapped protection 
the preferable method is to allow contact along the full 
length. This applies to any size protected pipe ordinarily 
stocked one above the other. Observation and measure- 
ment of 2” pipe stored 30 tiers high and 6” pipe ten 
tiers high after a full year of storage in New York State 
proved that no harmful injury had resulted to the pro- 
tection although the contact lines on sides, top and 
bottom were clearly evident. The 2” pipe was stored 
inside and the 6” pipe outside with no protection from 
the elements. The protection of both consisted of tar 
base enamel of 180 degrees melting point, an asbestos 
wrapper, a thin coat of enamel above the wrapper and 
Kraft paper. 

Non-wrapped pipe or that having a thick coat of 
enamel above the wrapper without Kraft paper can not 
be stored in contact as the enamel on adjacent pipes 
would become integral and break off when the pipe was 
moved. When wrapped with Kraft paper, enamel coated 
pipe may be temporarily stocked in contact with one 
another. The storage time would depend upon tempera- 
ture conditions the rage se Lom effect of which 
could be determined by laboratory tests. The tempera- 
tures of the pipe, wana when stored outside, will 
reach maximums considerably above the atmosphere. 
Pipe protected only with a coating is seldom stored be- 
cause of the damage in transit. 

The practice of stocking wrapped pipes by supports 
only at the ends where no protection has been applied 
or where its damage will do no harm has been suc- 
cessful but offers more difficulty in the stocking and 
removal than other methods. The advantage gained may 
be more than lost by carelessness during stocking or 
removal due to the flexibility of the pipe. A direct blow 
on a ridged pipe may cause damage at that single spot 


(Continued on page 108) 
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WORTHINGTON UNIBLOC GAS COMPRESSOR 
INCREASES STATION EFFICIENCY 


wu 











Boston Consolidated Gas 
Co. selects this Worthington 
unit for its Allston (Massa- 
chusetts) Station... the third 
Worthington Compressor pur- 
chased for this station 








Worthington Unibloc Compressor... gas engine 120 horse- 
power, gas compressor 50,000 cubic feet per hour. Dis- 
charge pressure 50 pounds per square inch 


I | lhis compact UNIBLOC takes gas from 
holder, pumping it into a thirty-mile 





line, serving a number of towns. In con- 


tinuous operation at high overall effici- 





gan engineers will assist you ency, this unit handles normal load re- 


in any gas power problem. ..with quirements, eliminating partial load oper- 


f . . . ® : h 
™ bung . —e ee ane —_ ation of other larger compressor units in 
cation experience to support their rec- 


cunmnendetions the station, which latter are now cut in 


e only to meet peak load demands. 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY ~ Branch Offices and Representatives in Principal Cities throughout the World 
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Anotiner M 


E are coming to another mile-stone in the his- 
tory of the gas industry. Soon we shall be 
discussing what we have done or failed to do 
during the past year and what we snall try to 
accomplish during the year to come. 

These are times of fundamental change and readjust- 
ment when many things that we used to regard as safe 
and substantial seem to be crumbling about us, and 
when new and strange structures of society are rising 
to take their places. Never before has there been greater 
need in the gas industry for vision and leadership. These 
we have. But, of at least equal importance is cooperation 
and aggressive action by the whole industry—gas com- 
panies, manufacturers and individuals—acting as a well 
organized unit to promote the welfare of all its mem- 
bers. 

The gas industry today is in the thick of a grim strug- 
gle, — of an undeclared war of aggression in which it 
is at present the defender. We politely speak of it as 
competition. Yet no military campaign was ever more 
bitterly fought, and none ever required more leadership 
or coordination or unity of purpose to achieve ultimate 
success. 

A few years ago competition most usually meant the 
struggle among those whose business was along the 
same general lines. In this respect the gas industry was, 
and still is, non-competitive. But a change, already tak- 
ing place, was greatly hastened by the depression. Com- 
petition among the individual members of an industry 
seems, if anything, to have decreased; and in its place 
whole industries are lined up in a mass effort to cap- 
ture the business of another group. Competition by sub 
stitution has always existed, but never before with any- 
thing approaching the leadership, organization or fin- 
ancial backing that it has today. It is this competition 
by substitution which the gas industry must fight, and 
must probably continue to fight until the end of time. 

In the leading article in this issue of the Journal a 

well known man, who is not a member of the gas indus- 
try but who has had close contact with it, analyzes our 
situation and finds us wanting. For many years gas com- 
panies were largely non-competitive in fact as well as in 
name. Salesmen were then little more than order takers, 
and executives devoted their major attention to operat- 
ing and financial problems. There was relatively little 
occasion for us to become sales minded, to analyze mar- 
kets, to spend money in training salesmen or to let sci- 
entific sales promotion be the deciding factor in shaping 
company policy. It is safe to say that even now relative- 
ly few in the gas industry know what being sales minded 
really means. Indeed, disuse of our fighting ability seems 
to have made us a rather weak adversary for the time 
being. We are more inclined to imitate our competitors 
and take a defensive stand than to organize a vigorous 
offense and invade new fields or enemy territory. 
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These criticisms are just. Coming from a man of ma- 
ture judgment who can view us in our true perspective, 
they deserve the attention of the entire industry. 

The gas industry is slow and ponderous and ultra- 
conservative to the point of serious harm to itself ; and 
it is suffering today from too little sales opposition in 
the past. But this very weakness, absence of competition 
and rivalry among ourselves, may well be turned into 
our greatest point of strength. Unity, organization and 
full cooperation among us may be secured with rela- 
tive ease. Already we have gone far in that direction. 
Two things only bar the way to full success: (1) Iner- 
tia, ultra-conservatism and lack of realization of the 
true situation, and (2) Domination of a few combina- 
tion companies by those who are primarily interested in 
the electric side of the business. In addition to securing 
unity and cooperation, however, the industry must be- 
come alert and sales minded and must discard its out- 
worn methods of haphazard door bell pulling for mod- 
ern scientific market analyses, for rate structures de- 
signed to meet competition and for sales efforts directed 
where information indicates maximum results can defi- 
nitely be counted on. 

Time has come for another convention. We have 
reached another mile stone. The way ahead will be far 
different from that over which we have come. We may 
expect to see fundamental changes in the selling policies 
and in the selling methods of most companies. Per- 
haps the idea staggers us a little but such changes must 
be made if the gas industry is to continue to prosper. 
You may expect to hear of the readjustments we all 
must make from the leaders of the industry at the com- 
ing convention. 

A few perhaps are undecided on whether or not to go. 
There will be no exhibit of appliances and equipment, 

always a great attraction. But the number of hotel 
reservations indicates that the industry generally re- 
gards this as a very important Convention. You should 
take this as a guide and be there. 

It will be well also to remember that there was no 
exhibit at the Convention in Chicago two years ago, 
but it proved to be a turning point in the history of our 
industry. Few of us will ever forget how James F. 
Pollard appeared as an unscheduled speaker and brought 
the meeting to a high pitch of indignation by his de- 
scription and exhibit of the unethical advertising of 
our competitors. The leaders of our industry were 
roused and the result is our National Advertising Cam- 
paign. 

Now what are most needed are unity, cooperation, 
aggressiveness and willingness to adjust company poli- 
cies to modern conditions and mass competition. Go 


to the Convention prepared to learn and to help, and in 
so doing you will help your company and the whole 
industry. 
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Gas Power for 


Generating Electricity 


UBLIC acceptance of cheap 

“power through pipes” prompts 

wider use of the stationary 
engine and offers the gas companies 
an excellent chance to increase their 
load. The off-peak portion is par 
ticularly desired as a means of in- 
creasing the summer revenue. With 
this in mind and the more recent in- 
terest that engine manufacturers are 
taking, it seems necessary as well as 
profitable for gas companies to solicit 
and cooperate in obtaining such an 
attractive load. 

As with industrial, commercial or 
domestic sales the selling of a gas 
engine load is accompanied by ser- 
vice to be rendered if the occasion 
arises. For this reason the salesman 
can save much time and expense if 
he knows the requirements and is 
familiar with the operating variables 
that will affect the continuity of the 
individual installation. Engine man- 
ufacturers have their engineers make 
surveys but very often the prospect 
wants a recommendation and _ will 
make his own purchase of used 
equipment. Then too, the average 
business man who decides to pur- 
chase a natural gas engine is not 
familiar with designs or limitations. 
Consequently he is unable to analyze 
the data or weigh the claims of equip- 
ment salesmen and so may become 
confused to the point of not con- 
sidering any proposal. If an active 
campaign is made for this gas en- 
gine load the prospects may become 
too numerous for any local engine 
sales staff to contact without delay. 
Sales are often lost by delayed con- 
tacts as the prospect who makes an 
inquiry is open for a proposal at 
that time. 

These points not only necessitate 
dealer cooperation, but often a com- 
plete and intelligent survey by some 
member of the gas company’s sales 
force. A review of this data and in- 
formation will then permit the in- 
dustrial gas representative to offer 
suggestions to the prospective con- 
sumer relative to the type, size and 
installation features of the unit best 
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This outdoor gas power demonstration reveals the possibility 
of such advertising to increase the prospect list. A Lycoming 
15 KWH “package power” unit was used. Many feet of Neon 
forms the subject. 


By 
Roy W. Parker 


Oklahoma Natural Gas Company 


suited for his needs. 

Because of the many applications 
of gas power, such as for water 
pumping, driving compressors, pow- 


ering line shafts in laundries, ma- 
chine shops, etc., cotton gins, feed 
mills and generating current for 


lighting, it is evident that the gas 
representative should have a_thor- 
ough understanding of these opera- 
tions. The survey is relatively simple 
in established plants where a motor 
is to be replaced by a gas engine. An 
eugine should be selected whose 
rated horsepower is somewhat in ex- 
the corresponding starting 
fuse of the motor. 

When new equipment is to be in- 
stalled such as compressor, machine 
shop lathes, etc., the manufacturer 
will furnish the necessary motor 
power information and from this a 
suitable gas engine can be chosen. 

The recent trend in this territory 
where electric rates are compara- 
tively high, is the installation of com- 
plete generating plants to furnish all 
energy required. This includes elec- 
tric lights, neon signs and supplemen- 
tary motors used in small power 
operations such as fans, meat grind- 
ers, refrigerators, etc. These plants 


cess of 


vary in size from 1500 watts to 125 
kw. The average plant requirement 
is about 20 or 25 kw. and because 
most of the current consumed is in 
the higher rate bracket, it gives the 
gas engine salesman an excellent op- 
portunity to present his story. 

Realizing that much of our new 
gas engine load will be derived from 
such prospects, it is with this type 
of load that this article deals. 

The following is an outline that 
can be used to determine the correct 
electric specification and size of plant 
required : 

I. Electric Specifications 

Determine whether (A.C.) or 
(D.C.) current is required. Motor 
plates will show the kind of current 
necessary and rating—lights and 
most resistance tvpe equipment will 
operate on either. 

The voltage required will be found 
on the motor plates. 

The correct phase and frequency 
is also shown on the motor plate. 

Il Size of plant required 

Two factors are most important in 


determining the size of a plant 
namely: Plant should have rating 


slightly in excess of total connected 
load. However, more current will be 
demanded if found to be cheap, so it 
is well to apply some estimated over 
demand factor. 

The plant must have power to start 
the largest installed motor. 


Power Required for Motors 








Running 

iF. Watts Starting Watts 
ldirect 14 H.P. 350 700 to 900 
Current 4, H.P. 500 1,000 to 1,500 
Motors | EP. 800 1,000 to 1,500 

or over per H.P. per H.P. 
Alternating 14 H.P. 350 700 to 1,400 
Current 4 H.P. 500 1,000 to 2,000 
Motors (Small) 
Single Phase L EP. 1,000 1,500 to 2,000 
(A.C.) Motors or over per H.P. per H.P. 
Three phase Lee. 1,000 1,200 to 1,500 
( A.C.) Motors or over per H.P. per H.P. 
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A. Lights: Observe and tabulate 
voltage. 

Other resistance equipment, such 
as, irons, stoves, griddles, electric 
heaters, etc., are usually rated in 
watts. Otherwise the voltage multi- 
plied by ampere rating equals watts 
required. 

Motors: The power required for 
motors can be approximated from the 


H.P. rating in table on previous 
page. 


Maximum H.P. of motors that can 
be started with no load on plant. D.C. 
motors without starting mechanism 
H.P. of motor not over '4 to 1/3 


KVA rating of generator. With 
starting mechanism % to 2/3 KVA 
rating. 

After determining the size of 


equipment necessary to do a particu- 
lar job it is necessary that the gas 
salesman make an estimate of costs. 
The estimate can be brief but will 
serve to judge the prospect's interest. 
The following charges and cost are 
in line with average conditions and 
specifications. 


Cost of Equipment Installed. 

1. $75.00 to $100.00 per KW (Large 
installations ) 

2. $45.00 to $70.00 per K.\V. ( Small 
installations ) 


Fixed Charges 

1. Interest 6% 

2. Depreciation 4% 

3. Taxes, insurance, 2°% 


Operating Costs 

1. Fuel cost—4 
(local ) 
(This depends on rates and load 

factor ) 

2. Maintenance, $2.00 per H.P. per 


KHW 


mills per 


year. 

3. Lubrication, 2,000 KWH _ per 
gallon 

Labor 


1. Estimated for each job. 

When a prospect considers instal- 
ling his own power plant the first 
thing considered is operating costs. 
This will determine if the saving will 
justify the expense and pay out in a 
reasonable time. This requires con- 
verting kilowatt hours to cubic feet 
of gas. It is figured as follows: A 
kilowatt hour is 1.34 horsepower 
hours, but 10% must be added to 
compensate for generator loss that 
the engine must absorb. Therefore 
the H.P. required to generate a 
KWH is 1.34 + .134 or 1.474, 
usually figured at 1.5 H.P. hrs. 

Tests have indicated the following 
gas consumption per KWH, based 
on 1050 Btu. heating value. 
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Percent of Cu. ft. of 
full load gas per KWH 
100 15 
75 16 
50 17 
5 25 


To obtain the plant load factor, 
take the total KWH generated, di- 
vide by the number of operating 
hours and divide the result by the 
plant capacity. This often reveals 
information that is essential in equip- 
ment application. 

Records kept on shut-down periods 
for hundreds of gas engine installa- 
tions have proved their reliability ; so 
the other requirement is operating 
cost. 

A graphic comparison’ between 
gas and electric costs in terms of 
power used is shown cn the chart 
adjoining. 

The assumption is made that 1000 
cu. ft. of 1050 Btu. gas is the power 
producing equivalent of 80 KWH. 
This takes into consideration motor 
efficiency, wire loss, starting box re- 
sistance, etc. Gas consumption if 
fiured at 11 cu. ft. per H.P. 


GAS-ENGINE FUEL COST 


BASED ON 
OF 1,000 B.T. 
PER CU. FT 


KW- HR. 
oe fp = 
Ww oa ~~ @ o ° 


COST OF GAS, CENTS PER 
o° 9 9 2 o 2 8 





0.0 
20 3 40 50 60 70 80 90 100 
PER CENT LOAD 


This Chart shows graphically the cost per 
KWH at different load factors and gas 
costs. 


The several curves shown were 
figured from rate structures of rep- 
resentative utilities companies. Only 
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A graphic comparison between gas and electric rates in terms of power used and 
monthly bill to pay. Five representative electric curves are plotted and four gas 
curves. Rates structures change from time to time but some one of the curves will 
correspond closely enough for comparison purposes. Note how the cost differential 
increases as the horsepower increases. 
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Ancther EASTERN GAS COMPANY 
ii ent 


uses its own Product for POWER! 


The economics of the case 








ole Wal aM coh Ze) ame) me ol ea-Talel al- 
power for distributing manvu- 
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New York territory — other- 
wise you wouldn't see this 
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“Let us tell you of other, equally 
efficient, Cooper-Bessemer 
bticlitehieee 








Westchester Lighting Company gets a capacity of 982,000 
cu. ft. per hour with this economical, Type-19, twin- tandem 
gas engine driven compressor unit, rated 300 H.P.-at 70 
r. p.m. — 800 H. P. at 180 Fr. p. m. “er: 
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Mt. Vernon, Ohio — PLANTS 
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two will be listed namely: Number 


(5) gas rate as follows: 


First 1,000 MCF 50c 
Next 1,000 MCF 35c¢ 
Next 1,000 MCF 50c 
All over 25c 





Number (4) power rate as follows: 


First 200 KWH 5c 
500 KWH 3tAc 
800 KWH 3c 
2,500 KWH 2tAc 
6,000 KWH 2c 
20,000 KWH lc 
Over 30,000 KWH le 


$.50 per Hp. minimum monthly 
bill. 

Knowing the average load, as- 
sumed to be 50 H.P. the motor would 
require per hour 50 x .88 (conver- 
sion factor) 44 KWH. 

Per 10 hr. day 10 x 44 440 
KWH. 

Per 25 da. mo. 25 x 440 
KWH. 

Tracing 11,000 KWH from upper 
horizontal scale vertically down to 
curve (4) and tracing this point 
horizontally to the left—we find 
$249.00 as the electric bill. 

Gas Engine: At 50 H.P. steady 
load 
Per. hr. 50 x 11 (cu. ft.) 

ft. 

Per day 10 x 550 5,500 cu. ft. 
Per 25 days 25 x 5,500 137,500 
cu. ft. 

Tracing 137,500 cu. ft. from lower 
horizontal scale up to curve (5) and 
tracing this point to left. we find 
$63.00 as the monthly gas bill. Out 
of this $186.00 saving you must pay 
for oil, attendance, repairs, interest 
and depreciation. These would total 
approximately $50.00, leaving a sav- 
ing of $136.00 per month, which 
would probably amortize the invest- 
ment in about 18 months. 

As stated before there ate a num- 
ber of installation and _ operating 
variables that have their effects on 
continuity of service which is the 
objective sought from a sales stand- 
point. Any sugyestion that can be 
offered that might increase the life 


11,000 


550 cu. 
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of the plant or eliminate complaints 
should be made. 

Since the accessories required for a 
power plant are as important as the 
unit proper it might be well to review 
some of these. 


1 


First, the foundation should be 


Testing laboratories 
such as this one has 
enabled the gas en- 
gine manufacturers to 
greatly improve de- 
signs, materials and 
operating conditions 
until the gas engine 
equipment is excep- 
tionally economical 
and reliable. 


solid enough to eliminate vibration. 
If constructed of steel it should be 
heavy—when concrete is used the 
depth should be adequate. 

Several excellent gas mixers are 
available and it is poor economy to 
experiment with home made car- 
buretors. The Venturi type with no 
moving parts and the minimum of 


ticularly to automatic control and 
operation. Electric means are avail- 
able to shut down a plant in case of 
over heating, low oil pressure, ex- 
cessive exhaust temperature, over 
heated bearings or mechanical dam- 
age to any part. Governors can be 
applied to maintain constant fre- 
quencies over a wide load fluctua- 
tion. 

Battery starting and ignition is ac- 
cepted practice with smaller units. 

A good grade of oil should be used 
for lubrication. Filters and oil re- 
finers are desirable, especially the re- 
movable filtering medium type. No 
oil dilution will be experienced and 
practically no carbon when using 
natural gas but one of the products 
of combustion, water vapor, might 
sludge or emulsify the crankcase oil. 
Natural gas being dry it is good 
practice to employ a top oiler to 
moisten the gas. The rate of oil flow 
can be regulated according to the dry- 
ness of the gas. 

Voltage regulators are rather ex- 
pensive but are necessary for satis- 
factory operation especially if motors 
are connected. To install them with 
the original plant will save time and 
trouble. 





This dual gas engine plant is a typical installation of the individual power plant. 
it has been in continuous operation for the past two years, and generates current 
for 8 mills per KWH. Test results indicated 15.6 cu. ft. per KWH, and 314 KWH 
per gallon oil. The engines have equivalent mileages of about 250,000 miles with no 
major repairs. Not being able to anticipate the behavior of these engines under such 
running conditions they were arbitrarily shut down at 113,000 miles. The mechanical 
clearances had increased so slightly that only gaskets, oil, etc., were replaced. 


adjustments seem preferable. 

The average small engine is pro- 
vided with a radiator for cooling. It 
should be of sufficient size to main- 
tain a normal temperature. Ther- 
mometers should be installed on the 
inlet and outlet engine water systems 
as this differential should be kept at 
a minimum. Cooling towers are often 
necessary but nevertheless this is 
an important operating item. 

Gas engines lend themselves par- 


Engine failures are often traced to 
inadequate reserve volume of gas. 
Sufficient header capacity should be 
provided during the piping of the 
fuel line. 

Exhaust gases are often a problem, 
both from the standpoint of noise and 
odor. Original installation plans 
should include provisions to elimin- 
ate or lessen this objectional feature. 
Improved mufflers and silencers are 


(Continued on page 108) 
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CLEAN GAS MAKES 
SATISFIED CUSTOMERS 


Expansion of your gas business depends upon how well 





your gas serves in the modern appliances, controls and 
meters with their delicate, easily- clogged mechanisms. 
You know. that right around the corner competition is 
Tollilate McclMmeli-Mriie Amel melt ioliTiielailo Mice relma tien 
ers. You know also that “home-made” gas cleaners 
will not meet modern requirements. They are often the 
source of complaints and high service costs. Make gas 
more popular... insure a continuous ‘delivery of CLEAN 
VfokMolae MoMMilialiiltli Me) MEt-10214-MEicelt] >) (ME cali Me s)(oh a Galey 
Gas Cleaners. They are preferred by leading operating 


engineers everywhere. 


BLAW-KNOX 


COMPANY 
2033 Farmers Bank Building, Pittsburgh, Pa. 























32 





Customer Inquiries Handled 
with Speed by Three-Way 
Telephone System 


SHORT cut to efficiency in an- 
A sw ering customer inquiries has 

been achieved through the in- 
stallation of a unique “three-way 
telephone system” in St. Louis by 
The Laclede Gas Light Company of 
that city. Customers have been saved 
more than 8,000 hours of time—the 
equivalent of 333 days—during the 
period it has been in operation, ac- 
cording to an estimate made follow- 
ing a comparative analysis of tele- 
phone calls at the present time and 
prior to the installation. 

One of the few telephone installa- 
tions of its kind in the United States, 
it is the only one in operation in the 
Southwest. After several months’ 
observation of the performance of 
the new equipment, which was de- 
signed and installed by the South- 
western Bell Telephone Company, B. 
F. Pickard, vice-president of The 
Laclede Gas Light Company, has de- 
clared that the system is highly sat- 
isfactory. 

“Service calls of a divergent na- 
ture are received by the company at 
the rate of 1,000 a day,” said Mr. 
Pickard, “and before installation of 
the three-way system it was some- 
times necessary to hold a call waiting 
for as long as eight minutes. Since 
installation of the new system, how- 
ever, the maximum waiting time for 
a customer is 30 seconds. 

“The experiment has proved that 
the new system saves the customer 
an average of two minutes on every 
service call, or a total of approxi- 
mately 8,000 hours during the 250 
working days of the year. The more 
rapid handling of calis has facilitated 
the handling of customer requests 
and has, therefore, resulted in con- 
siderable improvement in service. 

“For some time prior to June 15, 
1936, The Laclede Gas Light Com- 
pany realized that its method of 
handling telephone contacts with its 
customers was not entirely satisfac- 
tory. Under the system then in use. 
it was necessary for a customer 
transacting business with the com- 
pany by telephone to contact a 
switchboard operator, who, in turn. 
endeavored to route the call to the 
proper department. This might have 
been one of several departments, In 


some instances, due to a misunder- 
standing on the part of the operator, 
the customer’s call was routed to the 
wrong department thereby 
sitating a transfer. In other cases, 
it might have been necessary to con- 
tact one or more departments which 
required still another transfer. This 
manner of handling calls resulted in 
considerable delay and annoyance to 
the customer because he had to tell 
his story several times. 


neces- 


“A study of the entire situation 
was made and it was decided that 
the most efficient manner of handling 
customer telephone contacts would 

the installation of a central order 

ble where all service calls, com- 
plaints, bill information, etc., would 
be received direct. In this manner, 
the first person contacted would 
handle the call to a satisfactory con- 
clusion. 


‘The Southwestern Bell Telephone 
Company designed special telephone 
equipment which was installed in a 
new central service building, 395) 
Forest Park avenue, With this equip- 
ment it is now possible to carry on a 
three-way conversation between the 
operator, the customer, and the de- 
partment which it is necessary to 
reach in order to complete the trans- 
action, 

‘This order table is reached by a 
special number, and has twenty-four 
trunk lines. By using this number, 
the customers’ service requirements 
such as requests to have g 
tricity turned on or off, 
of appliances, 
planation « 


as or elec- 
adjustment 
leak complaints, ex- 
f items appearing on gas 
ills, as well as matters pertaining 
to collection of their bills, are all re- 
ceived at this table. The operators 
have been especially 


selected and 
trained to qualify them to handle all 
such calls received from customers.” 


In this connection, it might be 
pointed out that weekly instruction 
meetings are held for the 40 service 
Problems encountered in 
actual practice are brought up for 
consideration, 


( yperat rs 


and the telephone Su - 
pervisor has found this method of 
instruction most effective and bene- 
ficial Incidentally, The Laclede Gas 
Light Com pany conducts a monthly 
meetin 


y 


g for the benefit of employes 


Journal 


who communicate with each other by 
telephone in intra-office business, but 
who otherwise never come into per- 
sonal contact. Company officials be- 
lieve it is helpful for employes hav- 
ing business dealings with one an- 
other to know each other personally. 
‘The supervisor of the telephone 
division has in his office an observa- 
tion board which enables him to sit 
at his desk and listen to telephone 
conversations,’ Mr. Pickard con- 
tinued. “Through this means any 
mistake the operators make can be 
checked and special coaching pro- 
vided. It also enables the supervisor 
to become thoroughly acquainted 
with the many different calls and re- 
quests made by customers. It shows 
what operators are idle in slack times 
and how many calls are waiting dur- 
ing busy periods. The equipment has 
a storing circuit in which all incom- 
ing calls that cannot be immediately 
answered are stored and held for an 
idle operator. They pass out of this 
storing circuit in the same order in 
which received—which means that 
the call waiting the longest will flow 
automatically to the first idle opera- 
tor. Through the control afforded by 
this equipment, the supervisor can 
always maintain an adequate force 
on the order table and see that all 
calls are answered promptly. Like- 
wise, it enables him to reduce the 
number of operators periodically 
when calls are few and transfer them 
to other duties. It is through this 
medium that ample force is diverted 
from the order table to file all of our 
work tickets during idle time. 
“Another unique feature of the 
equipment installed by the Telephone 
Company is the metering devices by 
which we obtain the total number of 
calls handled daily by each operator. 
There are also special meters which 
show the number of calls which went 
into storage and were held for a 
specified length of time before being 
released to an idle operator. These 
meters are read every thirty minutes 
each day during the time operators 
are on duty. Through this source the 
supervisor is afforded additional in- 
formation for control purposes.” 
The new telephone system at The 
Laclede Company illustrates the new 
emphasis upon customer service 
which is rapidly coming to the fore 
at that concern. The importance lent 
to the new telephone service is il- 
lustrated by the fact that it was re- 
sponsible for the erection of a new 
building at a cost of $140,000, com- 
pleted a year ago. It is 180 feet long, 
60 feet deep, and has a wing for 


storage purposes which measures 


120 by 80 feet, connecting the main 
building on the west. 















September, 1937—American Gas Journal 





Compressor Station, recently constructed at Montezuma, Indiana 


MEETING THE GAS NEEDS 
OF A HIGHLY DIVERSIFIED MARKET 


‘ service territory of Columbia System is a 
populous area comprising adjacent sections of 


Ohio, Indiana, Kentucky, West Virginia, Virginia, 


Maryland, Pennsylvania and New York. To 
that large market gas is made readily available for 
the varied requirements of industry as well 


Continuing 


commercial and residential purpos« 


demand for this dependable and economical- fuel 


tends greatly to widen the scope of its usefulness 
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\t the end of 1936, operating companies of the Sys- 
tem were serving directly, through more than 30,000 
niles of gas pipe lines, 1,081,234 gas customers in 
1,367 communities with a total population exceeding 
5,000,000. During the year, gas sales amounted to 
134,371,800 mcf. Normal business expansion, growth 

population, ever widening use of time and labor 
aving gas appliances factors in recover) 


ilready apparent should increase this volume 
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Laclede Gas Light Company 
Enlists Plumbers Cooperation 


HE Laclede Gas Light Company 

through its recently reorganized 

new business department headed 
by George H. Schlatter is putting 
into effect a sales program that 
reaches even beyond the direct sell- 
ing crews of the company. 

A plan recently unfolded at a 
meeting of the licensed and regis 
tered plumbers of the city at Hotel 
Statler, presided over by Edward 
Monteith, a director of the Master 
Plumbers of America, provides for 
liberal bonuses and commissions to 
all plumbers of the city who will join 
The Laclede in a cooperative sales 
activity. The Laclede will handle all 
paper and carry the account for all 
merchandise sold on its contract. 

Not content to rest its program 
of plumber cooperation on bonuses 
and commission alone the company 
will back up the offer with sales, 
advertising and display helps. At any 
time a plumber so desires he may 
call on Laclede for help in making a 
sale and an experienced appliance 
salesman from The Laclede force 
will be sent to his assistance without 
penalty. In addition to the above, 
any plumber can purchase appliances 
from The Laclede for display pur- 
poses at a special discount and will 
be supplied with the necessary post- 
ers, banners, and material for a com- 
plete display set-up. If the plumber 
is able to sell, or is responsible for 
selling, on the company’s contract, 
four appliances within a period of 
120 days, the company will refund 
the amount of the appliance. How- 
ever, the plumber must agree to keep 
‘he appliance on display and can re- 
ceive only one on this basis during 
any fiscal year. Also for each unit 
he sells, as in the case of a water 
heater, he will receive one connection 
order for another unit sold by the 
company. This means that in addi- 
tion to his commissions on the four 
units he sells, and the additional con- 
nection orders, he will receive a unit 
free. Also display units may be pur- 
chased on low monthly payments 
without financing charge. However, 
it will not be necessary for the 
plumber to purchase equipment from 
the company, in order to take advan- 
tage of the plan. He may continue 
to buy from his jobber, manufacturer 
or distributor at established discounts 
and use The Laclede Gas Light Com- 
pany’s finance plan. Prices on equip- 
ment accepted and financed by the 


company must be standardized. 
Prospects turned in by the plumb- 
ers are reported on business reply 
cards supplied by the company. All 
appliances are listed on the reverse 
side with a place for a check mark 
to indicate the type of appliance the 
prospect may want. If the plumber 
does not want to be identified with 
the sale, the company will not use his 
name, if he so indicates on the card 
in the space set aside for this pur- 
pose. Immediately upon receipt of 
the prospect card, the company noti- 
fies the plumber on a special form, 
thanking him for the prospect. If 
the sale is completed within 90 days, 
he is notified of the sale and the date 
the installation is to be made. His 
commission will be paid ten days 
after installation date. If the pros- 
pect has been previously reported, 
this fact is reported on another 
form; and if the sale is made by 


Each plumber has been supplied 
with a kit containing a portfolio of 
some seventy pages showing retail 
prices and classification of all mer- 
chandise handled that falls within 
the scope of the plan; terms, dis- 
count scales, examples of written 
orders for all appliances, and ex- 
amples showing how to use the dis- 
count chart and how to apply terms 
to various appliances. The sales de- 
partment of The Laclede spent con- 
siderable time and effort in preparing 
these various kits in order to make 
the necessary steps in reporting a 
sale as easy as possible for the dealer 
who might not be familiar with sales 
records and practices. 

The cooperative dealer dinner was 
attended by J. B. Wilson, new presi- 
dent, and B. F. Pickard, vice-presi- 
dent and general manager of The 
Laclede. Both made short talks. The 
meeting was attended by 143 regis- 
tered and licensed plumbers out of a 
total of 302 in the city. Mr. Mon- 
teith was highly enthusiastic and 
urged all plumbers to take advantage 
of this opportunity to add sales to 
their regular business. He predicted 
that greater profits would accrue to 





another dealer in the meantime, this 
fact 1s also reported on a separate 
form. If the company is unable to 
complete the sale in the specified 
time, the plumber is so notified and 
it is suggested that he again contact 
the prospect and renew his prospect 
card for another ninety days protec- 
tion. All these forms are printed on 
different colored stock in order to 
simplify filing and to avoid confu- 


sion. 


1 


1 this flash was taken at the cooperative 
=>d and licensed plumbers and endorsed by 
| 


rcng appeal for all those present 
teith. a director of the Master 


ecrge H. Schlatter of The Laclede C 


all as a result of the meeting and the 
cooperative plan. 

Several conferences following the 
meeting between the plumbers and 
the Laclede representatives lasted 
until midnight, which Mr. Schlatter 
took as an indication that full co- 
operation would be _ forthcoming. 
This prediction was substantiated 
when the sales organization received 
twenty-five prospects before noon of 
the following day. 





September, 1937 


American Gas Journu 


Air Conditioning 


By Erick Larson 


HE term ‘Air Conditioning”’ 
Ti captivated popular fancy. 

A cordial welcome awaits the 
industry with sufficient foresight to 
satisfy the aroused curiosity. Such 
a favorable entree to prospects is a 
salesman’s dream. A salesman’s en- 
thusiasm, so essential to convert 
prospects to customers, requires no 
stimulus when presenting air condi- 
tioning equipment because of its in- 
herent variety of merits all in a 
single unit. 


Purpose 


The fundamental purpose of air 
conditioning is to provide conve- 
niently and safely an atmosphere 
which is comfortable, healthy and 
clean, through apparatus which is 
modern, reliable, fully automatic, 
quiet and economical. Persons who 
have experienced the invigorating 
effects of an air-conditioned atmos- 
phere desire its many advantages. 
Those who have not had that fortu- 
nate experience will be more than 
interested when informed that the 
purpose of air conditioning is to 
provide them with nature’s balmiest 
weather every day. 

Scientists, experimental engineers, 
manufacturers and pioneer users 
have co-operated in producing ap- 
paratus which has progressed beyond 
the development stage. Gas appara- 
tus has set the goal for heating and 
humidifying, and also incorporates 
cold weather air cleaning and circu- 
lation. Cold weather gas air condi- 
tioning apparatus may also be ar- 
ranged to de-humidify and cool in 
warm weather with moderate invest- 
ment and modification, thus becom- 
ing a year around comfort producer. 
At present, only the gas industry 
can ‘provide all of these features in 
one package. However, we must not 
overlook the fact that the labor- 
atories of competitive industries are 
working intensively on the problem 
and have apparatus in the develop- 
ment stages which may eventually 
duplicate present abilities of gas 
equipment. 


Limitations 


There are no limitations to the 
accomplishments possible with gas 
for heating, humidifying and de- 
humidifying. Apparatus’ has _ been 
perfected for cooling air with steam 
jets and vacuum or water; but in 
the smaller sized unit, electrically 
driven refrigerating compressors are 
generally used. 

The average domestic automatic 
refrigerating unit has an equivalent 
capacity of approximately 1/20 of 
a ton of ice in twenty-four hours. 
Cooling requirements for the ordi- 
nary seven-room house will vary 
from three to five tons of equiva- 
lent ice capacity. This large capacity 
explains the present lack of gas re- 
frigerating equipment for air cooling. 

For large commercial and indus- 
trial units, an electric generator, gas- 
engine driven, is and will continue 
to be a competitor of the electric 
utility, especially in natural gas ter- 
ritories, 

No single method or type of sum- 
mer air conditioning is universally 
adaptable and even in a restricted 
territory, local condition pertaining 
to water, gas and electric supply 
must be studied in detail before 
standardization of equipment or 
methods is possible. However, even 
under the most difficult operating 
conditions, the utility engineering 
staff can easily select standard equip- 
ment so that air conditioning will 
find satisfactory acceptance. 

There are no mechanical limita- 
tions to the applicability of air con- 
ditioning equipment. However, to 
maintain the popular appeal, use of 
the term should be limited to appara- 
tus which provides year-round or 
complete conditioning. 


Comfort 


A major appeal for air condition- 
ing originates in the universal desire 
for comfort. Health may be an 
equally important consideration, but 
successful sales efforts have dem- 


Erick Larson 


onstrated the value of emphasizing 
comfort. 

What makes us comfortable? Em- 
inent medical scientists have con- 
ducted extensive research to deter- 
mine the essentials of comfort. Their 
investigations are not only worthy 
of detailed study but are intensely in- 
teresting. It is sufficient to state that 
in the development of present day air 
conditioning apparatus, the scientif- 
ically established factors producing 
comfort have been _ incorporated, 
avoiding the usual slow trial and 
error method of ascertaining custom- 
ers’ desires. 

The body is a marvelous heat ma- 
chine and may be pleased rather 
simply. Recognition of the facts and 
the simplicity with which they may 
be accomplished are of vital impor- 
tance. Gas is the outstanding servant. 

The following is one of the many 
available illustrations indicating the 
reason for success of gas air condi- 
tioning apparatus: 

Dr. Howard W. Hazzard, Profes- 
sor of Applied Physiology of Yale, 
determined the following body heat 
losses: i 

Heat lost by water and food in- 
gestion 1.8%. 

Heat lost by expired air, 10.7%. 

Heat lost by evaporation from the 
skin 14.5%. 

Heat lost by radiation and conduc- 
tion from the skin 73.0%. 

This table indicates that evapora- 
tion and cooling by the atmosphere 
has far greater effect than the drink- 
ing of cooling liquids (water or 
otherwise) in the production of the 
sensation of comfort. Excessive 
drinking requires more energy for 
ingestion than is used to raise the 
liquid temperature, thus producing 
an initial cooling sensation but an 
average feeling of higher bodily 
temperatures. 

Gas apparatus has a distinct ad- 
vantage over all existing types in 
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its control of humidity, and too, hu 
midity is the most important factor 
in producing a sensation of comfort 
A few degrees of cooling below the 
outdoor temperature is all that is 
necessary even on the warmest days 
of the year providing the humidity 
is maintained between certain limits 
The original practice of 
buildings to the degree where chill 
ing occurred is being repeated in 
many small commercial establish 
ments today, merely because ou! 
competitors are selling what they 
have available. 

An interesting problem encoun 
tered in summer air conditioning is 
overcoming the prejudices against 
closed windows. Economical and 
effective operation of summer air 


cooling 
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feelings usually produces more eco- 
nomical operation than when a ther- 
mometer or hygrometer is consulted. 
\tmospheric temperature is not a 
‘riterion of comfort, 


Health 


The public is becoming more and 
mor Individuals 
who recognize the value of protec- 
tive health measurers are strongly 
attracted by air conditioning. During 
cold weather we live in buildings 
where the atmosphere is drier than 
the driest desert. Dr. Herman N. 
Bundesen, Commissioner of Health 
of Chicago, stated that “Dry hot air 
iries out the protective secretion of 


Pe | j } ‘ 


Inings of the air pas 


ore ealth-conscious. 


sages and permits the germs to do 





conditioning equipment 
merely sufficient air infiltration t 
maintain the proper oxygen content 
for occupants of the space. Circula 
tion of air alone can often produce 
a desirable sensation of comfort 
without de-humidifying or cooling 
Economy is secured by circulating 
the cooler air, whether interior or 
exterior. 

The controls on summer air condi- 
tioning apparatus have a particular 
appeal to customers. There are nm 
thermometers or hygrometers t 
fluence feelings. The settings are ad- 
justed entirely to the degree of com 
fort desired by the individual. Pecu- 
liarly, setting controls from personal 


requires 








Colds, coughs, bror 
S pne n re win- 
seases iving - Still 
i decrease s 1 — 
sistal t tnese liseases 
dy sworth Hunt mm, clima- 
ologis Yale University, adds to 
his thought in statement “Air 
moisture is just about as important 
to our health as air temperature 
We are filling our hospitals by keep- 
ing our homes too dry.” 
That tickle in the throat is fre- 
ently the evidence of an over- 
worked organ which requires condi- 
tioned air rather than the temporary 
‘lief of liquid refreshments 
Dust and foreign matter in the 


atmosphere cause such ailments as 
colds, rhinitis, hay fever, pollen 
asthma and other nasal passage ail- 
ments. All modern air conditioning 
devices have dust scrubbing appara- 
tus as standard equipment. This 
equipment, so important to health, 
is one of the least expensive ‘phases 
of air conditioning to install and 
operate. 

In the initial stage of air condi- 
tioning, cooling was considered the 
primary requisite as evidenced by 
the many establishments which ad- 
vertised ‘Fifteen to Twenty degrees 
cooler inside.” S. Proctor Rogers of 
Baltimore, in an article “Air Con- 
ditioning”’ in the August, 1931 issue 
of the AMERICAN Gas JOURNAL 
summarized a review of the medical 
profession's literature on health in- 
vestigations by stating that a drop 
in temperature of more than fifteen 
degrees causes an unhealthy shock 
to the human body. 

The consensus of opinion among 
occupants of large southern offices 
was that they experienced the most 
comfort when experimental records 
indicated proper control of humidity 
but the room air was cooled only 
three to five degrees below the out- 
side temperature, which was above 
90 deg. F. These conditions do not 
subject the body to shock on emerg- 
ing from the conditioned atmosphere. 
The most effective de-humidification 
apparatus uses gas. 

he atmospheres which are best for 
health are also best for a structure 
and its contents. Air conditioning 
prevents the mildewing of equipment 
and food by the high humidity of 
summer and also prevents the drying 
out of structure, wall paper, furni- 
ture, food, etc. by the particularly 
arid atmospheric conditions in cold 
weather. 


Convenience 


Summer or winter, move a single 
control and gas equipment provides 
the desired degree of comfort. At- 
tendance on modern air-conditioning 
equipment has been reduced to writ- 
ing a reasonable monthly check. 
Characteristic gas service can be pro- 
vided on complete air conditioning 
apparatus with practically no extra 
operating expense to the utilities. 
The nature of air conditioning al- 
lows its inclusion in the technical 
division of house heating with but 
minor changes. 


Modernization 


The recently coined phrase “air 
conditioning” signifies “modern” to 
the public. The unsolicited publicity 
rendered modern air conditioning 
by newspapers, periodicals, and Fed- 
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Gas WINTER AIR CONDITIONERS 


|@ New beauty, new features, new efficiency and greater 
economy of operation are presented by these modern 
§ air conditioners. The cabinets are the most advanced 


in style that industrial designers have yet turned out. 


In thousands of homes, Moncrief Gas Winter Air Con- 
ditioners for many years have been making gas more 
practical for fuel because of their exceptional economy 
of operation. They are fully automatic in operation. 
Simply light the gas and thereafter they function under 


Send for New 


Descriptive Literature 


all varying conditions without care or attention. 


Specially designed heating sections develop extraor- 
dinary efficiency with their extra long fire travel and 
high ratio of radiating surface with relation to gas input. 
With all their beauty of finish and advanced construc- 
tion features, Moncrief Gas Winter Air Conditioners are 
moderately priced. Made in seven sizes, from 80,000 to 
480,000 B.t.u. input. 
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eral publications is invaluable. Sun- 
day newspapers are featuring air 
conditioning in the real estate sec- 
tions and numerous articles appear 
in daily papers. Articles on the sub 
ject are appearing in increasing num- 
bers in all types of periodicals. The 
dissemination of air conditioning in- 
formation has not been confined to 
those periodicals primarily catering 
to architects, builders, home owners 
and renters. The Saturday Evening 
Post and similar magazines have 
included articles on the subject. 
Such publicity can not be purchased 
but can be capitalized. 
Safety 

Safety has been a primary factor 
in the development of air condition- 
ing apparatus. Air conditioning 
equipment equals or exceeds in 
safety any other type of appara- 
tus in general use in homes, com- 
mercial establishments or industry. 
Reliability 

Air conditioning equipment has 
passed the promotional stage and | 
as reliable in its functioning as any 
complicated piece of apparatus can 
be made through engineering skill 
and operating experience. Periodic 
inspection, similar to that rendered 
on gas house heating equipment in 
stills in a customer a sense of secur- 
ity because both service and appara 
tus are reliable. 


Fully Automatic 


Air conditioning equipment should 
be installed so that its operation is 
fully automatic. Manual adjustment 
of a single control is simplicity in 
itself, and requires no knowledge of 
the technicalities involved. The cus- 
tomer is interested in results not 
mechanisms. There is a fascination 
to such a simple control of an unseen 
mechanism. 


Quiet Operation 


Complete air conditioning is as 
quiet in operation as any house heat 
ing unit of the warm air type. Cir 
culation is produced by blowers 
which have been developed to the 
point where their operation is not 
detectable in the occupied living 
quarters. 


Market 


Gas house heating is now a mer- 
chandising proposition, but other 
phases of air conditioning continue 
to feature engineering. This attitude 
is the result of each company’s re- 
peating the experience of others 
rather than starting at the point to 
which others have advanced. The 
hesitancy of our industry to mer- 


September, 1937— 





American Gas Journal 





chandise air conditioning equipment 
actively comes more from a lack of 
individual experience than from the 
experience of the air conditioning 
industry. 

Air conditioning has been used for 
a considerable period in particular 
industrial concerns and has yielded 
operating experience. There is a 
large field in industry where sales 
resistance is low and where indus- 
trial engineers recognize the value 
of air conditioning. 

The most rapidly developing field 
is in commercial establishments. 
Competition in various trades such 
as restaurants, confectionery estab- 
lishments, furriers, small and large 
department Stores, etc., requires the 
installation of equipment to produce 
a comfortable atmosphere. The do- 
mestic field is virgin territory with 
remarkable possibilities. Reasonably 
priced equipment is being marketed 
for installation in residences. The 
largest potential market exists in 
residences and is not confined to new 
homes. The partial or complete air 
conditioning of dwellings now hav- 
ing house heating equipment is pos- 
sible. A mass market exists in the 
conditioning of the lower floors of 
residences where the necessary duct 
work will be a minimum 

The extent to which the value of 
air conditioning has been recognized 
is indicated by installations in the 


International Building and the Pa- 
lazzo d'Italia of the Rockefeller 
Centre Group in New York City. 
Three refrigerating machines, total- 
ing 300 tons equivalent daily ice 
capacity, were installed for cooling 
water which is circulated at approx- 
imately 40 deg. F. into every office. 
Tenants are authorized to connect 
a cooling unit consisting of a radia- 
tor and circulating fan at a specified 
rental basis. This form of air cooling 
has all the disadvantages connected 
with controlling temperature only 
but is indicative of the trend. 

A feature to be considered in in- 
itiating sales of complete air condi- 
tioning equipment is the ease with 
which each step may be added. Heat- 
ing is the first requirement. If the 
initial installation was of the warm 
air type, addition of humidification 
or de-humidification is a simple step. 
Cleaning and circulating equipment 
is easily added as manufacturers 
have standardized each item. Cooling 
only requires the addition of another 
package. As each feature is added, 
sales resistance materially decreases 
on the others. 

Detailed study of the potential air 
conditioning market has been made 
by such agencies as the Federal Gov- 
ernment, Heating and Ventilating 
Associations, periodicals, etc. No 
question remains that the new and 
replacement market for each phase 
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controlling the gas fired heating 


and year round Air Conditioning 


system min the office of Dr. Leo M. Shan- 
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. is g, there is a Minneapolis-Honey- 
well system to exactly meet your re- 
? quirements —a system that will assure 
users ay atest possible satisfaction 
with 1 gas heat ... Minneapolis-Honey- 
Swell Regulator Co. 408 East 28th 
St.. Minneapolis, Minn. Branch and dis- 


tributing offices in all principal cities. 
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of air conditioning equipment is one 
of the major possibilities for mer- 
chandising. The initial, and one of 
the most vital steps for gas utilities 
in securing this market, is that of 
gaining the complete confidence of 
management in the desirability and 
value of the potential load. <A par- 
ticularly desirable quality of air con- 
ditioning is a lack of territorial lim- 
itation as it is equally applicable to 
urban or suburban conditions. The 
adaptability of the apparatus creates 
a wide potential field. 

Initial sales efforts are desirably 
confined to the locations where re- 
sistance to sales will be the least. 
In the commercial field, restaurants, 
beauty parlors, department stores, 
confectioners, automatic telephone 
stations, all offer possibilities of 
quick sales. In the domestic field, no 
location offers greater attractiveness 
to the salesman than the doctor's 
office. The doctor should realize the 
health appeal and the value of com- 
fort to his patients. 

Many other similar types of po- 
tential customers might be mentioned 
in detail but air conditioning is so 
universally desired that a salesman 
should always have more than suf- 
ficient prospects. 


Gas Load 


Five to seven years ago, there was 
much discussion among engineers on 
the economy of various types of 
gas loads. Any industry supplying 
a broad fuel market in competition 
with others, can not be selective in 
acquiring load. The more numerous 
the types of utilization equipment 
connected to gas systems, the better 
the diversity factor will be. The 
present restriction of the gas indus- 
try to a few basic uses has resulted 
in its present rather low demand di- 
versity factor, More consideration 
should be given to the advantage the 
gas industry has for supplying and 
delivering its product compared with 
other purveyors of fuel. 

Complete air conditioning has the 
advantage of year around use which 
should tend to improve the annual 
load factor. Most modern gas de- 
hydration equipment for six to eight 
room residences and small commer- 
cial establishments or equivalent, is 
of the intermittent type, operating 
approximately twenty minutes out ot 
each hour of full load operation. The 
demand is 8 cu. ft. of 530 BTU gas 
per minute. The total hourly demand 
would be 160 cu. ft. and in a season 
of 500 hours, approximately 80,000 
cu. ft. of gas would be consumed. 
The summer operating time in north- 
ern territories is usually from 500 
to 600 hours while in the far south 
it may be 1000 hours. 


September, 1937—American Gas Journal 


investment 


The investment required for com- 
plete air conditioning equipment is 
moving rapidly downward, partic- 
ularly for centralized units. The ab- 
sence of price stability in all types 
indicates the comparative newness of 
the industry. Decreases may be ex- 
pected but will depend upon the 
volume of sales. The volume in turn 
will necessitate activity by the in- 
dustry desiring the particular load. 

It is impossible to give an average 
investment for commercial establish- 
ments because of the variation in 
requirements. In dwellings, however, 
complete air conditioning equipment 
sufficient for the average seven to 
eight room house may be installed 
at from $600 to $1000, with an aver- 
age of approximately $800. One large 
manufacturer of equipment has set 
a goal of $600 investment for the 
average home, which will include 
not only complete air conditioning 
equipment but also the duct work. 


Merchandising 


There is nothing radically differ- 
ent in the selling of complete air 
conditioning than in the merchan- 
dising of one of its phases, house 
heating. Methods successful in one 
can be adapted to the other. Air cen- 
ditioning merchandising fits admir- 
ably and logically into the house 
heating sales divisions and servicing 
departments. The personnal of a 
house heating department could ac- 
quire the knowledge necessary to sell 
the additional phasés much more 
rapidly than it is possible to train 
new men for strictly house heating. 


Gas Engines 


Electric generators having gas as 
their motive power have received 
much publicity in their application 
to air conditioning. Gas _ fueled 
engines can be made more econom- 
ical by combining hot water needs 
with power generation. A consider- 
able supply of hot water at temper- 
atures up to 200 deg. F. may be se- 
cured from the cooling system of the 
gas-fueled engine and refrigerator 
compressor. An advantage of the 
link between water and air condi- 
tioning would be the permanence of 





both. Anv desire to change one would 
be counteracted by the necessity to 
change the two appliances. It is 
claimed that with simple methods 
80% of the jacket water heat or 
approximately 35% of the gas BTU 
input is recoverable as hot water. As 
high as 50% of the engine input 
could be recovered as waste heat if 
the costly equipment is justified. 
With the use of gas engines, gas, 
water and lubricating oil are the 
only requirements. 


Operating Costs 


The prediction of operating costs 
is more difficult for complete air 
conditioning than for heating alone. 
An important factor is the variation 
in feelings of personal comfort. 
Warm weather dehumidification with 
gas in the northern part of the 
United States has been found in 
many instances to cost approximately 
one-sixth that of heating the same 
space in cold weather. The total 
costs during warm weather in other 
instances have varied from 15 to 30 
cents per operating hour for dwell- 
ings six to eight rooms in size. The 
higher figures usually occur on man- 
ufactured gas systems while the 
lower are apt to be found where 
natural gas is available. 

Experiences at various locations in 
the New England States indicate 
that the total operating cost of com- 
mercial installations for the summer 
period is approximately 40% of the 
annual total for all phases of air 
conditioning, including fan opera- 
tion. Residential installation statistics 
indicate that the summer cost is only 
20% of the total yearly air condi- 
tioning costs. 

The New England experience also 
indicates that the average cost for 
combination gas and electric units 
during the warm weather was 17 
cents compared with 24 cents per 
hour of operation for all electric. 

The operating costs have been pur- 
posely placed last in this article as 
it is felt that such costs are usually 
exaggerated in importance. A sales- 
man who allows his own personal 
opinions as to operating costs to in- 
fluence him against the many other 
advantages which the prospective 
customer values will make few sales. 
The statement bears repetition that 
air conditioning possesses so many 
advantages that somewhere will be 
found the one most appealing to each 
particular customer and the salesman 
should confine his efforts to seeking 
that particular advantage. Air con- 
ditioning is a field which the gas in- 
dustry should invade with confidence 
and determination and should aban- 
don the policy of watchful waiting. 

















DEPENDABLE SERVICE for 42 years to both 


the Manufactured and Natural Gas Industries 


During this time the Cleveland Meter has won a high place in the estimation of both 
Natural and Manufactured Gas Company Executives. *® Its reputation for accuracy, 


economy, and dependability has become our most highly valued asset. 


THE CLEVELAND GAS METER COMPANY 


2168-2180 East 65th Street Cleveland, Ohio 
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KOPPERS ROOFS POINT SOLUTION 
OF AIR CONDITIONING’S 
BIGGEST PROBLEM 


Gas, logical refrigerating agent for 
summer air conditioning, has in this 
new industry a tremendous potential 
load. Future growth of Conditioning 
is threatened by problems involved in 
supplying and disposing of water. 
The logical solution—recycling—is 
made easy by utilization of roofs as 
cooling beds. Roofs covered with 
Koppers Coal Tar Pitch and Tar- 
Saturated Felt are particularly well 
adapted for cooling service, as these 
materials are unaffected by long con- 
tact with water. For information, 
write Koppers Company, Tar and 
Chemical Division, Pittsburgh, Pa. 


(Above, Left) A spray cooling system for cool- 
ing recycled water from heat exchanger of air 
conditioning systems. 
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(Left) Another method. The sheet of water 


also acts as an insulating blanket, against 
both heat and actinic rays of sun. This de- 


creases the load on the cooling system, 
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Principal Koppers Products 
Serving the Gas Industry 
MECHANICAL TIME CYCLE CONTROLS 
COKE OVEN PLANTS 
WATER GAS SETS 
HEAVY OL WATER GAS PROCESSES 
SCRUBBERS ~ 
CONVEYING SYSTEMS 
FAST’S SELF-ALIGNING COUPLINGS 
FLOOR STANDS + FIRE HYDRANTS 
GAS PURIFICATION PLANTS 
MOTOR FUEL RECOVERY PLANTS 
QL FOGGERS 
BITUMINOUS-BASE PAINTS 
COAL TAR PITCH AND FELT ROOFING 
WATERPROOFING MATERIALS : 


GAS HOLDERS + TANKS 
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USED BY 
AMERICA’S 
LEADING 
ENGINE 
BUILDERS 
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Koppers 
_ Subsidiaries and Affiliates 


Serving the Gas Industry 


DIVISION 
BALTIMORE, MD. 
"ENGINEERING AND CONSTRUCTION 
DIVISION PITTSBURGH, PA. 


PITTSBURGH, PA. 


PITTSBURGH, PA. 
FORT WAYNE, IND. 
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Pictured is an installation of Ingersoll-Rand X VG 
Gas Engine Driven Compressors ina gasoline plant. 
American Hammered Step Seal Rings, and Scraper 
Drain Oil rings are used. The former combines the 
strength of the single-piece ring with the sealing 
qualities of the multiple-piece ring. The latter rides 
over the oil on the cylinder wall on the up-stroke, 
scrapes oil into the groove on the down-stroke, 
protects walls from wear. 

Many types of industries the world over, use 
Ingersoll-Rand compressors for any difficult job. 
This company has used American Hammered 
Piston Rings as standard equipment for many years. 


KOPPERS COMPANY 
AMERICAN HAMMERED PISTON RING DIVISION 
BALTIMORE, MARYLAND 
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Will REDUCE Your 
PURIFICATION COSTS 
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not only makes high sulphur absorptions possible but 





also removes traces of H.S most efficiently and over the great- 
est period of time, even at freezing temperatures. 


It is the recognized agent for 


VAPOR PHASE GUM 


control. Furthermore its great 
affinity for cyanogen protects 
your distribution system against 

this corrosive compound. 
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The Alpha-Lux Co., Inc. 


192 Front Street New York City 
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Organization Development and 
irection of a Domestic Sales Force 


be assumed that there is seldom 
a situation in which a sales man 


] N discussing this subject it must 


ager is compelled to) start) from 
scratch. There is always some ac 
tivity along merchandising lines, part 
of which is usually good and part 
indifferent, depending to a consider 
able extent upon the policy of the 
company. However, in a_ situation 
where a large city changes from 
manufactured to natural gas, some 
thing must be done that will produce 
the maximum amount of dependable 
revenue in the shortest space of time 

When it is considered that one 
cubic foot of the new gas will do the 
same work as two feet of the old gas, 
and there is at the same time a de 
crease in rates per therm, one sees 
that the situation must be met with 
much courage, Also a good know] 
edge of the fundamentals involved 
must be had by the one upon whom 
the responsibility falls. 

It is a long step between. selling 
gas for frving eggs and_ heating 
shaving water only, so to speak, to 
a point where fifty per cent of the 
customers’ homes are equipped with 
automatic water heaters, and othe 
domestic fuels have ceased to be a 
serious competition. This has been 
accomplished by a number of com 
panies and the purpose of this article 
Is not to give any One person s views 
or to enumerate any specific com 
pany’s ideas, but to try and merge 
the plans of those who have been 
especially successful. 

Dealer co-operation is a splendid 
idea which should be encouraged as 
far as possible without subsidation. 
However, it alone will not put the 
maximum available load on the line. 

Again the insertion of an adver- 
tisement for a given number of sales 
men will not eliminate future head 
aches, In fact, the first job is quite 
commonly that of selling one’s own 
company on the idea that there must 
be a thorough understanding and 
complete co-operation throughout the 
entire organization. 

A good sales organization would 


By 
Carl B. Wyckoff 


Public Service Company of Colorad 
Denver, Colo 


be greatly handicapped with an in 
adequate installation and service de 
partment, Also, too apprehensive or 
conservative a credit department 
would strangle the business. 


Credits 


(,00d. satisfactory, large revenue 
producing jobs run into real money 
and the customer must not be bur 
dened beyond his ability to pay con 
veniently. It would be hard to sell 4 
man a new suit of clothes if he had 
to wait until the pants were paid for 
hbetore he could have the coat and 
Vest 

LOO% cash in advance would be a 
wonderful thing for the collection 
department, the same as no payment 
down and pay as vou please would 
certainly be a boon for the sales 
division. Naturally, neither of these 
conditions is desired, but there cer 
tainly is some logical intermediate 
point that will bring about the most 
desirable results for all concerned. 

I:xperience has proven that terms 
as long as four years are most pro- 
ductive of a maximum amount of 
sound load building. For instance, 
with liberal terms as advocated, a 
good sales organization will com 
monly sell a gas designed househeat- 
ing job, thermostatically controlled, 
together with the necessary improve- 
ments to the existing circulating sys- 
tem and also ceiling insulation, 
whereas with terms too close the cus- 
tomer’s circumstances might limit 
him to a make-shift conversion job. 
The former will produce not only a 
well satished and permanent custom 
er, but a booster as well, since the 
operating costs will commonly not 
exceed the previous fuel expense. 
With the latter the increase in heat- 
ing costs may easily rise sufficiently 
to result in the loss of the customer. 
About 40% is the maximum prem- 
ium that any considerable number of 
customers will pay for the conveni- 
ence and comfort of gas heat in the 
home. 


A customer’s credit should be 
based upon his reasonable expectancy 


as to general ability to pay. A tre 
mendous number of people are hon- 
est and live up to their obligations, 
therefore the individual’s — record 
with one’s Own company is practical 
ly sufficient, unless it is very appar 
ent that he will become a lability. 

The nature of the business assures 
the collection of the commodity 
charge in practically every case, and 
the merchandise can usually be re- 
possessed in case of non-payment 
Such situations represent such a very 
small portion of the business that 
they can be cared for by a small bad 
debt reserve. 

experience has shown that three 
per cent of the net sales set aside for 
this purpose will amply protect the 
credit department for their liberal 
co-operation. 


Collections 

Competitive fuels are very com 
monly sold on the basis of a mini 
mum number of deliveries, while the 
payments are met at the customer’s 
convenience. Theoretically this can- 
not be done with gas and, therefore, 
the few severe months of the heat- 
ing season often cause a temporary 
hardship upon one whose ultimate 
ability to pay is satisfactory. How 
ever, an understanding and co-oper- 
ating collection department will be 
able to handle the small percentage 
of these instances as they occur. 


Rates 


As 1000 cubic feet of natural gas 
per month will be sufficient for the 
average family’s cooking require 
ments, and 2000 will provide for the 
automatic water heater, the rate 
structure should yield as high a re- 
turn as possible for this average con 


sumption. Beyond this amount the 


rate should drop as abruptly as pos- 
sible to invite not only a good house 
heating load, but auxiliary heating 
as well. Many of the latter jobs will 
grow into the former through not 
only the appreciation of gas heat, but 
the dispelling of the fear of operat 


ig costs, 
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While the above points are not 
under the jurisdiction of the sales 
manager, still they are vital to his 
and the company’s success, so It Is 
reiterated that the first, and one of 
the biggest jobs, is to see that the 
organization as a whole, and particu 
larly the board of directors, is sales 
minded. When this has been accom 
plished, the first lap of the race has 
been won. The future will then de 
pend upon one’s ability to select men, 
train them and direct their efforts. 
This, together with an indomitable 
aggressive application of sound fun 
damental policies, will produce the 
desired results. 

A sales manager is very much like 
the high pressure cylinder of a com 
pound steam engine. He not only 
has to have enough steam for him 
self, but he must have plenty of ex 
cess to pass on to his men. 


Personnel 


The number of salesmen required 
will generally approximate one fot 
each 1500 individual homes. Thus in 
a city of 300,000 population with an 
average of tive people per home, the 
wrganization should normally consist 
of forty territortal sales representa 
lives. 

These men will produce better re 
sults if divided into two groups, one 
ot which handles purely domestic ap- 
pliances such as ranges, water heat- 
ers and fire place heaters, while the 
other group confine their 
entirely to househeating. 

Thus, a city of such size is di 
vided into twenty districts, to each 
of which a team of two men is as- 
signed. With a set-up like that it is 
possible for each man to canvass his 
territory thoroughly and contact each 
home twice a year. Any less cover 
age is insufficient, while any more 
would be unprofitable. 

At first glance this team idea seems 
a duplication of man power as one’s 
first thought is naturally that one 
man can easily represent the whole 
line. However, experience has prov 
en to the contrary. Salesmen are 
human like every one else, and can 
not be blamed for leaning towards 
the lines of least resistance. It is 
quite true that a househeating sale 
will produce a higher remuneration, 
but at the same time it requires more 
effort than that of an ordinary piece 
of equipment. 

These teams must co-operate and 
work tawards each other’s interests 
to secure the best results, and one 
should keep a weather eye constantly 
on this angle. Occasionally transfers 
will be necessary where there is an 
apparent lack of true partnership 
spirit. 


activities 
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Kegardless of how good or ener 
getic a salesman may be, it certainly 
is an exceptional man who will not 
require direction, 
and general supervision. With a large 
group of men it 1s impossible for the 
sales manager to so divide himself as 


some assistance 


to give each man proper considera 
tion and assistance, In fact, ten 1s 
the maximum number of men that 
one man can handle properly, so the 
department should be divided into 
like groups, over each of which a 
supervisor is appointed. With such a 
set-up each salesman will be respon- 
sible to his supervisor, and he in turn 
With the ad 
dition of the proper stenographic and 
clerical help, together with a 


to the sales manager 


sales 
minded heating engineer and his as 
one then has 
ized personnel. 


sistants, a well organ 


Choosing Salesmen 


Herein lies a problem that no one 
science, No 
set of rules are at all times applica 
infallible. Only a thorough 
knowledge of human nature, together 
with a broad experience will enable 
a sales manager to surround himselt 
with a satisfactory group of actual 
producers, There however, a 
number of salient features to be con 
sidered in connection with the em 
ployment of a prospective salesman. 

First of all, the Public Utility 
Company is a permanent, substan 
l whose reputation 
and integrity must not be jeopard 


can reduce to an exact 


ble Or 


are, 


tia organization 


ized. Further, it is quite important 
that the turn-over in man power be 
held at a minimum. Therefore, each 


individual 
through the 
speak, 


applicant 
eye of a 


must pass 
needle, so to 
\ thorough analysis would 
include consideration of the follow 


ing qualifications, Viz 
1—Personal Appearances 
2 Pers nal \ppeal 
3—Physical Condition 
1—-Past History, Record and 


Education 
Responsibilities 
\daptability 
7—Tractability 
&8—Personal Habits 


Quite naturally an applicant’s per 
sonal appearance will be the first 
qualification that. will register in the 
employer’s mind. However, this point 
may be taken with many large grains 
of salt. For instance, we have the 
type that appears like a United 
States Senator, in fact, sometimes he 
looks so good that it makes one won- 
der. Too many times he is all front. 
Human nature is so constituted that 
most individuals like to excel in 
some one thing. Nature may have 
done this for this type and he may 
expect to go through life on his per- 
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sonal appearance with the result that 
he develops into a high-spotter and 
often times only a gust of wind. The 
other extreme is the unfortunate type 
that could not be considered. How- 
ever, we do have the intermediate 
tvpe whose personal appearance re 
fleets a sound substantial personality. 


Personal Appeal 

Very frequently this point is one’s 
next consideration. The applicant 
may sell himself to you through a 
good approach and presentation of 
his story. If he can do this with you 
he can quite passably do it with his 
prospects for, after all, if he cannot 
sell his services it will be hard for 
him to sell anything else. 


Physical Condition 

This qualification requires no par 
ticular discussion. One can readily 
see, as a rule, whether or not the ap 
plicant is constituted for the work, 
and if there is a condition which is 
not recognizable, it will show up in 
the medical examination. 


Past History, Record 
and Education 

Herein frequently lies the test 
Kirst the applicant must certainly 
bear an acceptable reputation as an 
honest, law-abiding citizen. He 
should have proven himself capable 
of consistent hard work, whether it 
be selling or digging ditches. In fact, 
he should be able to show conclu 
sively that he has made his living for 
at least three years as a salesman ex 
clusively. He should be a man who 
has definitely chosen selling as a pro 
fession and who is not just trying 
it out. 

The applicant’s education is not a 
serious matter, Of course he cannot 
be crude, but as long as he is capable 
of carrying and expressing himself 
so as not to reflect unfavorably, he 
is not necessarily handicapped. Gen 
erally a man who has completed his 
eight grades and possibly a year or 
two of high school will answer very 
well. Should he consider this point 
himself, he will undoubtedly feel that 
he has this lack to overcome and will 
exert himself continually along this 
line. 

The highly educated person, while 
possibly successful in certain lines of 
selling, is usually not adaptable for 
house to house work. Should he be 
so inclined, he would of course be an 
asset, but too often he is a square 
peg in a round hole. If he has had 
to work his way through school and 
make great sacrifices he is fortunate, 
as he then comes nearer knowing 
“what it is all about”. 
generally have some 


These men 
objective in 
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Republic Offers 
A MAGNIFIED MARKET FOR GAS HOME HEATING 
THROUGH THE 


NEW REPUBLIC HEET-RE-TREEVER 


@ The REPUBLIC HEET-RE-TREEVER cooperates 
with the Republic Gas Burner to attain... 


THREE IMPORTANT OBJECTIVES 
IN GAS HOME HEATING 


1. INCREASED COMFORT—Warm Floors and Basements. 


With the REPUBLIC HEET-RE-TREEVER the basement is no 
longer chilly and uncomfortable. The floor zone in the living 
quarters is warmed so that large temperature differentials be- 
tween floor and ceiling are eliminated. 


2. A REDUCTION IN OPERATING COST—Averaging 15% 


The major portion of the heat now wasted up the chimney is 
retrieved by the REPUBLIC HEET-RE-TREEVER. There is a 
further substantial saving through the elimination of excess 
ventilation 


3. ELIMINATION OF LIABILITY—No chimney required. 


The customer's chimney is not used with the REPUBLIC HEET- 
RE-TREEVER except for emergency operation. There can 
therefore be no liability for damage to chimney, walls, or fur- 
nishings 


The REPUBLIC HEET-RE-TREEVER is a new system of induced draft 
that utilizes to a high degree that portion of the heat input formerly 
wasted up the chimney. 


The REPUBLIC HEET-RE-TREEVER after years of testing is now 
offered to the gas industry as an appliance that will protect existing 


gas load from competition and greatly expand the market for new 
heating load. 


Write today for full information. 


**You Can Do It Better With A Republic’’ 


AUTOGAS CORPORATION 


22-58 Diversey Parkway Chicago, Ill. 


General Sales Agent: REPUBLIC HEATERS SALES CO. CHICAGO, ILL. 
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mind and more or less definite plans 
for some specific line of activity 
Their hearts will not change. They 
will not be happy in our line of work, 
and will not make permanent sales 
men. 

Too frequently the others have 
been coddled all their lives. Parents, 
especially those who have had a hard 
struggle, are very apprehensive as to 
the future welfare of their children 
Very commonly one hears the ex 
pression “| do not want my boy t 
have to work like | did’, or again, 
the child is warned throughout life 
to get a good education so he won't 
have to work, All this is again em 
phasized to him when he has been 
handed his diploma. Such a man 
cannot be criticized for feeling that 
he has something due him for his 
efforts. This is quite true, but the 
fact remains that he does not usually 
survive the battle of the screen door 
He would be much better equipped 
for our work with some vears of ex 
perience rubbing elbows with people, 
thus gaining much knowledge of 
human nature. 


Responsibility 


For the same reason that a rich 
man’s son is handicapped, so is a 
salesman who has little responsibility. 
Sales work is intangible. It requires 
constant personal solicitation and is 
far different from routine work that 
falls on one’s desk. The constant day 
in and day out ringing of door bells, 
following up prospects, getting 
credits turned down, facing a budget 
and other innumerable discouraging 
factors, are not much of an inspira- 
tion to a man who has no children, 
who carries no life insurance, is not 
buying a home, whose wife has a 
good job, or who has a fair income 
from other sources. 

Figurat\vely speaking, there is no 
particular harm done if the applicant 
has a few wrinkles in his stomach. 
There is nothing like necessity, as 
well as interest, to spur one into ac 
tion. Of course, in reality the de 
sirable man is not the one who is out 
of a job, unless he has very good 
reasons, nor the person who is con- 
stantly changing positions, but the 
one who is regularly employed but 
desires a change and to whom your 
company and line of work appeal. 


Adaptability 


Many a salesman who has been a 
pronounced success in selling to the 
retail trade or has done equally as 
well as a floor man would not be 
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happy in house to house work. Other 
tvpes have been trained along tech- 
nical or performance lines, their ex- 
perience having been entirely differ- 
ent from one who is selling an idea 


Tractability 


This qualification might just as 
well be skipped to a great extent. 
\fter all it is far better to give a 
salesman as free a rein as possible, 
for if he is up on his toes he will 
work out his problems with only a 
general direction from headquarters. 
Should he be of the polly parrot type, 


he is not wanted anvway. 


Personal Habits 


Time and history have proven that 
a salesman’s personal habits are his 
own personal business. They should 
not effect us as long as he keeps his 
nose reasonably clean and does not 
reflect unfavorably upon the com 
pany. Many a top salesman likes his 
liquor and many another top sales- 
man would not touch a drop. Some 
mighty good ones of the former class 


take time off now and then to catch 
up. Therefore, the pom to be con 
sidered 1s whether or not he mixes 


it with business. 


Age 


\n age cross secuion of a good 
sales organization will show all the 
way from the “pup” who has excel 
lent promise and whom you hope to 
train, to the old war horses who are 
leading the production and carrying 
considerable of the load for the de- 
partment. There is no such thing as 
a definite age. They cannot all be 
young and neither can they all be 
old. The old war horses will not be 
with you always, so there must be 
others coming on to take their places. 

In recruiting new material, no one 
can expect to be unerring in his 
choice, but he can give the preceding 
thoughts due consideration, giving 
and taking here and there. This hay 
ing been done he can at least console 
himself by knowing that he has done 
the best he could to organize a good 
dependable sales department. 


1 further article by Mr. Wyckoff 
on a related subject will appear in 
the October issue of the Journal- 


kd. 
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“TWO SEALS are 





MIME 








in copper pipe connections 





better than ONE 


Only Hays Double Seals give the double 
protection of 2 planes of contact be- 
tween copper pipe and fitting (45° to 
90°). This gas tight seal is strong 
enough to withstand any service stress. 
Your mechanics will like the easy and 
rapid action of Double Seal connections 
—with no thread to litharge. They are 
positive connections, copper to copper 
with no sealing agent required. Smooth 
copper pipe bends can eliminate sharp 
iron pipe fitting turns and streamline the 
flow of gas or water reducing friction. 
Use Double Seals and copper pipe on 
appliances and on underground service 
connections for a long life of trouble- 
free service. 
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When Gas 


T is well established law that a 
| gas company is a public service 

corporation, and that it is bound 
to furnish gas to all consumers who 
will comply with its  reasonabl 
rules and regulations, On the othe 
not bound to 
comply with unreasonable rules and 
regulations, 


hand, consumers are 


Therefore, an important question 
of the law is: What is 
rule or regulation? Broadly speak 
ing, it is one that the gas company 


a reasonable 


may enforce to safeguard its invest 
ment generally, but not specifically 
with respect to one or only a 
consumers, 


few 


For illustration, the higher courts 
have consistently held that the right 
of a gas company to require a rea 
sonable deposit, as security for the 
payment of service to be rendered is 
generally recognized as_ reasonable. 
Moreover, gas companies may en 
force regulations exacting payment 
in advance in reasonable amounts or 
requiring the deposit of security. 
The reason for the legality of such 
a rule is that a public utility company 
is bound to furnish gas to those who 
apply, and it is but just that it be 
not compelled to supply unknown 
and irresponsible persons with gas 
without assurance in some form that 
it will receive prompt payment. 

Notwithstanding this established 
law, a gas company may not refuse 
to supply gas to consumers upon pay 
ment of deposits in advance, as re 
quired by the rules and regulations 
of the company, merely because he 
declines and refuses to pay a dis 
puted bill or to pay past due gas bills 
for some other and independent use, 
or at some other place or residence, 
or for a separate or distinct trans 
action from that for which he is 
claiming and demanding a gas sup 
ply. (Crumley v. Watauga Com 
pany, 99 Tenn. 420; Wood v. Au 
burn, 87 Me. 287; American 
pany v. State, 46 Neb. 194.) 

In other words, the higher courts 
have taken the view that a gas com 
pany cannot be authorized, or as 
sume authority, which will allow it to 
become both judge and jury in the 
determination of a disputed claim 
due it from a consumer. 
would be dangerous and investing it 
with a power that invites extortion. 

Therefore, the legal rule is estab- 
lished that gas companies must sup- 


Com 


To do SO 


ply gas to consumers so long as they 
will promptly pay current install 


ural 


Company 


Rules an 


By 
Leo T. Parker 


Attorney at Law 
Cincinnati, Ohio 


ments, and otherwise conform to the 


reasonable rules governing the sup 


ply ot fas. This is so because gas 
companies receive public franchises 
for the purpose of 


tor 


I serving the people 
compensation, but 
they have no right to use the privi- 
leges granted for the purposes ot oOp- 
pression, discrimination, or harass- 
ing or annoying the consumers. 
(Hatch vy. Consumers’ Company, 17 
Idaho, 204. ) 

For illustration, in the late case of 
Klwell v. Atlanta Gas Light Com- 
pany, 181 S. I. 599, it was shown 
that a consumer became indebted to 
a gas company for gas furnished in 
the sum of $25.75, and subsequently 
he moved, After he moved, at which 
time he was still indebted to the com- 
pany for the gas furnished, he en- 
tered with the gas company into the 
usual contract whereby he paid $5 
meter deposit for gas to be furnished 
him at his present residence. The 
gas company continued to furnish 
gas to the consumer at his new resi- 
dence for about one month, during 
which period the consumer still owed 
the bill of $25.75. In the meantime 
the consumer became bankrupt and, 
among other debts, he listed his debt 
to the gas company. 

The gas company notified the con- 
sumer that unless he paid a $25 
meter deposit the gas supply would 
I The consumer refused to 


reas mable 


be cut off. 
pay this deposit and the company cut 
off the gas supply. 

The consumer filed suit against the 
gas company for damages and _ al- 
leged that actuated by malice on ac- 
count of the proceeding in bank- 
ruptey, the company cut off his sup 
ply of gas, and failed and refused to 
furnish more gas until a new meter 
deposit of $25 was made, which was 
a mere subterfuge to coerce him into 
paying a past-due obligation which 
he had lawfully and rightfully listed 
in his schedule of liabilities contained 
in his petition in bankruptcy. 

It is important to know that al- 
though the lower court held the gas 
company not liable, the higher court 


ay Enforce 


Regulations 


reversed this verdict stating impor 
tant law, as follows: 

“We are of the opinion that if this 
increase in deposit of $25 ‘was bona 
fide requested in accordance with a 
reasonable rule and regulation to ex- 
act payment in advance, or as secur- 
ity in advance in a reasonable amount 
for the future consumption of gas, 
under the present contract, the de 
fendant (gas company ) would not be 
violating its duty, and the exercise 
of this authorized right, whether 
done maliciously or not, would not 
make the defendant (gas company ) 
liable. On the other hand, if the ad- 
ditional deposit of $25 was required, 
not in accordance with a reasonable 
rule and regulation, but arbitrarily 
in order to coerce the defendant 
(consumer) into paying the old bill, 
arising under a separate contract at 
a former residence, that is, if the 
defendant (gas company) when he 
received the $25 additional advance 
deposit, Was intending to credit it on 
the old account against the wishes of 
the plaintiff, the defendant (gas 
company ) would be violating its duty 
to the plaintiff.” 


Must Prove Damages 


While it is well settled law that 
a gas company may be held liable 


in damages for wrongfully cutting 
off a gas supply, yet the testimony 
must prove positively that the dam- 
age complained of actually resulted 
from cutting off the supply, other- 
wise the company is not lable. 

For example, in Fort Smith Gas 
Company v. Blankenship, 102 S. W. 
(2d) 75, reported May, 1937, it was 
disclosed that a consumer was in de- 
fault in the payment of his gas bills. 
The January bill was for $6.40, and 
this included 42 cents unpaid on the 
December bill. This was not paid 
when due on January 10th. The bill 
on February 10th was $7.07, Notice 
of the delinquency was sent to the 
consumer on February 5, with the 
notification that unless the consumer 
paid the bill his gas supply would be 
cut off, in with a rule 
adopted by the company. 

On February 17 there was still due 
$1.84 which was paid by the con- 
sumer at the gas company’s office at 
9:15 A. M. on this day. At 10:25 
A. M. the gas company cut off the 
gas supply. The discon- 


accordance 


gas Was 
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nected when a child was sick and the 
house began to get cold. The mother 
then wrapped up the baby and took it 
to another home. A day or two later 
the child grew worse, afflicted with a 
disease common to children and 
known as bronchitis. Suit was filed 
against the gas company for dan 


ages. 
It is important that in view of 
these facts the lower court held the 


gas company lable. However, the 
higher court reversed the verdict be 
cause it was not proved positively 
that cutting off the gas resulted in 
the child becoming sick. This court 
said: 

“We have set out in detail this 
testimony, and without extended 
comment suggest that the jury could 
not determine that the discontinuance 
of the gas service caused this illness 
or aggravated 


Public Service Commission 
Rules Superior 

Under all circumstances a publi 
service company may make and 
promulgate reasonable rules, mot in 
conflict with those of the Publi 
Service Commission. Another in 
portant point of the law is that state 
laws, and public service commission 
rules, regulating cutting off gas sup 
ply are ap yplic ible both to chi irges for 
services rendered and deposi ts b 
consumers to guarantee payment for 
gas. 
Peddicord \ 


168 So 166 


For illustration, in 
Tri-City Gas Company, 
it was shown that rules promulgated 
by the Public Service Commission 
provide that any utility may require 
at any time from any customer, or 
prospective customer, a cash deposit 
intended to guarantee payment of 
current bills. Another rule of the 
Public Service Commission provides 
that no utility shall discontinue its 
service to any regular customer for 
failure to make payment for such 
service until the utility shall have 
first given notice to the customer of 
his delinquency and of its intention 
to disconnect service on account of 
such delinquency. If such delinquent 
account is not paid within five days 
after such notice is given, the utility 
may then disconnect service without 
further notice. 

A person desiring to Open up a 
restaurant under the name of Del 
Monte Barbecue & Lunch 
made a preliminary request for serv 
ice in writing, saving: “*** T agree 
to pav $10 with standard application 
and $5 a week until a total of $25 
has been paid which is to be used by 
the company as a deposit to guar 
antee payment of bills rendered for 
such service.” 


Room 
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Che standard application pursuant 
to rules of the Public Service Com- 
mission was also filed and accepted, 


the $10 cash paid, and the service 
duly installed on August 18, 1934. 
However, the restaurant owner 


led to make the agreed weekly 
payments Although none of the 
weekly payments were made no state- 
ment of hy sendenar was made 
by the company therefor until Sep 
19th, on which date the com 
sent the cutoff man to demand 
payment of the $15 bal- 
ince due on the deposit, and to cut 
off service if not paid. Demand was 
made, payment was not made, and 


same Ol 
Vv I 

embet 
pany 


immedia te 


without further notice or delay the 
service was cut off within some 
thirty minutes, 


lhe restaurant owner sued the gas 
company for dam counsel 
for the company argued that the 
rules adopted by the Public Service 
Commission were applicable only to 
money due by consumers for gas sup 
plied and not for deposits , and 
upon rules and regulations 
idopted by the company. 

\lthough the lower court held the 
not liable, the higher court 
reversed this verdict and in holding 
Public Service Com 
ission applicable to both service 
harges and deposits, this court said: 


ages. The 


based 


company 


the rules of the 


“Our conelusion is that the rule 


s not limited to bills for services 
rendered. . \ sudden discontinu- 
ance of service may work hardship 
ind even perils to the customer and 


his family The deposit, payable 
a bill 
There is no 
to pay in 


1 ] ao 
pending 


service, 1s In essence 
Or charge for service. 


igher obligation deposit 


to guarantee payment for service, 
han to pav for the service already 
received. Both are for service. de- 


make 
The rea- 
five days’ notice is as appli- 
cable in the one the other.” 


ands which the utility mav 
inuance of service 


case as 1n 


Validity of Municipal Ordinances 


Frequently, deposits required by 
gas companies are insufhcient to cov- 
secure the amount of gas bills. 
Sometimes the consumer moves from 

rented house, and the only recourse 
nst the landlord, or the owner 
the property to which the gas was 


supplied 


cr OF 


IS agal 


Therefore, it is important to know 
that city ordinances may be valid by 
which property owners are liable for 
payment for gas supplied to persons 
on the premises. However, city or- 
dinances of this nature must be 
authorized by a state law, otherwise 


the ordinances are void 


Various courts have held that the 
primary legal purpose of a gas com- 
pany is not to furnish gas on a pure- 
ly commercial basis, but for the bene- 
fit of consumers. Therefore, all 
companies impliedly assume liability 
for negligent failure to furnish gas; 
and the negligence of wilful miscon- 
duct on the part of the gas company 
officials. Obviously, as above indi- 
cated, a gas company may by follow- 
ing state laws and Public Service 
Commission's rules prescribe reason- 
able rules and regulations. And 
while ordinarily a city ordinance is 
void which is not authorized by a 
state law, it is well settled that a 
city council may without statute 
authority enact reasonable and neces- 
sary regulations to safeguard the 
health and general welfare of the 
citizens, providing the ordinance 
does not conflict with state laws. 
Also, a city ordinance is void which 
is not authorized by a state law and 
does not safeguard the health and 
general welfare of the citizens. 


Kor this reason the courts are 
unanimous that either a city ordin 
ance or gas company rule is void 


which requires a property owner to 
pay a delinquent bill for gas fur 
nished the tenant of the premises, 
unless a lien is given on the premises 
by a valid state law. 

\ review of leading cases discloses 
that higher courts have held that a 
regulation of a gas company not 
authorized by a state statute which 
required property owners to pay for 
g unenforceable. (153 N. Y. 
435.) Without state mabe authority 
a property owner cannot be held lia 
ble for the bill his tenant. (105 
Iowa 535.) Property cannot be sub 
jected to a lien for unpaid gas bills 
unless a state authorizes the lien. 


(171 Mass. 329.) 


It is important to know that a re 
view of higher court cases discloses 
that state laws are valid by which 
gas companies are given liens on pri- 
vate property to secure payment of 
gas bills. Moreover, such bills need 
not be incurred by tenants of the 
property owner . (163 N. E. 82.) 


In view of the decisions sellin 
by the late higher courts, it 1s appar 
ent that gas companies may enforce 
rules and regulations that do not con- 
tradict any state law or city ordin- 
ance; that are authorized specifically 
by a state law, or a city ordinance 
that is valid and enforceable ; that are 
broadly, although not specifically 
authorized by a state law; and that 
are not unreasonable, Therefore, gas 
executives should instruct 
rarding the law on 


CAS Is 


company 
their emploves reg 
this subject. 
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Last year the gas industry united in an effort to give the public a better understanding 


of its product and services. A comprehensive national advertising campaign was designed 


to describe and sell the advantages and exclusive features of GAS for domestic, com- 
mercial, and industrial purposes. 








The effectiveness of the advertising has already been felt by the more than 700 partici- 
pating gas companies. 400,000 ‘Controlled Cooking” booklets have been distributed... 
Over 1,500,000 customers of gas companies participating in the Mystery Chef Radio Pro- 
gram have called in person at the offices of these companies for their copy of the booklet, 
“Be an Artist at the Gas Range”... Gas appliance sales have shown a substantial increase. 
The momentum of this initial drive is now swinging us into the second year of the pro- 
gram. In the new campaign. the addition of several magazines has greatly increased the 
national circulation, and during 1937-38 over 100,000,000 advertisements will feature gas 
for cooking and for refrigeration, water heating and house heating. The campaign slo- 
gan will be “Gas Is Your Quick, Clean, Economical Servant.” 

The Consolidated Edison Company of New York is enthusiastic about this cooperative 
movement in the gas industry. We are proud to participate. 


CONSOLIDATED EDISON COMPANY OF NEW YORK, INC. 
AND AFFILIATED COMPANIES 


ELECTRIC, GAS, AND STEAM SERVICE FOR BUSINESS AND THE HOME 
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September, 1937 


The Annual A. G. A. 


Convention 


Sept. 27th to Oct Ist 


ILI. advance indications point 
attendance and a 

splendid program at the Cleve 
land Convention. The hotels report 
a gratifying number of reservations 
with more coming in every day. The 
subjects scheduled for discussion are 
of vital importance to the gas indus 
try and the calibre of the speakers 
insures a thorough and _ interesting 
handling of them. Finally the op 
portunity to visit the A. G, A. Test 
ing Laboratory is something no gas 
man will wish to miss. 


a large 


The Laboratory will be open to 
delegates during the entire Con- 
vention, and transportation to it will 
be provided from Convention Head 
quarters. 

Wednesday has been designated as 
executives’ day at the Laboratory 
and admission to the morning pro 
gram will be by invitation. Two one- 
hour will be held in the 
Laboratory building, starting at 
10:00 A.M. and ending at 12:00. 
The principal speakers at these ses- 
sions will be R. W. Gallagher, vice- 
president, Standard Oil Company of 
New Jersey, and B. J. Mullaney, 
vice-president, The Peoples 
Light and Coke Co., Chicago, both 
past presidents of the American Gas 
Association. 


sessions 


(;as 


In order to give adequate time for 
visits to the Laboratory, the General 
Session oi the Convention on Wed 
nesday will be held in the evening 
and will combine business and en 
tertainment. President Russell will 
deliver his address at that time. Be- 


cause of his unusual grasp of the 





problems of the gas industry and his 
in helping to solve them, his 
ill | inter- 


% 41 4 4 
remarks vill be otf the utmost 
presenta 


est and importance. The 
tion of awards and medals and a con 
Male j 


Rochester Gas and Electric Corpora 


Chorus of the 


’ | +] 
cert \ ne 


tion will be other features ot the 


session 


\t the 


first morning session Wal- 


ter C. Beckjord, Vice President and 
General Manager of Columbia Gas 
and Electric Corporation, will dis 
cuss “What the Gas Industry Must 
Do Next.” For many years Mr. 


Beckjord has been making a study 
of trends in the gas industry and he 
is equipped to handle the subject he 
has chosen with authority. 

Other General Sessions speakers 
from the ranks of the gas industry 
are expected to be N. C. 
nominee for 
for the 


\McGowen, 
President of A. G. A. 
coming Conrad N. 
Lauer, President of The Philadelphia 
Works Company, Hall M. 
Henry of New York, Hugh Cuthrell 
of Brooklyn and Henry ©. Loebell 
of Natural Gas Pipe Line Co. of 
America. 

In addition 
industry 


vear, 


(yas 


to those from the gas 
there will be various guest 
speakers, among them Charles C. 
Parlin of The Curtis Publishing 
a pioneer in market re- 
rch, L. S. Reagan, Vice President 
of The Webster Engineering Com- 


Company, 





pany and an authority on steam gen- 
J. Baum, 


eration by gas, and Dwight 
a prominent architect 

The Convention program (subject 
to cor? 


ections and changes) is here- 


a nap eS 
with appended, 





The A.G.A. Testing Laboratories 
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HERMAN RUSSELL 
Pres. American Gas Association 


NATURAL GAS DEPARTMENT 

10:30 AMM 

Opening Remarks and Chairman's Ad 
dress, GEorGE E. WELKER, United Nat 
ural Gas Company, Oil City, Pa 

\ddress of President, HERMAN 
Rochester Gas and Electric 
tion, Rochester, N. Y. 

\ddress of Managing |irector, ALEXAN 
DER FoRWARD, American Gas Association, 
New York City, N. Y. 

Meeting Competition, F. M. Banks, 
Southern California Gas Company, Los 
Angeles, Calif. 

Necessary Standby Fuel and Equipment 
for Industrial Natural Gas Customers 

(Speaker to be announced. ) 


Monpay, Sept. 27, 


RUSSELL, 


C or pora 


Monpbay, Sept, 27, 2:00 P.M 
New York’s World Fair, Wuwianm. T. 
RASCH, American Gas Products Cor 


poration, New York City, N. Y 

2000 Years of Progressive Evolution of 
the Worker, .* A. Nicuol son, The 
Texas Corporation, New York City, N 
y 

Legislation and Taxation, Wittiam A 
DOUGHERTY, Gas Companies, 
porated, New York City, N. Y 

Report of Nominating Committe: 

Election of Officers 


Ince I 


ACCOUNTING SECTION 


Tuespay, Sept, 28, 2:00 P.M 


\ddress of Chairman, H. E. Ciirr, Public 
Service Electric & Gas Co., Newark, 


Nominating Committee, F. L. Grirrirn, 
Chairman, The Peoples Gas Licht & 
Coke Co., Chicago, II] 

Luncheon Conference Committee, G. B 
Wesrer, Chairman, Public Service Elec 
tric & Gas Co., Newark, N. J 

Customer Relations Committee—"“Organ 
ize for Better Service,” J. Gorpon Ross, 
Chairman, Rochester Gas & 
Corp., Rochester, N. Y. 

Uniform Classificationof Accounts Com 

mittee, F. L. GrirrituH, Chairman, The 
Peoples Gas Light & Coke Co., Chicago, 
11] 


Electric 
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NO. 342—B BARBER 
AUTOMATIC BURNER 


a Clean Product and a Clean Deal 


Good news travels fast. Mention Barber Gas Conversion Burners to anyone—and the 
chances are he knows their name and reputation. Naturally, it's easier and more profit- 
able for you to sell Barber Burners. 


We take great satisfaction in our host of loyal Barber dealers. It is our purpose to pro- 
vide these concerns, old and new, with even closer and more thorough cooperation from 
the home office. Constructive sales aids ani selling supervision will be furnished wher- 
ever requested, so that all Barber dealers may enjoy a profit commensurate with the 
superiority of the Burner they sponsor. Proper protection will be given to distributors 
and preferred dealers in restricted territories. Perhaps there is an opportunity in your 
neighborhood for generous profit. Why not write us? 






The “B’ Model shown above is built in eight different sizes to accommodate round grate diameters 
from 12” to 34”. Models are also Tailor-made to SUIT and FIT grate dimensions of oblong furnaces 
and boilers, and to insure a “scrubbing” flame action against the side walls of firebox. Barber's 1900 
Fahrenheit Flame Temperature produces the highest possible efficiency and economy. Equipped with 
Baltimore Safety Pilot for positive and accurate Safety Control. Furnished fo: either Manual or Ther- 
mostatic regulation. Listed in the A. G. A. Directory of Approved Appliances. 







Ask for Illustrated Catalog and Price List on Conversion Burners for Furnaces 
and Boilers, Burner Units for Gas Appliances, and Gas Pressure Regulators. 


THE BARBER GAS BURNER COMPANY 


3704 Superior Avenue Address Michigan Inquiries to 
J © The Barber Gas Burner Company of Michigan 
Cleveland, Ohio 4475 Cass Ave., Detroit, Michigan 






BARBER BURNERS AND REGULATORS ARE DESIGNED FOR 


Air Conditioning Equipment @ High Pressure Boilers (Tubular and Tubeless) @ Bakery Ovens @ Doughnut Kettles @ Metal Pots @ Garage 
Heaters @ Coffee Urns @ Hair Dryers @ Space Heaters @ Floor Furnaces @ Clothes Dryers @® Water Heaters @ Confectioners’ Stoves @ Vul- 
canizing Machines @ Pressing Machine Boilers @ Japanning Ovens @ Core Ovens @ Banana Room Heaters and many other Appliances 


BARBER £27.45. BURNERS 


FOR WARM AIR FURNACES, STEAM & HOT WATER BOILERS 
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General Accounting Committee—“General 
Accounting Problems,” H. L. GRUEHN, 
Chairman, Consolidated Gas Electric 
Light & Power Co., Baltimore, Md 

Exhibit Committee, P. J. SWEENIE, Chair 
man, The Peoples Gas Light & Coke 
Co., Chicago, Ill. 


2 


THurspay, Sept. 30, 2:00 P.M. 
Accounting Machines Committee—* Mer 
chandise Accounting by Machines,” G 
F. TREXLER, Cltairman, Utility Account 
ants and Tax Consultants, New York, 
bf 7 


Office Management Committee—“Wage 
Incentive Plans,” J. J. NATace, Chair- 
man, Othce Management Committee, 
Philadelphia Electric Co., Philadelphia, 
‘a. 

Health Promotion Plans, Dr. WiLLiam J 
McCoNNELL, <Ass’t Medical Director, 
Metropolitan Life Insurance Co., New 
York. N. Y. 

Customer Accounting Committee, W. EF 
Scott, Chairman, Boston Consolidated 
Gas Co., Boston, Mass. 

(a) “Averaged Billing” 
E. F. Emspree, New Haven Gas Light 
Co., New Haven, Conn. 

(b) “Customer History Records Ad 
vantages” 
F. C. REEL, Cincinnati Gas & Electric 
Co., Cincinnati, Ohio. 

(c) “Customer History Records—Dis- 
advantages” 
G. 1. Simpson, The Peoples Gas Light 
& Coke Co., Chicago, IIl. 

Benediction, H. C. DAVIDSON, Consolidated 
Edison Co., of New York, New York, 
N. Y. 


ACCOUNTING SECTION LUNCHEON 
CONFERENCES 
WEDNESDAY, SEPT. 29, 12:30 P.M. 
The following subjects will be discussed 
at the luncheon conferences to be held at 
the Cleveland Hotel: 
Credits and Collections 
Leader, John A. Williams 
Customer Accounting 
Leader, Edward J. Tucker 
Customer Relations 
Leader, J. Gordon Ross 
General Accounting 
Leader, Herbert A. Ehrmann 


COMMERCIAL SECTION 
TUESDAY, Sept. 28, 2:00 P.M. 
Address of Chairman, F. M. BAnks, 
Southern California Gas Co., Los An- 

geles, Calif. 

Keport of Nominating Committee, CHAs. 
E. Bennett, Chairman, Manufacturers 
Light & Heat Co., Pittsburgh, Pa. 

Election of Officers. 

The Road Back, Hatt M. HENry, Utility 
Management Corp., New York, N. Y. 

Stimulating Dealers Activities 

(Speaker to be announced.) 
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A. G. A. Day at the Cleveland 
Exposition 


Sunday, September 26, the day 
before the annual convention 
gets under way in Cleveland, 
Ohio, has been proclaimed A. G. 
A. Day at the Great Lakes Ex- 
Delegates to the con- 
vention who wish to see the Ex- 
position in full operation will 
find it worthwhile to arrive in 
Cleveland a day early to take ad- 
vantage of this opportunity. It 
will be their last chance as the 
Ix position closes on the follow- 
ing day 


position. 











The Association Home Planning Program, 
jOHN F. QuINLAN, A.G.A. Headquar- 


ters, New York, N. Y 
WEDNESDAY, Sept. 29, 2:30 P.M. 


Gas Appliance Salesmanship, GERALD FE. 
STEDMAN, Kramer-Krasselt Co., Mil- 
waukee, Wis 

Panel Discussion to be led by B. A. 
SEIPLE, Jersey Central Power & Light 


Co., Asbury Park, N. J. 


TuHurspaAy, Serr. 30, 2:00 P.M. 


Gas Appliance Needs of the Industry, H. 
QO. LoepeLt, Natural Gas Pipe Line Co. 
of America, Chicago, Ill 

The Certified Range Program, HvuGu 
CurHRELL, The Brooklyn Union Gas 
._O.. Brooklyn, N Y. 

Showmanship in Business 


(Speaker to be announced. ) 


INDUSTRIAL GAS SECTION 
TuEspDAY, Sept. 28, 12:30 P.M. 
Hotel Statler 
THE INDUSTRIAL GAS CLUB LUNCHEON 
Interdependence of Company and Depart- 
ment Managements in Conducting In- 
dustrial Gas Sales, F. X. METTENET, The 
Peoples Gas Light & Coke Co., Chicago, 

Il 


Tuespay, Sept. 28, 2:00 P.M. 

Address of Chairman—“Factors Contrib- 
uting to Greater Industrial and Com- 
mercial Gas Sales,” RALPH L. MANIER, 
Niagara Hudson Power Co., Syracuse, 
a oe 

rlection of Officers 

What Industrial Gas Men Should Know 
about Steel, Ropert G. GuTHRIE, Chatr- 
man, Ferrous Metals Committee, Chi- 
cago, Ill 

Industrial Department Management, AL- 
BERT A. ScHUETZ, Milwaukee Gas Light 
Co., Milwaukee, Wis 
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Modern Methods of Applying Gas in 
Large Power Boilers, L. S. REAGAN, 
Vice-Chairman, Steam Generation Com- 
mittee, Tulsa, Okla. 


WEDNESDAY, Sept. 29, 2:00 PAL. 


COMMERCIAL GAS AND EQUIPMENT FORUM 

Unit Heater Applications in Commercial 
Establishments. Leader—OLiver LiLoyp 
Mappux, Hamilton, Ontario. Five min- 
ute presentations by four — selected 
speakers. Open Forum. 

Evaluation of Gas Commercial Cooking. 
Leader—CuHartes E. Lucker, Jr. New 
York, N. Y. Five-minute presentations 
by four selected speakers. Open Forum. 

Developing Dealer Cooperation in Hotel 
and Restaurant Appliance Sales. Lead 
er—T. J. GALLAGHER, Chicago, Ill. Five 
minute presentations by four selected 
speakers. Open Forum. 


Tuurspay, Serr. 30, 2:00 P.M 


INDUSTRIAL GAS AND EQUIPMENT SYMPOS 
IUM 

Liquid Heating with Immersion Gas. 
Leader c. B. CROSSM AN, Boston, Mass. 
Five-minute presentations by four se 
lected speakers. Open Forum. 

Convection Heating with Gas. Leade 
KarL EMMERLING, Cleveland, Ohno. 
Five-minute presentations by four s¢ 
lected speakers. Open Forum. 

Wholesale Baking with Gas. Leader 
LAWRENCE R. Foote, Rockford, Ill. Five 
minute presentations by four selected 
speakers. Open Forum. 


TECHNICAL SECTION 
Tuespay, Sept. 28, 2:00 P.M. 

Address of Chairman, M. |. Mix, The 
Peoples Gas Light & Coke Co., Chicago, 
Il. 

Report of Nominating Committee, I. \ 
LYDECKER, Chairman, Public Service 
Electric & Gas Co., Newark, N. J. 

Report of Gas Production Committee, Ik 
FE. Krucer, Chairman, Rochester Gas 
& Electric Corp., Rochester, N. Y. 

Coordination of Gas Conditioning Re 
search, O. S. HAGERMAN, Atlantic Sea 
board Corporation, New York, N. Y 

Corrosion of Metals and Alloys by Flue 
Gases, Louis SHNIDMAN, Rochester 
Gas & Electric Corp., Rochester, N. Y. 

Report of Distribution Committee, D. P 
Hartson, Chairman, Equitable Gas Co., 
Pittsburgh, Pa. 


WEDNESDAY, Sept. 29, 2:00 P.M. 


Principles of Gas Scrubbing, Pror. C. C. 


FurNAsS, Yale University, New Haven, 


Conn. 


Polymerization—What It Means to the 


Gas Industry, F. E. Frey, Phillips Pe- 
troleum Co., Bartlesville, Okla. and J. S 
CarEY, The W. M. Kellogg Co., New 
York, N. Y. 





Two of the testing rooms at the A.G.A. Testing Laboratories in Cleveland 
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own 
on 





Problems of Regulator Freezing, M. .\ 
HaArbDIE, Jk., Montana Power C« 
Mont 


beck] rd, Viee President Columbia Gas 


and Electric Corporation, and membet 
fF Board of Directors of Gas Exhibits, 


I 
; 2S) SEP 3 ) , " ] 
PHUrspAy, Serr. 30, 2:00 P.M Report of Counsel, by George E. Frazer, 
Report of Chemical Committee, J. | Counsel 
ANTHES, Chairman, The  Brookly Gas Industry Problems, Herman kus 


l mon Gas Co.. Brooklyn, N Y 


Corrosion of Metals in Soils as a Factor 
’ in the Selection of Pipe Materials, D1 
Scott Ewinc, Research Associate, Na 
tional Bureau of Standards, Washin 
ton D. C 


sell, President American Gas Association 
Keport of Nominating Committee, by F 
EK. Sellman, Chairma 
Report of Divisional Chairmen 
Election of Officers for 1937-1938 
DIVISIONAL MEETINGS 


Kxperiences in Cincinnati and the Ohi \ meetings will e held at Hote 


Valley during the 1937 Flood, | \ Statler, Cleveland, Ohio, Monday, Sep 
MUuNYAN, Cincinnati Gas & Electric Co tember 27, 1937 
Cincinnati, Ohio Domestic Gas Range Division, Lattice 


Room, 12:30 Luncheor 
Gas Water Heater Division, Parlor I-G 


I Employee Training Introduction—D 
Morris S. Vireres, Philadelphia Ele 
tric Co., Philadelphia, Pa. 

Selecting and Training Applentice Line 
men—A film with comments by L. G 
Witmer, Philadelphia Electric Com 


pany. 


12:30 Luncheon 
Gas Space Heater Division, Tavern Room, 
1:30 P.M 
Hotel, Restaurant and Comm 
Equipment Division, Parlor B, 4:30 P.M 
Industrial Gas Equipment Division, Par 
W. T. RASCH lor A, 2 P.M. 
A. G. A. E. M. Annual Gas Househeating & Air Conditioning 
“| ) S101 Parlor 30 PLN 
Meeting THE PROGRAM rg I ae Sologig yl 
General Industry Meeting Gas Furnace Group, Parlor 2—3 P.M 


Gas Conversion Burner Group, Parlor 3 


a | ial (sas 








The second annual meeting of the 


Association of Gas Appliance and Ballroom—9 :30 A.M 1PM 

I-quipment Manufacturers will be Call to Orde: Gas Cock Division, Parlor C, 2 P.M 

held at the Statler Hotel, Cleveland, Report of President and Secretary, by Thermostatic Controls & Accessories Div., 

Ohio, Monday, September 27, 1937 W. T. Rasch, President Parlor FE, 3 P.M 

at 10:00 A.M. W. T. Rasch presi wean freasurer, by Donald McDor Gas Meter and Regulator Division, Par 
a Reels oe 5. ald, Treasurer lor L. 4 P.M. 

dent of the association will preside at Gas Industry’s Participation in the New Office Equipment Division, Parlor hk, 2 

the meeting. York World's Fair—1939, by Walter ( PM 





The Gas Machinery Company 
Cleveland, Ohio 


Welcomes Delegates of 


The American Gas Association 
To 


THE CLEVELAND CONVENTION 
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AUTOMATIC 


HYDRO-METRIC HUMIDIFYING = 4 
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NEW IMPROVEMENTS INCREASE 
EFFICIENCY AMAZINGLY 





Advanced Engineering Achieves 
Marvelous Capacity a Compactness 


This new Automatic June Vapor Diffuser, with pan only 
4” wide, has greater capacity than any open humidifier pan 
4 feet wide of same length. In fact, to equal it the ordinary 
evaporating pan would have to be 5 feet wide. 


This great capacity and compactness insures adequate 
humidifying capacity even under low bonnet temperatures 
of modern air conditioning furnaces, without restricting 
free air flow. 

Write for New Literature 


Monmouth Products Co. 
217 East 131st Street Cleveland, Ohio 


Automatic June humidifying sys- 
tems are endorsed by all leading 
air conditioning engineers as out- 
standingly superior in their field. 
Automatic June at present either 
has been or is in process of being 
adopted as the standard humidify- 
ing system for all leading and 
higher class air conditioning fur 
naces. 


The great evaporating capacity, absolutely necessary 
for the low bonnet temperatures of modern heating, 
is limited and controlled so that indoor humidity 
during any weather—mild or severely cold—is ade- 
quate for health, but never so high that windows 
steam or condensation occurs on outside doors, on 
and in outside walls, even during coldest weather. 












Improved vapor diffusing plates, scientifically 
proportioned, wider, tapered, with deep over- 
hang, give marvelously rapid absorption ca- 
pacity. Each plate can lift over 2%4 tons 
of water in one season—many times more 
than it is ever required to evaporate. Each 
plate can diffuse as much water vapor as 69 
square inches of water surface in ordinary 
open pans. 





— 
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) irnal 


orty Years Progress of 








atural Gas in East Ohio 


LAND, which 
is host this vear to 
the American 
Association's annual 


(aas 


teresting gas city in 
= more Ways than one. 
For example, it is one of the oldest 
natural gas towns in the country 1 
point of the time over which it has 
been on a natural gas basis—thirty 

five years. 

Cleveland, 
the country’s greatest gas apphlance 
production area, Above all, perhaps 
the Association’s appliance testing 
laboratories are located in Cleveland, 
partly because it is the heart of a big 
gas appliance industry, and partly 
because different gases are available 
for testing purposes. . 

Of prime interest, however, 1s the 
fact that Cleveland is not only the 
pioneer metropolitan natural gas city, 
but is the home, naturally enough, or 
the country’s pioneer natural gas sys 
tem, the East Ohio Gas Company 

This company’s life, which began 
with the original East Ohio in 1893 
contains the whole story of what has 
become the great and growing natu 
ral gas industry in Ohio, beginning 
with vicissitudes of engineering and 
market development which have al 
tered greatly and for the better 
since that early day. It was all new, 
then. 

Some of 





also, is the center ot 


these earher difficulties 
have been entirely ironed out. One 
of these is the matter of gas accept 
ance, which was a mountainous ob 
stacle in the first years of long dis 


tance natural gas transmission. The 
invention of the flexible. or sleeve 


type of coupling, allowing the use of 
plain-end pipe, came along almost at 
the same time as the East Ohio 
started to lay its first line across the 
Ohio River, while many other im 
provements were yet to be born of 
the experience which these early 
builders were just starting to create. 

Many of the trials and tribulations 
of natural gas transmission and dis 
tribution at this early date are known 
now only by hearsay to the younger 





By 
C. T. Henderson 


East Ohio Gas Company 


generation, and remembered only by 
the surviving old-timers. The trials 
ot today ditterent, but maybe 
some day they will have only an his 
torical interest, like the original ones. 

\ll these things make the history 
of the East Ohio almost 
natural gas. 
when it 


are 


a history ot 
Irom its start in 1898 
laid a ten-ineh line 
the Ohio River, in order to find mar 
kets in Ohio cities for West Virginia 
gas which was plentiful in that gas 
state, the East Ohio PTEW 


aACTOSs 


as rapidly 
is its trunk lines could be increased 
in number and extended in length, 
until now it is a system of four 18 
and 20-inch main lines carrying gas 
from West Virginia to. sixty-three 
towns and cities in Ohio, and serving 
approximately 500,000 consumers. 
In addition to the West Virginia 
gas, the East Ohio also derives a use 
ful, but very much less dependable 
supply from Ohio helds, through a 


The Office Building 
on E. 6th Street, of 
the East Ohio Gas 
Company, Hosts to 


the Delegates and 
Guests at the Con- 
vention. 





that 
which feeds gas into the main sys 
lem, augmenting the West Virginia 


transmission system in state 


supply and mingling with it. 

\t the beginjning, the Ohio supply 
was out of the picture entirely. The 
east: Ohio system had its inception 
in the vast natural gas reservoirs of 
West Virginia which were discovered 
in the rush for oil at a time when 
natural gas was generally regarded 
in oil production as a nuisance—as, 
at the time, it was, being heartily 
cursed by drillers, producers, and 
prospectors when they ran into it. 

It was oil they wanted, not gas. 
Now, of course, the relation of the 
two is understood. A gasser is no 
longer a disappointment, and even 
when oil and gas are found in con 
junction with each other, there are 
Ways of taking care of that, too, Per- 
haps this change in the industry il 
lustrates as nothing else could, how 
extremely vague and inconsiderable 
the amount of knowledge was which 
the pioneers in natural gas had to 


> 


guide them at the start of this now 
great industry. 
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CVYAHOGA COUNTY 


CLEVELAND CORP. 
BRATENAAL CORP. 

EVcuD CORP. 

EAST CLEVELAND CORP. 
CLEVELAND HEIGHTS VILLAGE 
EAST VIEW VILLAGE 
WARRENSVILLE TWR 
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25 ROCKY RIVER VILLAGE ) 
26 LAKEWOOD CORP. 
27 WEST PARK CORP. ! 


28 BAY VILLAGE JB 
28 BROOKLYN MEIGATS VILLAGE "a 
30 BROOKLYN TWP. : 


31 BROOK PARK VILLAGE ! ; s 
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The Standard Oil Company, now 
the Standard Oil Co. (N.J.) decided 
to find some way of marketing and 
utilizing these extensive supplies of 
West Virginia gas which were then 
a drug on the market, or worse. The 
East Ohio Gas Company was the 
fruit of this necessity and this deter- 
mination. A sister subsidiary of the 
Standard, the Hope Natural 
Company of West Virginia, was, and 
still is the producing company in that 
state which managed the supply end 
of the business. 

Originally, and for a long time, 
the Hope company supplied the East 
Ohio with all the gas it marketed 
The relationship of the two supplies, 
Ohio and West Virginia, may be 
judged from the fact that, at one time 
and a comparatively brief period, the 
East Ohio secured about half of its 
supply from Ohio. The average to- 
day is probably something like three- 
fourths West Virginia and _ one- 
fourth Ohio. At the present time 
there are some 700 wells in Ohio 


Gas 





PRIMARILY A TRANS- 
MISSION AND DISTRI- 
BUTION SYSTEM THIS 
PIONEER AMONG 
NATURAL GAS COM- 
PANIES CARRIES GAS 
FROM WEST VIRGINIA 
TO SIXTY-THREE 
TOWNS AND CITIES IN 
OHIO AND SERVES AP- 
PROXIMATELY HALF 
A MILLION CUSTOMERS 














“THE EAST OHIO GAS Co. 
TRUNK LINE SYSTEM 
1 
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from which a supply is obtained, as 
compared with over 3000 wells upon 
which the Hope company draws in 
West Virginia and which it owns, 
and approximately the same number 
from which it buys gas on contracts 
with independent owners. Ohio gas 





fields, or rather pools, are very much 
of an uncertainty where dependabil- 
ity for a system supply is concerned. 

The Hope company is itself an in- 
teresting history and an interesting 
company in its own right. It has a 
field gathering and transmission sys- 
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“YOU COVER A WIDER RANGE AND WELD 15% TO 


20°. FASTER WITH THE — ‘SHIELD-ARC SAE’— 


“Set for welding thin sheets, this new Lincoln gives 
Slim the skill and fine touch of a modiste. And set 
wide open, the ‘SAB’ is a power house on wheels. With 


it, I can pour out the molten metal like a steel furnace. 


“They tell me that the wider range and greater speed 
of this new welder are made possible by a combination 
of plus features. Make a note of these: 


* “A SELF-PROTECTING MOTOR enables 
you to use larger electrodes and weld at heavier loads 
continuously without danger of burnout. 


*« “INDEPENDENT EXCITATION steadies the 
arc at all times. It’s especially valuable at the low cur- 
rent values such as Slim needs. 


*« “DUAL CONTINUOUS CONTROL gives 
you a wider selection of both voltage and current values 
and ‘top’ performances at every setting. 


“In effect, you get two or three welders of different sizes 
when you buy one of the ‘Shield- Arc SAE’ machines. 
Yours for lower welding costs, 


“FLEETWELD ROD” 
—Spokesman for all progress-minded welding electrodes and emissary of 


THE LINCOLN ELECTRIC COMPANY 
Largest Manufacturers of Are Welding Equipment in the World. 


oe ao MY ACTION TO SUIT THE CLASS OF WORK AT HAND— 


“WERE I \ speeDy" cies 
STRONG Y Se “+5 
peearraavine:- 7 ee | 

eae 4 Too 
es, Z 








_— s tag 


























THE WELDER WITH DUAL CONTINUOUS CONTROL City 


LINCOLN smn" = | 
SAE” ion | : 
























THE LINCOLN ELECTRIC COMPANY 
Dept. AK-424 Cleveland, Ohio 


My welding application is 
How can the “SAE” do it faste: 








“tet paler spade ing details about the new 
“Shield-Arc SAE” we 





Name. Position 








Address 
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tem over 4000) miles, measured in 
length of pipe lines. The East Ohio's 
gathering and transmission lines total 
1.355 miles in length, while its dis 
tribution system consists of approxi 
mately 5,000 miles of pipe, all buried 
below the frost line. It will be 
from this that the Hope is essentially 
a producing company, while the East 
Ohio is only incidentally so, being 
primarily a distribution and trans 
mission system. 

Going back to the building of this 
pioneer natural gas system, for it was 
the first development in natural gas 
that can properly be called a system, 
the engineering and construction dif 
ficulties which early beset the com 
pany’s founders were no greater or 
more numerous than the marketing 


seer 


difficulties. Up until that time, gas, 
which was then all manufactured 


gas in the territory being opened up 
by the East Ohio, with minor and 
unimportant exceptions, 
paratively very expensive—a luxury 
Many of the communities reached by 
the expanding East Ohio system had 
never known any kind of gas. Even 
in the larger cities its use was con- 
siderably restricted, nothing like what 
it is now even in manufactured gas 
districts. 

House heating with gas was vir 
tually an unexplored territory, Chim 
neys were not, and never had been, 


The 


Was com 











THE 
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built with linings which are neces- 
sary where gas is burned in large 


quantities, 
which is 
tion 


due to the water vapor 
a by product of consump- 
The result was that chimneys 
were affected, and this gave rise to a 
series of what might almost be called 
superstitions regarding gas heat. For 
example, natural gas heat was sup- 
posed to “dry out” the furniture in 
a house so that it fell apart, whereas 
just the opposite of drying out was 
the truth. Above all, a whole new 
science of gas utilization had to be 
Those of us who are ac- 
quainted with what were called “ap- 
pliances” for the burning of natural 
gas in the old days, well know what 
atrocities some of these things were. 
People just didn’t know. 

To some extent, inefficiency of 
natural gas appliances in use is not 
in step even today with the marvel- 
ous development of appliances in 
engineering and manufacture. But it 
was an almost zero of gas utilization 
acceptance and popular knowledge 
from which the early natural gas had 
to start in literally making natural 
gas markets. They had to overcome 


evolved. 


the twin obstacles of undeveloped 


appliances, and an _ undeveloped 
knowledge and acceptance ot gas, 
especially natural gas, which intro- 


duced an entirely new motif in gas 
utilization 
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Gradually, but only by dint of most 
persistent and courageous labors, 
new for natural new and 
better methods of applying its heat, 
and an enthusiastic acceptance of gas 
as a godsend to a community fortu 
nate enough to possess it, took the 
place of the ignorance, inexperience 
and inefficiency of using natural gas 
which constituted not the least for 
midable of its primitive days. 

The distinguishing peculiarity of 
natural gas pioneering in this part of 
the gas industry in general which is 
called utilization, consists of this, that 
natural brought and 
service not only to communities and 
very large sections of population 
which had always been unfamiliar 
with gas, and hence had to be both 
converted and educated to its use, but 
by the nature of its business had to 
initiate and develop new uses for gas 
on a large scale. In the latter years 
of natural gas development, the prob- 
lem became not only one of customer 
education, as always, but the still 
further improvement of appliances 
which had already basically devel- 
oped along the right lines, and prin- 
ciples. Pioneer system as the East 
Ohio is, it can still be said that every 
natural company will be 
to the next generation. 

The problems and difficulties mere 
lv change in form. 


uses 


gas, 


gas gas gas 


a pioneer 


Cleveland Trencher Company 


Extends to the Members of 


THE AMERICAN GAS ASSOCIATION 
oh Prearty iy linden to oe ee 


for Your Convention 


We hope you will find time to visit us while you are in town. Telephone us 
anytime during your visit, and we will arrange for your transportation to the 
plant. We will appreciate the opportunity of showing you the latest develop- 
ments in trenching machines and giving you a demonstration of their per- 
formance. 


CLEVELAND TRENCHER COMPANY 


“Pioneers of the Small Trencher” 


Cleveland, Ohio 


Manufacturers of:—Cleveland Baby Digger and Cleve'and Pioneer Trenchers—Cleveland Tamper-Backfiller— 
Cleveland Trailers—Cleveland Trench Guards, etc. 


20100 St. Clair Ave. 


Telephone KEnmore 4100 
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ON ANOTHER RECORD- 
BREAKING CAMPAIGN 


L ELECTROLUX 


Tn 


Te 
et tie, ae atte tsge, PEF: 


PERSARY PARTY cal 


BE sue veh 


ELL, you people were the life of the party. And what 

a party Other gas refrigeration campaigns 
have been great. But this year’s “Tenth Anniversary” celebra- 
tion topped them all. 


it was! 


“ Birthday 
was a huge success from two standpoints: First, it re- 


Because of your energy and cooperation, our 
Party” 
sulted in a record number 
stimulated public interest to an unprecedented degree. That 
will give 


of actual installations. Second, it 


interest will carry on through future months... 
you a chance to do more refrigeration business this fall and 
winter than you've ever done before. 


There’s not much more for your committee to report 


Surveying one of the giant cakes awarded to the twenty-four winning com- 
Panies in this year’s “Birthday Party” campaign: F. E. Sellman, vice-president, 
Servel, Inc.; J. W. West, Jr., commercial secretary, A. G. A.; Hall M. Henry, 
assistant to vice-president, The Utility Management Corp.; C. W. Berghorn, 
executive secretary, A. G. A. E. M.; H. S. Boyle, sales promotion manager, 
Servel, Inc. 

Each of these mammoth fruit cakes weighed 150 pounds. This was the 
largest batch of birthday cakes ever made. They were baked in Schrafft's New 
York ovens and were only made possible through use of traveling gas ovens. 


Those great whopping cakes have been shipped by plane to 
the twenty-four winning companies and are already being 
eaten, no doubt. Individual cash awards have been mailed. 
In all, there were approximately 2000 awards and we wish 
there could have been more. All we can say now is—Congrat- 


and thanks. 


ulations... 


REFRIGERATION COMMITTEE 
OF THE 
AMERICAN GAS ASSOCIATION AND THE A. G. A. E. M. 
HALL M. HENRY, 


B.H. Gardner A. G. Schroeder 
Paul J. Naschold B. O. Brown 


Chairman 


John W. West, Jr. 
C. W. Berghorn 


Henry Dropp 
Clyde Potter 





“TENTH ANNIVERSARY OF GAS REFRIGERATION” CAMPAIGN 
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CAMPAIGN 


“Featuring 
GAS RANGES 


is a COMPLETE 


CAMPAIGN... 
Ready for Your Use! 





ROPER RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, INCLUDING BOTTLED GAS 


GEO. DD. ROPER CORP. 


GENERAL OFFICES AND PLANT: ROCKFORD, ILL. 
WAREHOUSES: 








Sen Francisco Dalles Atienta Newark 


Los Angeles Kanses City = Weshington Cleveland = Philodelphio. 
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Pacific Coast Gas 


The 44th 
the Pacific 
was held at 
17-19. It 
cess 
nearl\ 


Convention ot 


(aas 


Annual 
Coast Association 
Seattle, Wash., August 
Was an outstanding suc 


registration reached 


and the 
400. 








H. L. FARRAR 
Vice President 


James M. Pollard, retiring presi 
dent of the \ssociation, welcomed 
the delegates. Norman R. 
vice-president of the Southern Coun 
ties Gas Company, was elected Presi 





JAMES F. POLLARD 
Retiring President 









Me Kee, 


urhval 


Association 


Elects New Officers at Seattle 


dent of the Association for the com 
ing year. H. L. Farrar, president of 
Coast Counties Gas & Electric Co. 
and Natural Gas Corp., was elected 
Vice-President, and D. G. Martin, 
general auditor of Pacific Gas & 
elec. Co., Treasurer. 

C. R. Graham of James Graham 
Mfg. Co.. Newark, Calif... 
elected chairman of the 
turers Section. 


was 
Manutfac 


(Photos McKee, Farrar, Graham. 
Johnson ) 

Mr. McKee following his election 
appointed the following General Sec 
tion Chairmen: 

Technical: \. B. 


Counties Gas Co., 


\llyne, Southern 
Los Angeles. 

Sales and Advertising: Norbert ©. 
Kratt, Seattle Gas Co. 


Accounting: H. EE. Davidson, 
Southern California Gas Co., Los 
Angeles. 

Educational: A. J. Nota, Pacific 


Gas and Electric Co., San Francisco. 
Women’s Committee: Doris Allen, 
Southern California Gas Co. 
The Pacific Coast Gas Industry re 
dedicated itself at Seattle to work to- 
gvether as a unit for the advancement 





CLIFFORD JOHNSTONE 


Managing Director, Pacific Coast Gas 
Association 




















NORMAN R. McKEE 
President 


of the gas business through research, 
education and intensified sales pro- 
motion. So strongly did this spirit 
prevade the meeting that the new 
President, Mr. Mckee said, upon 
formally taking office, that no slogan 
for 1938 would be quite so appre- 
priate as “A United Front”. 

What took place at the Conven- 
tion is a story of the masterful lead- 
ership of President Pollard, of the 
careful arrangement of Convention 
Chairman, Tom Roach, and of the 
devoted attention to detail of all 
members of his Committee. 


Clifford Johnstone, Managing Di- 
rector of the P.C.G.A. handled the 
details of the meeting in his usual 
effective way. The entertainment fea- 
tures were fully enjoyed and many 
outstanding papers were presented. 





Cc. R. GRAHAM 
Chairman Manufacturers’ Section 











GLOVER-WEST 
Vertical Retort System 


21vVeSs 
Maximum Production in 
Minimum Ground Area 


Uniform Production 


The Quantity per ton of 
coal and quality of gas are 
constant. 


Waste Heat Recovery 


sensible Heat of outgoing 
coke absorbed within the 
bench. No Quenching 
necessary. 


Range of Flexibility 


Can be operated from 50% 
to Full Capacity 


No Naphthalene Trouble 


With this equipment Naph- 
thalene Scrubbers are not 
necessary. 


Operation and 
Maintenance 


Correct design and rugged 
construction obviate the 
need of much costly auxil- 
lary equipment. 


More than 400 plants in 24 countries now 
in operation give evidence of the economic 
advantages of the Glover-West System. 


West Improvement Company 


Engineers—Builders 


424 Madison Ave, New York, N. Y. 


Gas 
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For by-product, producer, retort or 


water gas... for coke of required structure 
and analysis... for high gas yield and low 
holder cost, ACI Quality Coals are the choice 
of plant operators in more than 20 states. 
These gas coals have the physical and chemical 
characteristics best adapted to coke production 


and gas manufacture. 


The ACI mines in eastern Kentucky, 
eastern Tennessee, southwestern Virginia and 
southern West Virginia offer particular grades 
and sizes which have proven by test and ex- 
perience to be capable of meeting every 
production requirement for high volatile 


bituminous coal. 


Appalachian Service, which has paved 
the way to cost reduction in many gas plants, 
is offered without obligation. Specify 
ACI Quality Coals ... get our consulting 


engineering service... get your money’s worth. 
list of producing com- 


Write for 


panies; lists of the authorized agents for 


ACI Quality Coals. 
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Production of Coal Gas, Blue Gas and 
Carburetted Water Gas Simultaneously 


PAPER entitled “Adaptability 
of Chamber Ovens to the 
‘Triple Process’ of Manufac 
turing Coal Gas, Blue Gas and car 
buretted water gas simultaneously” 


was read at the joint meeting of the 


Canadian Gas Association and the 
Pacific Association held 
in Vancouver in July, 1936.* The 
“Triple Process” has proved so suc 
cessful at Vancouver, a short de 
scription of our further experiences 
might prove of interest to gas engi 
neers. 

The paper referred to above enu 
merated the reasons for the introduc 
tion of the “Triple and 
described the apparatus used for the 
manufacture of the three 
our oven plant. The main reasons 
for a departure from the normal 
method of gas manufacture were 

\. A coke stock which was rapidly) 
increasing due to 
competition from cheap saw 
dust, wood, coal and oil. 

B. The manufacture of carburet 
ted water gas in a 
plant Was expensive. 

The “Triple Process” now enables 
us to meet our gas load and at the 
same time to control coke produc 
tion, without the necessity of operat 
ing a separate carburetted water gas 
plant, which is the method adopted 
by most manufactured gas undertak- 
ings for balancing 
requirements. 

Our plant—we have only one car- 
bonizing plant in operation—consists 


Coast Gas 


| r( cess” 


gases 1n 


intensive 


separate 


gas and coke 


of 36 4-ton intermittent Vertical 
Chamber ovens equipped for steam 
Presented before the Technical Sectios f the 
Pacific Coast Gas Association, Seattle Wash 
Aug. 17-19, 1937 
* Proceedings C.G.A 1936. | 8 


In One Plant 


by 
John Kirkhope 


British Columbia Electric Power and Gas 
Co. Ltd. 


ing of the coke charges and rated at 
fy million cubic feet of 465 Btu. 
Qas per 24 hours. 

Adoption of the “Triple Process” 
involved equipping the ovens with 
means for introduction of oil or 
other liquid hydrocarbon to the top 
of the coke charges. In our plant, oil 
is fed by gravity from an overhead 
tank through regulating 
cocks, funnels and U-sealed delivery 
lines to nipples in the charging lids 
at the top of the ovens. 

At the completion of the normal 
carbonizing and steaming periods of 
(the first two 
stages of the “Triple Process’) oil- 


storage 


the charging cycle 
ing is commenced while steaming ts 
continued — the — blue 
formed in the lower part of the coke 
charge sweeping the oil gases from 
the upper part of the oven. 

In the first stage of the “Triple 
Process” the coal gas generated dur- 
ing the first 8-10 hours after charg- 
ing the oven passes off through off- 
takes at top and bottom of the oven. 
In the second stage, blue water gas 
is tormed by the introduction of 
superheated steam at the base of the 
oven (the bottom gas offtake having 
been closed), the water gas generated 
by the passage of steam through the 
hot coke charge leaving the oven 
through the top gas offtake. In the 
third stage steaming is continued and 
oiling is carried out as 
above, the carburetted water gas 
leaving the oven by means of the top 
gas offtake. 

The oiling period and the quantity 
of oil used (determined by the size 
ot orifices situated in the delivery 
li are regulated to allow of the 


walter gas 


described 


lines) 
oil being turned off the oven at least 


two hours before discharge of the 
During this latter period 
steaming is continued to sweep out 
the last traces of the oil gas. The 
coal charging, oiling and steaming 
periods adopted depend on the quan- 
tity of gas required from the plant 
together with the amount of coke re- 
quired for the market. 

Such, briefly, is a description of 
our method of manufacturing the 
three gases, coal gas, blue water gas 
and carburetted water gas, in the one 
carbonizing unit. 

The effect upon plant operation of 
the use of oil can be gathered from 
Figure 1, which is compiled from 
average figures obtained in actual 
operation, and indicates daily gas 
production obtained from various 
throughputs of coal before and after 
the introduction of the “Triple 
Process.” In the case of the results 
obtained without oiling, i.e., making 
coal and blue gas only, the points lie 
fairly close to the curve “A.” When 
the “Triple Process” is in use, the 
results obtained when using twenty 
to twenty-five gallons of oil per ton 
of coal carbonized are shown plotted, 
and fall on, or close to curve “B.” 
(Different curves are obtained for 
different oil consumptions. ) 

From the chart the effect of the 
oiling, or third stage in the “Triple 
can be readily seen. As- 
sume that a daily production of four 
and one-half million cubic feet is re- 
quired from the oven plant. Without 
the oiling process, a coal throughput 
of approximately 230 tons would be 
required—the coke yield would be 
approximately 165 tons per day. 
Using the “Triple Process” with 
twenty to twenty-five gallons of oil 


Ce Ike. 


l’rocess”’ 





60 


per ton of coal, approximately 170 
tons of coal would be required; the 
coke yield in this case would be 
around 112 tons, i.e., a reduction of 
53 tons in the coke production per 
day. 

The effect of the third stage on the 
coke production from the oven plant 
is more clearly seen from Figure 2, 
on which “coke yield per ton of coal” 
is plotted against “gas production 
per ton of coal.” 

Curve “A” represents the weight 
of coke discharged from the ovens 
per ton of coal carbonized, while “B” 
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charge, little, if any, penetration into 
the coke, with resultant over-crack- 
ing, taking place. It is appreciated 
that still higher efficiencies may be 
obtained were the oil introduced into 
the oven in an atomized condition, 
but to do this satisfactorily consider- 
able alteration of oven structure 
would be necessary and this was con- 
sidered inadvisable on the present 
oven installation. 

A slight increase in the yield of 
tar per gallon of oil used was 
noticed on reducing the amount of 
carburetted water made. This 


al 
Oll 


gas 
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January, 1937, when the amount of 
gas made was over 150 million cu.ft., 
corresponding to an average daily) 
make of five million cu.ft. The rated 
capacity of the plant on an “all coai 
gas” basis being 4% million cu.tt., 
under normal circumstances the car- 
buretted water gas plant would have 
been called upon to supply the bal 
ance. 

When compared with the cost of 
making carburetted water gas by the 
“Triple Process,” the operation of 
the standby carburetted water gas 
plant at Vancouver is expensive. It 











































































































CHART SHOWING DAILY COAL THROUGH PUT CHART SHOWING COKE PRODUCTION AT 
WITH & WITHOUT THE TRIPLE PROCESS” VARIOUS RATES OF GAS PRODUCTION 
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Figure | 


represents the weight of coke avail- 
able for sale, after deducting fuel 
charged to the producer plant. 

Thus, without the use of oil, the 
make of gas per ton of coal is 18,000 
cu.ft., and the yield of coke for sale, 
975 Ibs., while if the make of gas is 
30,000 cu.ft. per ton of coal, the 
coke yield for sale drops to 410 Ibs. 

A considerable improvement has 
taken place in the coke market in the 
past few months and, to meet the 
increased demand, oiling has of nec- 
essity been reduced. The percentage 
of carburetted water gas made in the 
year 1935-36 was 25.4, whereas in 
the year 1936-37 it was 17.9. 

Incidentally, the effect of reduced 
oiling on the efficiency of the oiling 
process is of interest. Whereas in 
the year 1935-36 the oil consumption 
was of the order of 2.8 gallons per 
1,000 cu.ft. of 465 Btu. carburet- 
ted water gas, in 1936-37 this was 
reduced to 2.3, and we are realizing 
still better operation today, and this 
in spite of using a diesel-fuel oil mix- 
ture in place of the straight diesel 
oil used in 1935-36. An explanation 
is found in the fact that the smaller 
stream of oil is more efficiently gasi- 


fied on contact with the hot coke 


rose from 0.13 gallons of oil tar per 
gallon of oil in 1935-36 to 0.16 gal- 
lons in 1936-37. 

The winter of 1936-37 was unu- 
sually severe in Vancouver. 
temperatures have been experienced 
in the past, but consistent 
weather was spread over a period 
much longer than is customary. The 
load carried by the 


plant, as a result, was corresponding- 
ly heavier and although peak outputs 
in the past have exceeded those ex- 
perienced by us last winter, the out- 
period 

heaviest 


constituted a 
month 


the 
The 


put for 
record. 





if »wer 


cold 


carbonizing 


was 


Figure 2 


is situated on a different site from 
that occupied by the oven plant and 
consequently all fuel has to be trans- 
ported and a separate operating staff 
is required. In addition there are the 
usual standby losses when the plant 
is heating up, standing ready and 
shutting down. Clinkering losses and 
loss of carbon due to air-blasting are, 
of course, usual but help to boost 
still further the already high costs of 
operating the Vancouver carburetted 
water gas plant. 

With the use of the “Triple Proc- 
ess” last winter’s load was met en- 
tirely by the carbonizing plant. By 
increasing the quantity of carburetted 
water gas made during the third 
stage of the “Triple Process” opera- 
tion of the carburetted water gas 
plant was avoided, Was con- 
served and operating costs reduced. 
It is estimated that in the month of 
January alone over 200 tons more 
coke was made available for sale by 
the use of the “Triple Process.” The 
rated capacity of the plant was ex- 
ceeded almost consistently through- 
cut the month, and the coal through- 
put was kept steady, fluctuation in 
load being taken up by the carburet- 
ted water gas. 


coke 
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LABORATORY TESTED 











ing material (designated as ‘Oxide B’), a reputable independent consult- 


T': compare Lavino “Activated” Oxide with a representative gas purify- 


ing chemist, Mr. J. Edward Brewer of Brewer and Gardner conducted thor- 


ough tests. 


Summary of the results obtained are given below: 


KUNBERGER FOULING TEST 























LAVINO “ACTIVATED” OXIDE OXIDE “B” 
As Received Dry Basis As Received Dry Basis 

Ist Fouling 37.2 40.5 15.4 29.6 
2nd Fouling 39.5 43.0 14.0 26.9 
3rd Fouling 43.0 46.8 14.4 27.6 
4th Fouling 40.5 44.0 14.8 28.4 
Total 160.2 174.3 58.6 112.5 
Average 40.1 43.6 14.7 28.1 

















The procedure used is fully described in the December, 1934 issue of the AMERICAN GAS 
JOURNAL. 


ACTIVITY TEST 


In test for Activity these comparative results were obtained: 


LAVINO “ACTIVATED” OXIDE ’’B” 
OXIDE: 
Sample purified 89.74 cu. ft. of gas. 
Duration of test, 9 hrs., 56 min. 
H.S in gas, 390 grains per 100 cu. ft. 


Sample purified 42.7 cu. ft. of gas. 


Du-ation of test, 4 hrs., 45 min. 








HS in gas, 420 g:ains per 100 cu. ft. 











MriLlinANDMAILE 


E. J. LAVINO AND COMPANY 
1528 Walnut St., Phila., Pa. 


What does this test prove? Simply this: Lavino 
“Activated” Oxide, no higher in initial cost, WILL 
CUT YOUR GAS PURIFYING COSTS BY REMOV- 
ING A GREATER AMOUNT OF H.S AND BY PURI- 
FYING A GREATER NUMBER OF CUBIC FEET OF 
GAS PER POUND OF OXIDE! 


An attractive folder, giving full details and con- 
ditions of these tests, is yours without obligation. 


[] Without obligation, send me my copy of your folder, 
“Tested”. 


Arm your representative with test and field data and 
send him in to see me. 














Send for it—and, for field data too, ask to have a come 
representative call. No obligation, whatsoever. 
Title 
E. J. LAVINO and COMPANY 
2 Company 
1528 Walnut Street, Fhiladelphia, Pennsylvania 
Chi Pittsburg! 
nicago sburgh iia 
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The Modern 


Proving Room 


By 
F. L. Fairchild 


HE International Bureau of 
Weights and Measures near 
Paris have preserved in their 


vaults two lines on a meta! bar, the 
distance which is known as a metre. 
\ very accurate copy of this bar is 
deposited in the United States Bu- 
reau of Standards in Washington, D. 
C. and since the length of this metal 
bar changes slightly with the tem- 
perature the distance is measured at 
the temperature of melting ice. Here 
we have a legal standard which can 
be referred to at any time should 
there be the slightest doubt as to the 
accuracy of existing standards of 
this linear unit of measure. 

So with gas meters there should 
be an existing standard whereby 
meters may be tested from time to 
time under identically the same con- 
ditions. One of the most important 
factors of this condition is temper- 
ature control and while the temper- 
ature of proving rooms has always 
been closely watched it could not be 
consistently and fully controlled un- 
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General view of Sprague Meter 


science of air conditioning 
made its appearance. 

All practical meter men are famil- 
lar with the accepted practice of 
holding the working temperature of 
their proving rooms between 60 and 
while this 30 degrees dif- 
ference in temperature gives consid- 


90 degrees : 


erable lee Way it would be a far 
greater step towards accuracy if it 
could be controlled within closer 
limits—say 75 degrees maintaining 

humidity of about 45 per cent for 


comfortable working conditions. 
Such a moderate degree of humidity 
is generally recognized as being very 
necessary for the most healthful con- 
ditions. 

The Sprague Meter Company has 
just recently built a air condi- 
tioned proving room which is the ul 
timate to date in equipment. 

This new room is 58 ft 


and 131% ft. high 


new 


long, 34 


ft. wide It is fully 


air conditioned for 75 degrees lah- 
renheit temperature and 45 per cent 


relative humidity 





ARCE PROVE 


METER PROVER 
aim RE SER von 


BENCH 


Floor plan of proving room shows location of air conditioning unit with relation 


to provers and benches, 
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Company's air conditioned proving room. 


The windows in the proving room 
are constructed of hollow 
blocks with a dead chamber between 
to eliminate condensation forming on 
them and to afford maximum insula- 
tion. These glass blocks are the latest 
tvpe translucent but not transpar- 
ent. They allow the light to enter but 
still afford privacy and prevent the 
rect rays of the sun from striking 
tne instruments. 

The floor of the proving 
room is concrete over which is placed 
2 inches of cork set in asphalt, over 
this is laid a 1” pine sub-floor on top 
of which is a 1” maple floor for the 
comfort of the men standing on it. 
The walls are 12 inch brick and both 
the walls and ceiling are insulate: 
with 2 inch cork. 


glass 


basic 


The air conditioning system in ihe 
meter proving room at Sprague 
Meter Company is very novel and in- 
teresting in that all of the functions 
for year round conditioning are con 
trolled separately or simultaneously 
from the same assembly without tae 
use Of by-pass ducts or any form ot 
reheat. Interesting also is the fac! 
that a gas-fired boiler is used the 
vear round. The system is called the 


KATHABAR. 


The assembly for air treatment 
consists of a finned coil utilizing 


steam for winter heating, a lithium 
chloride contactor for humidifying 
and dehumidifying, a finned coil 
utilizing cold city water for summer 
cooling. Included also are a mixing 
chamber for fresh air and _ recircu- 
lated air, a filter, and a fan. This as 
sembly is located in the meter room 
pre yper. 

No description of the heating and 
cooling coils is necessary, but the 
manner of tie-in with the lithium 
chloride part of the system may bear 
a brief explanation. 


The essential part of the system 
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Close up of air conditioning unit which 


fan. 


so far as prime interest is concerned 
centers on the cycle for humidity 
control. This cvcle incorporates the 
use of an aqueous solution of lithium 
chloride, which in contacting air will 
either absorb water from, or add 
water to the air depending on the 
vapor pressure difference between 
the lithium chloride solution and the 
air. 

In other words if the moisture 
content of the air is high and the 
lithium chloride solution is strong, 
moisture will be taken up by the 
lithium chloride and the humidity of 
the air will be lowered. Conversely if 
the air is dry and the lithium chlor 
ide solution is weak, the latter will 
give up moisture and the air will 
gain in humidity. By proper regula 
tion of the strength of the lithium 
chloride solution it can thus be made 
to act as a balance wheel for the hu 
midity of the air coming in contac 
with it. 

The contacting medium = as in 
cluded in the air conditioning assem 
bly is a wetted surface of 36 frames 
in depth, wound with cord. A con 
stant flow of solution travels down 
the cord surfaces coming in contact 
with the horizontal air flow. If de 
humidification is required as called 
for by a humidistat set slightly 
higher than desired room conditions, 
a strong solution of low vapor pres 
sure is automatically supplied to ab 
sorb water. The supply of a strong 
solution is accomplished by the ap 
plication of steam from a gas-fired 
boiler to the solution concentrator. 
The Janitrol Gas boiler for supply 


ing this steam and the concentrator 


are located outside the meter prov 
ing room. 

The concentrator assembly con 
sists of a sump, a fan and filter as- 


includes contactors for 
humidifying and dehumidifying, finned coils, mixing chamber, filler and 
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winter use. 


biv and a steam heat exchanger 
lf dehumidification is required, the 
humidistat operates a valve which 


sci 


admits steam to the heat exchanger 
over which lithium chloride 1s trick- 
ling, and simultaneously a small fan 
circulates air in contact with the het 
solution. The solution gives up part 
of its water to the air through evap 
oration and the moisture laden ir 
is exhausted to the flue. The solu- 
tion now has been strengthened and 
returns to the sump. From the sump 
a pump circulates the strong 
tion through a cooling surface to the 
air contactor. 

As soon as the humidstat is satis 
fied the valve closes and the 


soi 


steam 


Another view of the 
proving room shows the 
overhead air ducts. 


concentrator fan stops 
but the flow of 
solution incontact 


with the air to be 
treated remains con- 
stant If, on the 


other hand, humidi- 
fication is required 
a second humidstat, set — slight- 
ly below desired room conditions, 
opens a water valve to the lithium 
chloride solution sump, diluting the 
solution so that it will give up rather 
than absorb moisture in the air con- 
tactor—thus humidifying instead of 
dehumidifving. 

The controls in addition to the two 
humidstats consist of two thermostats 

one set slightly higher than desired 
room conditions and controlling a 





The gas boiler and 
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concentrator provides steam for summer and 


cold water valve to the water coil, 
and the other set slightly lower than 
desired room conditions and control- 
ling a steam valve to the steam coil. 
Thus heating or cooling may be ob- 
tained as required. 

With the controls as outlined for 
heating and cooling, and the flexibil- 
ity of the lithium chloride cycle, a re- 
markably close control of conditions 
Furthermore, as each 
function is under individual control, 
automatic shift over to any particu- 
lar condition desired within the 
range of the equipment is possible. 
As an example, from a maintained 
condition of 73° temperature and 
45% humidity, the setting was made 


is. possible. 





maintained at 72° temperature 
and 45 humidity. This new temper- 
ature condition was reached by the 
cold water coils and the dehumidifi- 
cation by the lithium chloride con 
tactor without any bypass or reheat. 
The use of steam for summer has 
been explained and is apparent for 
winter. The gas boiler is tied in with 
the system to take care of both re- 
quirements. 
(Continued on page 108) 


and 











The 
1937 Edition 


of the 


American Gas Catalog 
and Handbook 


will be issued in December 


The data pages in the 1936 Edition 
will be revised and a large number 


of new charts and tables will be 
added. 


Its data pages will contain material 
of great reference value to every 
man responsible for the cperation 
of every department of the Gas 


Industry. 
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Every subscriber to American Gas 


Journal automatically receives 
his copy of the Handbook on 


publication. 


Manufacturers of equipment and 
appliances who advertise in the 
Handbook, keep their products 
constantly before the men who buy 
and recommend every item used 
in the production, distribution and 


utilization of gas. 
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The Old Stove Round-up 


Oklahoma Natural Gas Company and Dealers Join Forces to Mutual Benefit 


By 


American Gas Journal Correspondent 


LCCESSFULLY proving _ the 
practicability of establishing a 


buving wave of lasting effect 
through co-operative effort, the Okla- 
homa Natural Gas Company, with 
main offices in Tulsa, Oklahoma, re 
cently brought to a close a far-reach 
ing promotional campaign. “THI 


OLD STOVE ROUND-UP,” with 


advertising built around the old 
Western cattle round-up idea, 
brought enthusiastic acclaim from 


H. Vinton Potter, 
merchandise sales 
manager who di- 
rected the Old Stove 
Round-Up which en- 
listed the whole 
hearted support of 
dealers in sales pro- 
motion. 


both the dealers involved and the dis- 
trict managers. According to H, Vin 
ton Potter, merchandise man 
ager who directed the campaign, 
final records show the quota set for 
this six weeks’ period to have been 
surpassed by 319 sales and a gain of 
167% over the same period in 1936, 


sales 


aggregating in total sales, more than 
$228,000. Last year during the same 
six weeks,-1479 ranges were sold. 
We increased our quotas about 35% 
this vear, bringing the total quota to 
2.026 units. Our actual 
amounted to 2,545 units, 1.066 more 
than were made during the 
same period last year.” 

Three points were definitely set 
out as the aim of promotion incident 
to the “Old Stove-Round-Up.” They 
were: (1) To make people dissatis 
fed with their old cooking equip- 
ment. (2) 


ScIOUS ot 


sales 


sales 


To make customers con 
new, more convenient 
(3) To give a merchandis 
ing pick-up to this particular appli- 
ance, capable of carrying the twelve- 
month quota, with possibility of ex 
ceeding rt. 

The program was designed to 
show dealers that a co-operative ef- 
fort is far more productive of re- 
sults and profit and in starting a 
buying trend than any individual at- 
tempts might be. 


ranges. 








Space available does not per- 
mit giving details of all the 
activities of this comprehen- 
sive and successful campaign. 
Some of the high spots are 
however brought to the front 
and illustrated.—Ed. 











The initial selling of dealers on 
the idea was placed in the hands of 
the district managers, after plans 
were formulated and booklets made 
up describing the entire program. 
Dealer meetings were held in each 
of the eight districts. Participating 
dealers and their salesmen were 
asked to come to these meetings and 
the entire program was presented by 
the local sales manager, assisted by 
the Oklahoma Natural sales promo 
tion manager, John Warden. The 
idea that through co-operation extra 
results would be obtained was care- 
fully sold. 

Following meetings 

At the 
conferences two main points were 
emphasized—the need for employee 
load-building consciousness, and the 


these dealer 
came employee conferences, 


fact that employee co-operation in 
turning in prospects and talking up 
the Old Stove Round-Up could im- 
prove dealer sales. 

Besides initial instructions, regular 
weekly letters of instructions, reports 
on progress, and well-put encourage- 
ment were included in material from 
the main office. 

The tentative plan was to obtain a 
definite allowance policy from deal- 
ers, according to their individual sit- 
uations. The final plan was one of 
strict dealer co-operation with not 
too many suggestions as to how the 
dealer should operate his business. 
This was the first attempt of Okla- 
homa Natural Gas Company to enlist 
the whole-hearted support of dealers, 
so great care was exercised to prove 
its contention that concerted effort 
would profit the dealer most. 

Disposition of ranges taken in dur- 
ing this time was subject to the deal- 
er’s discretion. He relegated them. 
according to condition, to the used 
appliances department of his busi- 
ness, the second-hand dealer, or the 
junk buyer. 


Plain old “Ballyhoo” was em 
ployed at the beginning of this pro- 
gram to impress the existence of the 
“round-up” on the public. Parades 
were announced through newspapers, 
and just before the march, aerial 
bombs were set off near the business 
districts of the cities. Immediately 
preceding the firing of the bombs, 
local radio stations and newspapers 
were contacted so that people calling 
in would be told that their merchants 
were sponsoring an “Old = Stove 
Round-Up.” 

The Western Round-up motif was 
carried out in the parades in com- 
bination with automobiles of ancient 
vintage, covered wagons, and a com- 
parison of old-out-moded stoves with 
shining new equipment, People tak- 
ing part affected ten-gallon hats and 
other paraphernalia associated with 
the old West. The order of parades 
was somewhat as follows: 

A squad of motorcycle police; a 
cowboy band, on foot; a company 
truck loaded with old worn-out 
stoves, followed by several dealer 
trucks carrying their own lines of 
ranges. Some novelty feature 
centered the parade, such as a worn 
out Ford with a placard proclaiming 

You wouldn’t drive an old car. 
Then why use an antiquated gas 
range? Mounted Troops of Ameri- 
ca, an organization similar to Boy 


gas 





Example of poster used for window decora- 
tion. The rider on his Bucking Broncho car- 
ries out the Western Round-Up motif. 











and Girl Scouts and very popular 
through this section, made a 
picturesque addition to the parades 
Then came more trucks loaded with 
stoves, with a sound truck bringing 
up the rear. 

These sound trucks, hired at small 
expense to the company, carried all 
the insignia of the campaign promi- 
nently displayed, and made, between 
musical renditions, such announce 
ments as: 

“Ts your stove as Modern as the 
car you drive?” 

“Don’t go through another year 
with a worn out stove. Trade today 
for a Modern Gas Range.” 


ver\ 





wetmnien 
cn eaten sepia sone 
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Youthful riders who 
took part in the 
Tulsa street parade 
inaugurating the Old 
Stove Round-Up. 


clals, or in the corner of general 
dealer merchandising advertising. 
The main purpose in providing the 
mats was to assure abundant appear- 
ance of Old Stove Round-Up insig 
nia in the newspapers, to popularize 
the name and to establish it as an 
annual event. Responsibility for the 
placement of extra advertising was 
shouldered by the newspapers who 
gladly took the opportunity to sell 
additional space to local range deal- 
ers, thus relieving company sales 
managers. 

Small 1 x 6 teaser ads opened in 
local newspapers several days before 
the campaign began, with large Sun- 


‘By 
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This mat furnished dealers in two, three and four column width as official cam- 
paign identification cuts. The same design was used to illustrate envelope stuffer 
5’ x 3% mailed with statements to 125,000 customers of the Oklahoma Natural 
Gas Company. The inserts were also available for dealers use to send out with 


invoices and letters. 


“Why fuss with an old stove? You 
can buy a New and Modern Gas 
Range for only a few pennies a day.” 

All dealers reported increased store 
traffic and were enthusiastic over the 
extra business acquired as a result 
of the promotion. “These dealers, by 
the way, had never before realized 
the possibilities existing in merchan- 
dising ranges,” Mr. Potter reported. 

Each district manager received 
publicity releases, and mats depicting 
a mounted cowboy, whirling lariat in 
hand, chdsing a group of old-fash 
ioned stoves, racing away on rickety 
legs, the official campaign identifica- 
tion cut. These were available in 
one, two, three, and four column 
size, for company use and for use at 
the head of dealer “round-up” spe- 





elmerican Gas 


Journal 





OLD STOVE: 
ROUND-UP 











Single column mat furnished participating 
dealers to tie in their advertising with the 
Round-Up campaign. 


day announcements in metropolitan 
newspapers, and regular company 
advertising throughout the area for 
the entire six weeks, with dealer and 
jobber advertising affording ample 
supplement. Inserts went out with 
every monthly statement to all of the 
125,000 customers of the company. 

Dealers gave special window dis- 
play space to gas ranges. 

Radio stations carried spot an- 
nouncements of fifty words, timed to 
be heard by women listeners. 

The employee bonus plan adopted 
in this campaign provided any mem- 
ber of the gas company organization 
who turned in a lead between April 
5 and May 15, which resulted in a 
sale before September 1, would be 
credited in the Accounting Depart- 
Ikach lead 


ment for $1 on the deal. 











This kitchen assembled on the stage during the Home Service Director's lectures 
before the attendants of her cooking school. 
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_ STREAM. LINING THE FAMILY BUDGET 
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TRE UNITED GAS 
IMPROVEMENT 





ae service, and merchandising 
experts .. . we have mustered them all to the colors 
and passed their achievements on to the companies 
that operate under the U.G.1. banner. 


RESULT... during the six years from 1931 to 1936 inclu- 
sive, we have been able to effect rate reductions that 
totaled savings of $11,241,000, which is an average of 
$8.46 for every gas and electric customer in our system. 
Rate reductions that have opened the way to a fuller 
life for every house-holder. 


But there is one obstacle we haven’t been able to get 
around. During those same six years the TAXES we pay 
have jumped more than 75% —an increase equal to 
$4.41 for every customer we serve. In 1936, this one 
item of taxes alone amounted to an average of $9.97 
for each gas and electric customer served. 


We have to admit, it has cramped our style in ‘‘stream- 
lining the family budget’. 


C 0 Mi PA N y Dedicated to Serving The Public Better Since 1882. 


1937 








~ 
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procured in this way was given to 
two dealers to impress the importance 
of an immediate follow-up, thus as- 
suring quick results and prompt re- 
imbursement to the participating em- 
ployees. 

A “kitty” was formed to afford 
prizes to district sales managers. The 
“kitty” acquired one dollar for every 
ten ranges sold, with 25% of the 
total amount at the end of the 
“round-up” going to the sales man- 
ager in the high district, 20% to the 
second high man, 15% to the third 
high, 10% to the fourth, and the bal- 
ance divided between the eight dis- 
tricts on a per-range-sold basis. 


Cooks Tours 


The annual spring cooking school, 
proceeding under the name, COOKS 
TOURS, presented two to four day 
sessions by the Home Service De- 
partment, Mildred R. Clark, super- 
visor. The Cooks Tours covered 41 
towns giving demonstrations in 38 


¥. 
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schools in a total of 84 days. This 
year's attendance totaled 14,118 wo- 
men, 3,110 more than last year. To- 
tal cost, including general expense 
no advertising costs—was set at $2,- 
457.11, an average cost per customer 
contact of $.174. 

John H. Warden, General Sales 
Manager of the Oklahoma Natural 
Gas Company, wrote personal letters 
to all participants in the Old Stove 
Round-Up, expressing appreciation 
of co-operation and satisfaction with 
campaign results. 

“The Old Stove Round-up, which 
has just ended,” said Mr. Warden, 
“has far exceeded our fondest ex- 
pectations, 

“We appreciate the cooperation 
you have given us in this activity. 
The Round-up parades, the special 
displays, the cooking schools, store 
demonstrations, newspaper advertis- 
ing, etc., all produced a great amount 
of extra business because of your 
enthusiastic participation.” 


A. G. A. badinad Standards 
Effective January 1, 1938 


The A.G.A. Approval Require 
ments Committee, at its June 24 
meeting, adopted revised standards 
for domestic gas ranges, hotel and 
restaurant ranges, water heaters, 
draft hoods and semi-rigid tubing 
and fittings. These revisions are to 
become effective on January 1, 1938. 

Revised standards for domestic 
gas ranges eliminate the need for 
definite rating of ovens for use with 
city gases, and permit any rating 
provided the oven meets satisfactory 
performance requirements. A _ simi- 
lar standard for ranges used with 
propane gas has been in effect for 
about a year. A new standard on 
oven preheating inputs and maintain- 
ing rates was also adopted. 

Top section thermal efficiency re- 
quirements for domestic ranges have 
been increased for both natural and 
manufactured city gases, and for 
propane. 

Revisions also place limitations on 
pilot lighter consumption and on the 
use of aluminum tubing where it is 
in contact with insulating materials 
possessing other than a neutral re- 
action, 

The requirements for hotel and 
restaurant ranges have been corre- 
lated with applicable provisions of 
the domestic gas range standards, 
and with the listing requirements for 
various accessories. New require- 
ments for the efficiency of open top 





ranges in this class were established, 
both for ranges used with city gas 
and for those used with propane. 
The outstanding change in hotel and 
restaurant range requirements was 
the addition of standards for such 
ranges for use with propane gas and 
butane-air gas. 

Revisions of water heater stand- 
ards cover largely the automatic heat- 
ers. An added requirement for low 
recovery units calls for satisfactory 
combustion with draft hoods re- 
moved and plate placed over the flue 
outlet, to cover the c mtingency aris- 
ing from frequent installation of 
water heaters in kitchen and living 
quarters in this manner. 

All water heaters for use with 
gases having a specific gravity great- 
er than 1.0 must be equipped with a 
device which automatically shuts off 


the gas supply to all main burners 
and pilots in case the means of igni- 
tion becomes ineffective. 

All heaters must carry detailed in- 
structions for lighting to insure safe 
lighting of pilot and main burners. 
If temperature relief valves are pro- 
vided they must function at a lower 
temperature than formerly required. 

Performance requirements — for 
draft hoods have been entirely re- 
vised. Previous requirements were 
based upon the pressure drop through 
the hood when preheated air was 
passed through it at a definite tem- 
perature and velocity. The revisions 
provide two sets of performance re- 
quirements—one set governing draft 
hoods for use with converted central 
heating equipment, and a second set 
on draft hoods for use with gas 
water heaters and with gas converted 
water heating equipment. 

Tests required on dratt hoods are 
identical with the draft hood tests 
specified in most of the gas appli- 
ance standards. A listed gas conver- 
sion burner installed in a standard 
steam boiler is used for testing draft 
hoods for use with converted central 
heating equipment; a standard cir- 
culating tank water heater is used 
for testing draft hoods for use with 
gas water heaters and gas converted 
water heating equipment. This 
change enables manufacturers to du- 
plicate requirements tests in their 
own factories, whereas, the special 
equipment required heretofore made 
testing in their own plants imprac 
ticable. 

The exhibit of a horizontal draft 
hood in the previous standards has 
been replaced with a new type hori- 
zontal draft hood recently developed 
at the American Gas Association 
Testing Laboratories which shows 
better operating characteristics than 
the old type horizontal hood. 

Exhibits of fittings for semi-rigid 
tubing have been revised to conform 
with the 1937 specifications of the 
Society of Automotive Engineers. 
Specifications for tubing dimensions 
have also been altered to permit 


manufacturing tolerances in tubing 


wall thickness. Revised endurance 
tests on semi-rigid tubing were 
adopted to give more specific test 
procedures and to provide tests 
which would be more consistent with 
the conditions under which semi- 
rigid tubing is used in the field. 
Mimeographed copies of the re- 
vised standards have been distributed 
to all interested manufacturers. 
Printed forms are obtainable from 
the American Gas Association Test- 
Laboratories, 1032 East 62nd Street, 
Cleveland, Ohio, following — their 


adoption as American Standard. 
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Modern Gas Appliances 
and Accessories 


Heavy Duty Range Unit 


American Slove Company ré 


cently introduced in the heavy 
duty field a uniform heat cooking 
top which is exclusive on their 
Magic Chef ranges. These tops 
are made in a two-plate size to fit 


the 32” wide Magic Chef rang: 
and in a three-plate size to fit 
48” wide range. The 32” rang¢s 





Magic Chef Range 


strated here, shows clearl: 
huge, flexible heat capacity w! 
possible only through ingen 


Durner ana COOKINg pidie CONSII 





n 


ion. One cooking plate can 
set for a high temperature and th 
ther for a low temperature. 


yardless of the temperature 


rue, even neat is maintained 


the entire plate. 


% 


Giant Burner a Range Feature 


Roper ranges, designed by a 
leading stylist working with Roper 
engineers, have an individuality 
of appearance. 

The ‘Super-Speed” “Low Tem- 
perature’ oven burner for com- 
plete meal oven cooking as well 
as other oven operations... the 
two-way ‘Multi-Flame”’ burner 
with center simmer for ‘’Flavor- 


C - VAT om lacc’ . al} Y +} 

Olea! VV Ateriess COOKIN eee ine 
} aoa milo ; h n+ : 

roll-out proller with stogrll 


it 
the big roomy insulated oven 
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| Roper 
' Range 
) and 
i Giant 
Burner 
ind ther features contribute 


uch to the range’s popularity. 
One of the features is the 
Giants 


iant-Speed”’ burner which offers 
' 
I 


exceptional speed for large utensi 
peration 


Masterpiece Model Range 


new range which is sold 
Vulcan, Acorn and 
tradenames, includes all 
test developments in domes- 
tic gas ranges. Of special inter- 
est is the new type mantel back, 
and divided spring-balanced lift 
covers, aluminum speed simmer 
burners and newly developed 
oven burner, which heats oven un- 
usually fast, and yet is able to 
maintain temperature as low as 
225 degrees. These are just a 




















Masterpiece Model Range 


few of 45 features incorporated in 
this range. 

Manufactured by Standard Gas 
Equipment Corporation, New York, 
N. Y. 


Magic Chef Baking Unit 


The new Series 750 Magic Chef 
ensures excellent, uniform results 
because each deck operates inde- 
pendently of the other. The unique 
construction of this baker makes 
every inch of the deck good bak- 
ing area. There is no necessity 
for moving or shifting of bake 


di 





Magic Chef Baking Unit 


goods, consequently more baking 
can be done in a given time. 
Manufactured by American Stove 
Co., Cleveland, O. 














Range Has Exclusive Features 





In its current catalogue is described i 
siderable detail the ten ranges which ma 
the 1937 Estate line. 

Human interest photographs in the introduc 


tory section of the book illustrate the operatin 

advantages of many features which have been 
originated by The Estate Stove Comr 
are used exclusively in Estate 





























Model 535 Estate Range 


Worthy of special mention are the Estate Lev- 
eracks (moving a lever on the side of the range 


slides the oven racks in and out of the oven), 
the new radiant broiler burner, the aluminum 
griddle plate built into the table-top of the 


range, the new Speedex burner grates w! 
in combination with the Speedwell top and a 
new burner design, are said to produ in 
creased efficiency of 25 to 30 per cent. An in 
sulated cooker on a swinging arm in ut 
compartment is offered as an ac with 
several of the ranges, and on several models 
extension plates for the DeLuxe >] back 
give the effect of a completely ‘built-in’ rang: 

Manufactured by Estate Stove Co., Hamilt 
O. 
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Range With Many New Features 


The manufacturers of Grand gas ranges have 
provided in their new series shown here, many 
patented and exclusive features in both t] 
ular and custom price brackets. 

Starting at the top, the lamp 
“Lumiline bulb” gives an even di 
light over the entire cooking sur 
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definite sight saving qualities. In the back- 
jround is mounted an electric clock and a 
‘Minute Minder,’’ both of which are important 
for timing in modern cookery. 


+ 





























New Series “Grand” Ranges 


The cooking top is hinged and may be lifted 
for servicing and cleaning. The top burners 
are radically different from the conventional 
type, producing about 20% greater efficiency. 
In addition to the large 18” oven and the large 
broiler with the heavy cast aluminum broiler 
pan, there is a convenient combination oven 
and broiler, thermostatically controlled, which 
will do any job of broiling, roasting, baking, or 
oven meal cooking using much less gas than 
required in a regular oven. 

The Serve-Hot steam table in which food may 
be kept piping hot and ready for serving for a 
long time after cooking is completed provides a 
‘fourth dimension” to modern domestic science. 

Other features, such as a light in the oven, a 
cast aluminum griddle, and a roaster are all 
integral parts of this new cooking machine. 

Manufactured by The Cleveland Co-operative 
Stove Co., Cleveland, Ohio. 


Metrotherm 


A thermostat, mod- 
ern in design, is of- 
fered by General 
Controls under the 
trade name of '’Met- 
rotherm.” This ther- 
mostat contains a 
small rheostat for ad- 
justing the amount of 
heat acceleration. 

Further information 
may be had by writ- 
ing the manufacturer 
at 1370 Harrison St., 
San Francisco, Calif. 
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Flick-of-a-Finger Heating 


FEATURED IN THE 
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1937 LINE OF 


aSTATS GAS HEATERS 

















ESTATE IN-A-FLOOR HEATROLA 
Nos. 75-F, 45-F, 20-F 


Installed in the floor, between 
joists. Saves wall and floor 
space. Only the register face 
is visible and the control is 
all from above. Combustion 
chamber completely closed and 
flue connected. Three sizes. 





Bicesacs wants low-cost auto- 
matic heating — and gets it in the 
Estate Gas Heatrola. The twirl of a 
dial in the room thermostat sets the 
temperature — and holds it. Flick- 
of-a-finger heating is a tremendous 
talking point with Heatrola’s new 
and improved remote control. 


Here is the gas heating line that’s 
easy to merchandise and sell. Tried. 
Proved. Backed by one of the most 
famous names in heating. Send for 
Catalogue No. 115. The Estate 
Stove Company, Hamilton, Ohio. 








ESTATE GAS HEATROLA Nos. 247-147-97 


A striking new line of Heatrolas, encased 
in dark walnut ripple-finish cabinets, set 
off with chromium beading. Interior con- 
struction consists of specially designed 
radiating units of welded steel. Air tight. 
Gas tight. With lateral burner of unique 
design. Economical in operation. Two 
types of heat control available. Three sizes. 


ESTATE GAS HEATROLA Nos. 171-161 


A compact Heatrola with remarkable 
circulating power. Usually installed in 
front of fireplace. Gives cozy, cheerful 
low through mica door. Ideal for efficient 
Cessink of one or two rooms. Two sizes. 











78 
Pittsburg Watermatic 


The Pittsburg Watermatic has 
been constantly improved ihrougn 
engineering research and devel- 
opment. A flexible large area Dia- 
phragm Valve is now used as ithe 
actuating water motor. The large 
area of the Diaphragm insures 
successful operation of the heater 











Pittsburg Watermatic 


with low pressure water systems, 
while its flexibility allows the 
heater to be operated thermostati- 
cally at small streams by merely 
partially opening the faucet. 

The large amount of resistance 
through friction, has been elimi- 
nated by the flexible Diaphragm. 
The packed plunger has also been 
eliminated, thus doing away with 
service calls resulting from worn 
or bad packing. This feature can 
be readily appreciated by service 
men. 

The Pittsburg Watermatic is 
equipped with a simple snap ac- 
tion, fast, dependable safety 
mechanism which will shut off ihe 
gas supply in the event the pilot 
light should be extinguished. The 
pilot light is of the single jet Bun- 
sen type, thus reducing stand-by 
losses to a minimum. The single 
jet extends across a center burner 
port and impinges directly on the 
actuating element of the safety 
mechanism. Positive ignition is ob- 
tained in addition to safety, since 
the gas issuing from the burner 
port will instantly ignite if the pilot 
is lit or the actuating element will 
quickly shut the gas. supply 
through the snap action mech- 
anism. 

Tests over a period of severa! 
years under the most severe con- 
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ditions show this heater to be 
equally efficient where hard water 
is used—no liming and no clog- 
ging. 

Manufactured by Pittsburg 
Water Heater Corporation, Pitts- 
burgh, Pa. 


Pittsburg Model M-1 


Advanced engineering progress 
has been made in the Pittsburg 
line of Storage water heaters. The 
model M-1 is of an entirely new 
construction in that the combustion 
is controlled through flue channels 
scientifically designed and spaced 
around the tank to form the inner 
liner. Correct flue spacing around 
the tank is therefore always main- 
tained, which is practically impos- 
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Pittsburg Storage Heater 


sible to do in production with the 
cylindrical type inner liner. 

The proper size and correct 
number of flue channels are auto- 
matically punched on large 
presses, thus insuring uniform per- 
formance in all heaters. The uni- 
form efficiency of all production 
heaters is the same since the flue 
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spacings are all made on the 
same dies and equally spaced. 

All sheet sieel parts are treated 
by the Bonderizing process, giving 
the metal a rust resisting coat of 
metallic phosphates which coat 
becomes an integral part of the 
metal. 

This unit is equipped with 
aerated speed burner, automatic 
temperature control and automatic 
pilot light control. 

Manufactured by Pittsburg 
Water Heater Corporation, Pitts- 
burgh, Pa. 

” 
New Water Circulator 


This new water circulator is 
used to speed up circulation on 
hot water heating systems. It 
may be used alone for this pur- 
pose, or in conjunction with a Min- 
neapolis-Honeywell Flow Valve to 
provide fully automatic summer- 
winter hot water control. It is 
quiet in operation, leak-proof due 
to the packless seal which does 
not permit the oil to enter water or 
vice versa. Standard unit has 
built-in thermal overload cut-oui, 
and has a high starting iorque re- 
quiring only low starting current 
and offers no radio interference. 
This circulator is designed to pro- 
vide maximum capacity at mini- 
mum wattage input—has stainless 





steel drive shaft and bearings of 
high grade bronze. Installation is 
simple and very inexpensive. It is 
offered in sizes to fit 1 inch, 12 
inch, 2 inch and 3 inch pipe 
mains. Although 110 volt, 60 
cycle motors are standard, the 
Circulator is available for 220 
volts, 60 cycles and 110 or 220 
volts 25, 30, 40 or 50 cycles, or for 
115 or 230 volts D.C. 

Manufactured by the Minne- 
apolis-Honeywell Regulator Com- 
pany, Minneapolis, Minn. 
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STAR OF THE | 


PITTS 





Model M-!1 is made in the following sizes: 20, 25, 30 
and 45 gallons. 


Color:—A very beautiful soft ivory finish with the 
door and controls aluminum trim. White heaters on 
special order. 


We solicit your business on the full and complete 


/ 


TILITY’S LINE 


13 ] 


\URGS 


STORAGHMVEGXODEL M-! 


Special Features:—External flue with channelled lin- 
ings and sealed construction. All sheet metal parts 


are bonderized to prevent rust. Extra heavy insula- 
tion of Wyolite. Positive acting safety pilot with 
bimetallic strip. Burner constructed with drilled 
raised ports. 


line of 


PITTSBURG instantaneous, continuous flow, multicoil, booster, stor- 
age and tank heaters of all sizes. 


A PITTSBURG Heater for Every Type of Service 


THE PITTSBURG WATER HEATER CORPORATION 
PITTSBURGH, PENNSYLVANIA 
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“"Mirro-Shell” Water Heater 


The model of automatic gas 
water heater shown in adjoininc 
cut has met with much approval. 

This unit designed to supply up 
to 160 gallons of 90° rise hot water 
per household day, has a capac- 
ity of 30 gallons with 10,000 B.T.U. 
input per hour. 

Equipped with snap-action ther- 
mostat, safety pilot and low pres- 
sure regulator set for 3” water col- 
umn pressure and insulated with 
corrugated asbestos and rock- 
wool, this heater is very attractive 
in design, finish and color. 








Heat application combines radi- 
ation, reflection and absorption. 
Heat is generated by a small 
flame within the combustion 
chamber at the bottom of the heat- 
er. It is radiated through the 
walls of the combustion chamber 
and the brass tubes carrying the 
products of combusiton and is also 
reflected by a chromium plated 
metal surface behind the tubes 
through the walls of the boiler 
into the water. 

Manufactured by Handley 
Brown Heater Co., 289 E. Wash- 
ington Ave., Jackson, Mich. 
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Flueless Gas Boiler 


The patented design of HE Flue- 
less heating surface was first in- 
corporated into the construction of 
the Lattner industrial gas boiler. 

Demand for a flueless gas boiler 
was directly from the user. In 
certain sections of the country a 
tubular boiler seemed satisfactory 
and long lived. However in other 
ions the small boiler tubes 
necessary in a gas boiler could 
only be classified as potential 


TTOLIIDIC 
LOUSL 








By means of the HE Flueless 
heating surface a flueless boiler 
could be made equally efficient 
with the tubular type. It is mar- 
keted in sizes beginning at one 
horse power and up to and includ- 
ing eighteen horsepower. _Illus- 
tration shows the internally fired 
water leg type 8 H.P. size. 

Manufactured by P. M. Lattner 
Mfg. Co., Cedar Rapids, Ia. 


je—_ 


In-a-Floor Heatrola 


Because the floor furnace type of 
gas heater is increasing very fast 
in popularity, The Estate Stove 
Company is offering its In-a-Floor 
Heatrola in three sizes. Models 
75-F, 45-F and 20-F have hourly 
B.T.U. input ratings of 75,000, 
45,000 and 20,000 respectively. 





The illustrations show the 
unique lighting arrangement. To 
light the pilot burner you lift out 
the center section of the register 
face, pull up the pilot burner, light 
it and lower it into position, then 
turn on the gas cocks. All control 
is above the floor. 





The Estate line of gas heaters 
also includes several above-the- 
floor models, each in an assort- 
ment of sizes. An improved type 
of completely automatic heat con- 
trol is available with any of the 
heaters in the line. 

Manufactured by Estate Stove 
Co., Hamilton, O. 


% 
Day-Nite Time Switch 


Penn Electric Switch Co., 
Goshen, Indiana, announce its 
new Type 772 Tem-Clock, a Tele- 
chron electric clock with time 
switching mechanism, for auto- 
matically regulating lowered night 
temperature when used with Tem- 
trol (Penn's heat anticipating room 
thermostat). 

This new unit is more compact 
and attractive than the highly suc- 
cessful Type 770 Tem-Clock intro- 
duced last year by Penn, but is 
powered by the same low-voltage 
silent, enclosed, self-lubricating 
Telechron motor, self-starting fol- 
lowing current failure. 

The Type 772 Tem-Clock offers 
three control positions. (1) Auto- 
matic control of lowered night and 
normal day temperature. (2) Con- 
tinuous ‘HI’ temperature. (3) Con- 
tinuous '"LO” temperature. A con- 
venient, inconspicuous _ selector 
knob on the front of Tem-Clock 
may be set by the customer for 
either of these three positions. The 
time at which temperature will be 
lowered at night, and at which the 
burner will start to bring temper- 
ature back to normal day level in 
the morning may be set easily 
and changed as desired by the 
customer with equal ease. A sep- 
arate, calibrated setting dial in- 
dicates time setting for each. 
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IMMEDIATE 
INCREASED 
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M.S. 30-8-A 


Heating element and insulation com- 
bined—One complete unit at a low 
first cost. 

Quickly installed by one man. 

No liming, sediment or circulating 
troubles. 

24 gauge steel jacket; attractive 
two color Morocco finish. 
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GAS CONSUMPTION 
BY CONVERTING RANGE BOILERS 
INTO AUTOMATIC GAS HEATERS 











so CUNT rr. 
MIRRO-SHELL 
\O 0 O O/ 


The revolutionary new method that easily and cheaply con- 
verts OLD or NEW Range Boilers into highly efficient attrac- 


tive automatic gas water heaters. 





MS 30-4-A— for 30 gallon tank. 4,500 B.T.U. Input. 
85 gallons per day capacity. 


MS 30-8-A— for 30 gallon tank. 10,000 B.T.U. Input. 
160 gallons per day capacity. 


MS 40-5-A— for 40 gallon tank. 5,500 B.T.U. Input. 
120 gallons per day capacity. 


For Complete Details, Data and Prices 


WRITE 


HANDLEY-BROWN HEATER CO. 


JACKSON, MICHIGAN 





Developers and 


Pioneers of the Low-input Gas Water Heater 
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New Burner Design on These 

Ranges 

In their recent catc log oe Glen- 
wood Range Compa plac 
great emphasis on their ne 
“Dual-Thrift’ simmer-center toy 
burners. Economy of operation 


amd the convenience of a wide 
range of controlled temperatures 
are among the features of this 
new burner. 


“Dual-Thrift" Burner 





Ten new Glenwood ran 
ture this burner. The ill a 
tions show the 5200 series with 
divided cooking top and Mone! 


Metal center work space and has 
an extra large oven operating on 


: - ’ . , , 
Glenwood's_ re-circulating heat 
} principle. There is also a small 


economy oven tor pastry anda 

: small roasts. The broiling 0 oven is 

the ball-bearing, drop-doo ripe 
and has the Glenwood 

{ Searing broiler pan in 


4 





Glenwood 200 Series 


finish. This range is also ava 
able with high broiler in place o 
gc oven and in a six-top-burr 
Sag 
nodel. 
"The OO) Casas mm lal toa 2F 
ihe ZUU overlies mode! is ad Sd 
inch range with 16-inch oven and 
al ll-beari ing, draw-out, drop~door 
“ss = 
Sh aaenp nae ‘ner ge ale em 
BWwitddiwe WY Dil. We#E 24 72411 L448 OS > ~ 
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Glenwood 5200 Series 


Searing broiler pan is standard 
equipment and prov ides working 
ace adjacent each burner, and 
ncreased top cooking capacity. 


Storage compartments on both 
sides offer added convenience. 


Combined heat control and oven 
oc] concealed in right 
compartment. Clock Reminder 
built into back rail is standard 


equipment. This range is also 

available with red trim on 

andles, gas cocks, clock remind- 
er and name plate 

; — ce 

nul \zienwooad 


Range Co., Taunton, Mass. 
BS 


Radiant Gas Conversion Burner 


American Gas Journal 


jets of burning gas from the one 
element, acting as a burner, con- 
tact fins or ribs on the adjacent 
element and heat it to a high de- 
gree of radiancy. This high radi- 
ant temperature appears in the 
furnace as a glowing bed of coals. 
The design of this ceramic ele- 
ment is such that the lower portion 
remains quite cool. Since only the 
fins or ribs attain a high degree 
of heat, the elements retain their 
shape without unusual stresses or 
strains. During the four years that 
they have been in use it has not 
been necessary to replace any of 
these elements because of break- 
age. 

When started cold the radiants 
attain a temperature of well above 
1200 degrees on the rib or fin por- 
tion in less than 60 seconds. The 
manufacturers rest their claims for 
the superiority of this construction 
on the fact that radiant heat is the 
quickest and the most intense and 
therefore the most economical. 


These burners are adaptable for 
use with all types of gas. They are 
fitted with adjustable spuds and 
the primary air shutters open and 
close with the movements of the 
gas motor valve to prevent ob- 
jectionable noises and flash back. 


The manufacturers claim for 
their design economy of installa- 
tion and a minimum of mainten- 
ance cost as there is a minimum 
number of loose parts to be placed 
inside the firebox when installed. 
This type of burner has a further 
advantage in the fact that the 
maximum amount of gas may be 
burned per square foot of grate 
area, yet when installed in over- 
size equipment, it is not necessary 
that the burner be distributed over 
the entire grate area. It fits as well 
into a round as into a square or 











The Peerless-Bellamy Radiant 
Conversion Burner for gas, rapidly 
becoming known among the gas 
companies is described by the 

> acturers as follows. 

e ceramic elements full ad- 

a ye is taken of the superior 

es of refractory clays to pro- 

e Each refractor lement 
xctive as a burner while passively 

s adiant. These elements are 
r side side so that the 


< a 
obiong tirebox because radiani 
| 
See eee ae eee 
1iSUl travels wiin ecqudi int tiSily 


in all directions. 
Made by Peerless Manufactur- 


~~ 
nhs ATTRAC AnN Tonev le Ky 
£2249 WW PUI, LOUISVLUI!e, 7. 
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FOR YOUR CUSTOMERS AND FOR YOU 


Here are two completely new Glenwood Gas Ranges that give you all 
the answers. Between the De Luxe 5200 Series and the 200 Series there 
are combinations of equipment and features to meet every requirement 
of price and cooking service. 


5200 Series (left) in three De Luxe styles. Four-burner divided cooking 
top. Six-burner top. Separate pastry oven. Separate high broiling oven. 


200 Series (right) in two styles. Compact 36” range with large roasting 
oven and draw-out, roller-bearing broiling oven. With and without 
“Dual Thrift” burners. 

Send for Catalog No. 17 


Glenwood 


Makes Cooking Easy” 





GLENWOOD RANGE CO., TAUNTON, MASS. 





83 








Dual Thrift 


BURNERS 








Unapproached EFFICIENCY 
New Cooking CONVENIENCE 
Maximum FLEXIBILITY 
Modernized FOOD ECONOMY 
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Moncriet Air Conditioner 


The outstanding features of the newly designed Mon- 
crief Gas Winter Air Conditioners > style, conven- 
ience and economy. Finished in fine-grain green 
crackle, they express modern appliance design. The 
cabinet is air-space insulated, and panels in front and 
on all sides make the interior very accessible. Panels 








can be removed at any time without disturbing top or 
base. A metal floor makes the cabinet dust and leak 
proof. 


The heating sections develop high efficiency because 
of the high ratio of radiating 3 surface with relation to 
gas input—2705 square inches to a 40,000 B.t.u. burner. 
Radiating fins cast solid with the heating sections 
greatly increase saibctiees surf 




















Gas travel is prolonged by entra g passages so 
that the products of combustion are require jive the 
utmost available heat, with co 1e1 stack 
perature. These passages are accessible through large 
openings in the fronts of the heating sections, making 
inspection and cleaning of the int am ¢€ r matter. 
The doors of the openings are { bolts 
or screws. 

These air conditio oners are equipped with a comple- 
ment of aulomatic regulating devices of proved relia- 
bility. 

Made by Henry Furnace & Foundry Co., Cleveland 


Ohio. 
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Automatic Heating Boiler 


Illustration shows a gas heating boiler adapt- 
able for use in every size of residence and 
smaller commercial buildings. The boiler and 
all controls are enclosed in a steel jacket fin- : 
ished in French Grey baked enamel which will 
not mar or scuff. Chromium trimmings at the 
base and top add to the attractiveness of the 
unit. 
A large area of heating surface is provided. 
The flueways are tapered—being larger at the 
bottom than at the top, with baffles which shunt 
the gases from side to side to provide for max- 
imum heat absorption. A large steam releas- 
ing area combined with large nipple ways be- 
tween sections promote rapid circulation, quick 
steaming and a steady waterline. 











National Radiator Co. Boiler 


All controls necessary for complete automatic 
eating are furnished with the boilers, and are 
readily accessible for inspection and adjust- 
ment. The steam boilers range from 300 to 
2250 sq. ft. A. G. A. rating. The water boilers 
have capacities beginning at 480 sq. ft. and 
range to 3600 sa. ft. 


h 























Kennedy : _"< : 
Radiant Manufac ctured by National Radiator Co. 
Broiler Johnstown, Pa 
® + 
lso making of toast. _Made n 4 
burner, 2 burner and counter broil- 
er types. Manufacturers state that 
it reaches broiling temperature in 
9 to 10 minutes and has a gas con- 
Sl aaeicus about half that of other 
types. 
anufactured by Radiant 
n adjust- Equipment Corporation, 1728 
able lly effec- Grand Central Terminal Bldc., 


sy 
neats and New Yor 




























Lo-Water Cut-Off 


The Minneapolis-Honeywell Lo- 
Water Cut-off, now available at a 
new low price, has many new and 
vital features which include quick 
installation, flexible mounting, 
alarm or signal circuit, easily ac- 
cessible, improved mercury switch 
and Minneapolis-Honeywell qual- 
ity throughout. Boiler protection 
is essential for steam and vapor 
systems. This Cut-off can be in- 
stalled according to the ASME 
boiler code—or in the gauge glass 
fittings of the boiler with the re- 
sulting saving in labor and ma- 
terial. It is designed to fit stand- 
ard half inch gauge glass open- 
ings. An unusual installation fea- 
ture is that the lower fitting may 
be readily removed if there is not 
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enough room to swing the entire 
assembly. A copper tube be- 
tween mountings can be cut to ac- 
commodate various center dimen- 
sions and easily shaped to allow 
for any slight misalignment. The 
switching mechanism may be re- 
moved without dismounting the in- 
strument from the boiler. This 
Cut-off is designed for use with 
pressures not exceeding ten 
pounds per square inch. The 
electrical rating is 10 amps. at 110 
volts and 5 amps. at 220 volts with 
motor rating at % H.P.R.I. and % 
H.P.S.P. A manual reset is also 
obtainable at slight additional cost 
to necessitate manual attention, 
to restore burner operation. 
Manufactured by the Minne- 
apolis-Honeywell Regulator Com- 


pany, Minneapolis, Minn. 























New Streamline Design 
JOHNSON 








Luminous ConveERTER 








Write For New 
Free Booklet 


Giving Full Details 
Codartapids BEDS CoG: 





<— ACTUAL SIZE! 


Greater Efficiency! 
Greater Economy! 
Greater Dependability! 


A new streamline design makes the im- 
proved Johnson Luminous Converter even 
more powerful, efficient and economical to 
operate. Free and unimpeded air-flow to the 
point of ignition produces more complete com- 
bustion of the gas. Greater heating value from 
units of fuel consumed is the net result. Im- 
proved Bi-Metal Element cuts off main gas 
supply in the event of pilot failure. This sen- 
sational burner is easily installed, practically 
trouble-free, and so economical to operate that 
home owners become enthusiastic boosters of 
gas as a domestic heating fuel. Here is a 
burner that you can take effectively into the 
huge market of medium and low income home 
owners. 
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“Variety” Bake Oven 


opeed' luction of 
is pa 1 goods at one time 
In outstanding feature 





fartin “Variety’’ Bake Oven 





eri ovens made 
ux jual heated units 
each being assembled from emery 
ard parts. Each unit has individ- 
1al thermostatic control and ope- 
rates independent of adjoining 
units so tha e may be held a 
35 whil ea her perates a 
oC 


<3 . “tir ‘ soyt “yrelian rD 
A Circuliain neat sysiem e- 


ts in even daistripution ol tem- 


uniform 





nd require 
eis resita ints 
etc 
lustrates meth 
-onstruction. 


p Lexinat Ay e 
NT ~Tar y ~“y - 
Nlixon Control New York 
New Gas Controls 
New controls of interest to the 
gas industry are the Klixon EDV4 


electrically operated gas valve 


and the Klixon C4300 series 


automatic out-pilot shutoff valv 
recently announced by Spen 
Thermostat Company of Attlebo 


Massachusetts. 
The EDV4 valve 

Spencer disc actuate 

electric head and 


or flutter. Operating time 

of approximately 30 seconds 
and “on” is unaffected by an 
temperature changes. Siz 





100, 000 to | 195,000 B.1 
Thermal head draw 

















pilot They are sectional, in that an 
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Single unit Martin oven with part of side removed 


110 es high inside; another for roast- 


Brown ing which is 11% inches high in- 


side. 


t ly 

valves combine a pilot combination of ovens can be 
= bi and a snap- ‘acting disc op- made. Either closed base, or legs 
ste ted main valve in integral as- are furnished. 





; , ‘ 
1anufactured run irom 
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B.T.U. per hour with a va- 
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bly. Should the pilot go out, 
main valve snaps shut with a 
minimum of delay. —? a be 
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Multiple Heat Bake Oven 


nese ovens are daiso turnisnea 
n cabinet styie, with tour paking 


ovens; two iehraee ng ovens; or two 


making it possible to use as many 


decks all with different tempera- 

tures, for various types of food 
Man wufactured | by Standard Gas 

Equipment Corp., New York, N. Y 
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New Six Top Burner Model oven, bein 
oven, heat 


A new Detroit Jewel range has . mo 
sumes less fuel 


7 ; can be used 
six top burners, also two ovens eageicipe . Com Se wee 
one a large baking oven, the other SS ee Pepe Oven when 
a smaller pastry oven. Each the large capacity is not required. 


roiler is drawer type, operating 
on roller bearings and equipped 
with chrome pan and chrome 
smokeless grill of large capacity. 


‘ee ‘oe 
~UVVS1 ‘VU 


Other features include: folding 

p, flush cooking top, 
chrome finish top burners with 
simmer burner on each burner, 
chrome finish burner pans, oven 
bottom tray slides out for easy 


cleanin a 





May be equipped with lamps 

ind condiment sets, automatic 

} } \ 

oven lighters (gas or electric type), 

. ana other ieatures including ce 
Detroit Jewel Range 6 ‘ 





oven is well insulated and equip- 


ped with automatic oven heat con- Manufactured by Detroit-Michi 
trol with control dials located on yan Stove Company, Detroit, 
the valve panel. The pastry Michigan. 

+ 





Speedy Production of a Large 
Variety of Baked Goods 
That's what the MARTIN “Variety” Oven offers for 


Bakeries ; 
Hotels 
Schools 
Clubs 
Restaurants 
Hospitals 
Churches 


Chain Stores 

By the use of a circulat- 
ing heat system, heat is 
evenly distributed and 
they are more economic 
in gas consumption than 
most direct heat ovens. 
Cake, bread and pastry 
can be baked at the 
same time. Their de- 
sign and finish dress up 
any bakery, restaurant 
or kitchen. 

They replace other fuels 
and obsolete gas equip- 
ment. 

Ask for descriptive data 
and selling aids for 
salesmen. 


Martin Oven Co. 


420 Lexington Ave. 
New York 























87 


Heavy Duty Ranges 


Available in three top styles 
(1) all hot top (illustrated), (2) open 
top with 6 burners, (3) fry top. 
Sides of fronts extended so that 
ranges can be placed in battery 
without the use of filler strips be- 
tween units. Fronts of blue pol- 
ished steel. These are features of 
“Garland” Heavy Duty Ranges. 

On the all hot top model, cook- 
ing top is heated by nine multi-jet 
burners which form a solid shee 
of spreading flame under the rein- 
forced cast iron top. Burners pro- 
duce intense heat quickly and 
with efficient fuel combustion. 
Heat is concentrated in front and 
middle of cooking top and grad- 
1ated toward edges and back. 


— 











Garland Range 
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A reliable oven heat control auto 
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LAVA 


at the 
Point of 
Combustion 


BURNERS— 
PILOTS 
TIPS—CAPS 


ALCO LAVA 
BURNERS and 
TIPS are and 
have been promi- 
nent in the de- 
velopment of Gas 
3urning appara- 
tus. 


NON- 
CARBONIZING 


NON- 
CORROSIVE 
The material is 
easily adaptable 
to the shapes re- 
quired—and eco- 
nomical in com- 
parison with 
value received. 


Send sketch or 
sample of de- 
signs required— 
estimates cheer- 
fully supplied. 


Ask for special 
gas burner book- 
let. 


Sole licensees for 
Barber (Surface) 
and Clark Industrial 
Burner Tips. 


Also manufacturers 


ALSIMAG, — die-pressed - 


heat resisting insulation. 


AMERICAN LAVA 
CORPORATION 


Chattanooga, Tennessee 
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Luminous Flame Converter 


Designed to eliminate obstruc- 
tions which might impede the 
movement of secondary air to the 
ports the Johnson Luminous Flame 
Converter claims greater heating 
value from units of fuel consumed. 





The standard assembly for 
home heating installations in- 
cludes the converter burner head 
as shown, complete with safety 
pilot and adjustable orifice tee. 

Automatic Control assembly in- 
cludes Minneapolis-Honeywell V- 
15-5 Valve or V-16 solenoid valve 
and T-ll <Acratherm. An im- 
proved bi-metal element (shown 
on the right of illustration) controls 
main gas supply in case of pilot 
failure. 

A suitable unit for low cost gas 
home heating installations. Man- 
ufactured by Johnson Gas Appli- 
ance Co., Cedar Rapids, Iowa. 


* 
Day-Nite Temtrol 


emtrol (Penn's heat antici- 
pating room thermostat) has 
proved to be a popularity leader 
in the heat control line of the Penn 

ectric Switch Co., Goshen, Ind., 
the past year. This control, known 
as the Type 860, for Day-Nite tem- 
perature regulation with Penn's 
Tem-Clock, is designed with the 
adjusting dial at the top and with 
a recessed thermometer, for table 
height mounting. 


ony 
i 


hus located, and because of its 


heat anticipating feature, the Type 
860 Temtrol gives extremely close 
temperature regulation in the “four 
foot zone,” named by Penn, the 
Comfort Zone. The claimed ad- 
vantages of Penn’s Comfort Zone 











Temtrol and Tem-Clock 


Control are not sacrificed for auto- 
matically lowered night temper- 
ature, inasmuch as the time 
switching mechanism, Tem-Clock, 
is a separate instrument and may 
be mounted at eye level in any 
room selected by the customer. 

Type 860 Temtrol is finished in 
satin silver bronze and is styled 
to harmonize with the company’s 
Type 772 Tem-Clock. 


oa 
Controls for Bottled Gas 


During the past few years Bot- 
tled gases such as Propane, 
Butane, etc., have enjoyed a 
sharply increased demand. 

The high B.T.U. content of these 
gases, together with the fact that 
they are heavier than air, make it 
necessary to provide appliance 
controls of a somewhat different 
design than heretofore used with 
natural or manufactured fuel. 





The Titan Valve & Manufactur- 
ing Co. of Cleveland, Ohio, after 
considerable research has per- 
fected and is now supplying a 
snap-action thermostat and safety 
pilot for use on Bottled gas water 
heaters. 

These controls are now avail- 
able in %” and 2” I.P.S. gas con- 
nections. 
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Stepping Up the Sales of Major Gas 
Appliances 


W. B. Stoddard interviews P. G. Burns of Minneapolis 


ee PINIONS differ regarding 

the selling of major gas ap- 

plances,” said P. G. Burns. 
commercial manager of the Minne- 
apolis Gas Light Co., Minneapolis, 
Minn. “Some think it is better to 
have their outside salesmen concen- 
trate on a single appliance, such as 
a range, or a refrigerator; others, 
that it is better for him to sell the 
complete line of gas appliances. We 
have tried both plans, and have come 
to the conclusion that the latter is 
the better. Many houses that have 
changed to gas heat are in the market 
for a number of appliances. They 
would rather deal with one man, in 
whom they have acquired confidence, 
than to be solicited by a refrigerator 
salesman, hot water man, or range 
representative. Accordingly, all of 
our representatives now sell our com- 
plete line. 

“We have two crews of salesmen, 
of approximately 50 each. One sells 
gas heat; the other, gas appliances. 
All of the men spend a portion of 
their time on the salesroom floor, 
and it is here that many of their 
prospects are developed. If a deal 
is not closed on the floor, but the 
party seems interested, his name and 
address goes on file. Each salesman 
has a certain definite territory, which 
is his exclusively, and unless a sale 
is actually closed by the floor sales- 
man, the interested party becomes 
the prospect of the man in whose ter- 
ritory he is located. Of course the 
men develop many of their own pros- 
pects outside, either through friends, 
or through contractors, builders and 
realtors, with all of whom they make 
il a practice to be on good terms. In 
going to a home to sell one appliance 
they are able to check up on the gas 
appliances possessed by the house- 
holder, and to suggest others. They 
make it a special point to suggest 
some new gas unit for Christmas, 
and for Mother’s Day—the two days 
when gifts that will give Mother 
comfort, convenience and more leis- 
ure are especially appropriate. 

“They work in close co-operation 
with the corps of house heating sales- 
men, for when a new gas heating 
unit has been installed, the house- 
holder is usually so pleased with its 
convenience that he is in the mood 


to be sold other gas conveniences 
such as a refrigerator, a newer 
model gas range, or a hot water heat- 
er—all of which are sold on monthly 
payments, if desired. 

“One of the most effective pub- 
licity. methods for our appliances is 
the many attractive displays of same 
in our large new modern salesroom 
and offices. People paying their 
monthly gas bills cannot fail to note 
them. For instance, to the left of the 
main entrance are two rooms, one de 
voted to water heaters, and the other 
to refrigerators. An appliance sales- 
man is always on hand in each of 
them to give information regarding 
their use and installation. Both 
rooms have soft carpets, and easy 
chairs of modern design, which face 
modern cabinets of navy hue, trim- 
med in chrome, the interiors backed 
with pale blue and indirectly illumi- 
nated. The heater cabinet shows four 
heaters of different design, with 
block letters above it ‘Heat Water 
with Gas.’ The second room is simi- 
larly fitted up and has a six unit 
cabinet showing six different sizes 
and types of refrigerators, with the 
message ‘Electrolux Silent Gas Re- 
frigerators.’ Seated at their ease, 
prospects are given full information, 
and furnished with folders for 
further perusal, supplied by the 
manufacturers. ts 

“Passing down the long salesroom, 
one comes next to a booth devoted 
to gas conversion burners. It is di- 
vided into two portions, and a can 
vas sign extending entirely across 
the booth says ‘The Same Furnace 

but what a_ difference in the 
Room.’ The first shows an old style 
coal furnace, with a pile of dusty 
coal, kindling, old papers, ashes, and 
the general litter associated with fur- 
naces, as well as an old broom and 
big coal shovel. The other shows a 
modern gas conversion burner in- 
stalled in the furnace, which is 
painted white, as there is no dust, 
soot or ashes to disfigure it now. 
The floor is as clean as are any of 
the main floors—and the room is 
now ready to be converted into a 
play room or den. At the end of the 
booth is shown one of the conversion 
burners at work. 

“Much of our success in putting 
over appliance sales is due to our 


89 


attention getting window displays, 
under the supervision of V. C. Lut- 
ter, display manager. We feature 
only one appliance in each window, 
and there is something new each 
week. During the fishing season he 
linked up with this sport, showing a 
small boy fishing in a stream, and 
close by a gas refrigerator—not a 
sound coming from either. 

“A little stunt that directed wide 
attention to our lines recently was 
our Nut Contest. We showed in the 
window a great basket of ‘nuts from 
brown October’s wood.’ There were 
nuts of all sizes, shapes and varieties, 
and we invited the general public to 
estimate the number of nuts in the 
basket. Cards for entering the con- 
test could be had at the office—the 
whole thing being arranged to focus 
attention upon our line of gas con- 
veniences. The first prize was a gas 
conversion burner; second, hot water 
heater; third to seventh, a Radient- 
fire each. All of these were displayed 
in the window. Cards suggested “Get 
your gas appliances NOW and avoid 
the winter rush.” 

“Each salesman is paid a certain 
definite salary, plus a commission on 
all units sold. There is no established 
quota that one must fill before re 
ceiving a commission, but the rec- 
ords of each man are constantly be- 
fore us, and unless he displays real 
selling ability a salesman does not 
last long. 

“With the gradual upturn of busi- 
ness sales all along the line are im- 
proving, and people who for several 
years have been wanting a new 
range, or a silent refrigerator are 
now gratifying their desire, so the 
outlook for business is excellent.” 

“Toward the rear of the room, 
near cashier’s desk are two model 
gas kitchens, one in ivory, the other 
in rose. The built-in fixtures were 
supplied through the courtesy of a 
local building firm, but each kitchen 
is equipped with a gas refrigerator, 
hot water heater and the latest model 
gas range. In one of them is a do- 
mestic science expert, who gives pe- 
riodical demonstrations of cooking 
and canning. She does no selling 
whatever—and is there solely to 
serve the housewives and advise 
them regarding their housekeeping 
problems. She is thoroughly con- 
versant with the gas refrigerator, 
heater and range, however, and can 
give any information regarding their 
operation. The object of her pres- 
ence is to convince housewives of the 
superiority of gas operated appli- 
ances. She has typed recipes of 
everything she cooks, which are giv- 
en out to all visitors. 
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Higher Gas Rates Disapproved by 
Illinois Commission 


The Illinois commission, in an extended 
opinion, disposed of claims by The Peo- 
ples Gas Light and Coke Company for 
higher gas rates and annulled proposed 
rate schedules. The commission deter- 
mined a rate base by consideration of re- 
production cost and original cost, reject 
ing a claim for reproduction cost as a 
rate basis. A return of 5.95 per cent was 
held to be fair. 

Deduction was made for accrued de- 
preciation after consideration of func- 
tional depreciation as well as observed 
condition of the property. No separate 
allowance was made for going concern 
value. A claim for working capital allow- 
ance was reduced in view of the average 
time required between rendition of gas 
service and collection, credit extended to 
the company as an offset to credit ex 
tended to customers, and accumulatior 
of cash for tax payments at a future date 

Original cost rather than reproduction 
cost was held to be the proper basis for 
annual depreciation allowance. The com- 
mission ruled that there could be no re- 
quirement that the present ratepayers be 
asked to pay as depreciation expenses to 
be met out of current revenues any greater 
amount than the actual loss caused by 
depreciation in a year at the present tim« 
so long as the account of depreciation de 
ducted from cost new in arriving at pres- 
ent value was taken as the actually exist- 
ing depreciation. 

Allowance was made for new business 
expense, but it was held that losses and 
expenses on merchandising operations 
should not be allowed where merchandise 
was sold primarily for direct profit rather 
than for the purpose of inducing greater 
use of gas. 


Gas Output At High Point 


Texas produced 1,683,843,000 feet of gas 
daily in May from 2,820 wells in 313 gas 
reservoirs, according to the State Rail- 
road Commission. 

The report showed 1,073,995,000 feet of 
sweet gas from 2,490 wells and 609,848,000 
feet of sour gas from 330 wells. 

Disposition of the dry gas was 56.43 
per cent for light and fuel. 59 per cent 
for gas lift and repressure, 3.61 per cent 
for lease and drilling operations and 39.37 
per cent to plants for gasoline extraction. 

A total of 2,051,184,000 feet of gas was 
processed by 127 gasoline plants which re- 
covered 1,978,160 gallons of 27-70 grade 
gasoline. 

Thirty-six carbon black plants reported 
811,663,000 feet of residue gas burned to 
produce 1,319,484 pounds of carbon black 
daily. They averaged 1.63 pounds of black 
per 1,000 feet of residue gas. 





Colonel Burrell V.P. of Atlantic 
States Gas Co. 


The election of Col. George A. Burrell, 
well-known gas engineer, to the vice 
presidency of Atlantic States Gas Co., 
Inc., has just been announced from the 
company’s offices at 50 Broadway, New 
York City. 

Among gas engineers Col. Burrell is 
known as the scientist who discovered the 
rich helium reserves near Petrolea, Tex., 
during the World War, as the inventor 
of the Burrell standard fireman’s gas 
mask, and as co-inventor of the Burrell- 
Oberfell process for extracting gasoline 
from natural gas by the charcoal process. 
Col. Burrell spent 1930 and 1931 in Rus- 
sia helping direct modernization of that 
country’s natural gas industry. 

In recent vears Col. Burrell has been 
devoting a major part of his time to 
liquefied natural gas. With an associate, 





COL. GEORGE A. BURRELL 


B. B. Stroud, he helped form Atlantic 
States Gas Co. Inc, in February, 1936. 
Since then he has been a director and 
operating manager of the company which 
supplies liquid gas in underground tanks 
for cooking, water heating, and refrigera- 
tion fuel for farm and rural community 
customers beyond the reaches of pipe 
gas mains. He also is president of the 
Burrell Technical Supply Co., and the 
Burrell-Mase Engineering Co., Pittsburgh. 

In conjunction with the announcement 
of Col. Burrell’s election to its vice pres- 
idency, Atlantic States Gas also an- 
nounced a contract to supply liquefied gas 
for fuel for the largest rotary lime kiln 
in the world at the plant of the Chemical 
Lime Co., Bellefonte, Pa. 

Col. Burrell holds the distinguished 
service medal from the U. S. Govern- 
ment, the Lamme medal for attainments 
in engineering from Ohio State Univer- 
sity, his alma mater; and an honorary 
doctorate of science from Wesleyan Uni- 
versity, Middletown, Conn 


Odorization of Gas in Texas 


Odorization of natural gas in the 300 
towns served by the Lone Star Gas Com- 
pany was started late in July by company 
engineers, in accordance with a law passed 
by the Texas Legislature. The odorant 
was introduced into Lone Star’s main line 
at Gordon on July 26 and on the follow- 
ing day at Trinidad. The entire project 
was scheduled to be completed in less than 
a month, with the odorant to be introduced 
at Chillicothe, and Fox and Hollis, Okla- 
homa, and a number of intermediate pipe 
iine points. From these points the odor- 
ant travels to the various towns and cities 
over the system. 

The Texas Railroad Commission on 
July 27 issued its order promulgating rules 
for injection of malodorants in gas sold 
for private and commercial use. Lone Star 
began its odorization project prior to is- 
suance of the order to have the work com- 
pleted before the fall and winter demand 
for gas starts, officials pointed out. 

The order directs that the malodorant 
used shall be harmless and neither toxic 
nor nauseating, non-corrosive to. steel, 
iron, brass, bronze or leather, and insol- 
uble in water. No specific type of the 
malodorant agent is specified but when in- 
troduced into liquefied petroleum gas must 
be of such distinctive odor as to indicate 
the presence of gas in concentrations not 
greater than one-half of 1 per cent by 
volume, and in natural gas to indicate the 
presence of concentrations not greater 
than 1 per cent by volume. 

Advertisements, advising customers that 
the company was to odorize its gas ap- 
peared in newspapers over the system. 
The advertisements pointed out that con- 
sumers should call their plumbers in case 
of a leak in piping or connections. Many 
newspapers over the system carried 
articles announcing the odorization pro- 
sect. 
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ARC Welding Award Progress 


Industrial professional men from every 
state of the Union have expressed inter- 
est in the $200,000 Award Program spon- 
sored by The James F. Lincoln Arc 
Welding Foundation, Cleveland, Ohio. 
According to an announcement received 
from the Foundation, requests for the 
book of Rules and Conditions have come 
from approximately 1000 cities and towns 
representing every state. By far the 
larger majority of the inquiries have been 
from engineers, designers and architects. 

The widespread interest is, of course, 
due primarily to the number and size of 
the awards. There are a total of 446 
separate awards ranging from $100 to 
$10,000. The grand award is $13,700. In- 
dividuals engaged in the design, engineer- 
ing; manufacture, fabrication or construc- 
tion of any product or structure of metal 
may participate. 
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Industrial 
GAS CONTROL 








Cross-Section View — REYNOLDS Dead Weight 
— Single Balanced Valve, Toggle Type Regulator 





* Greater capacity .. . increased range. . 
quicker response .. . these are decided advan- 
tages of Reynolds Improved Gas Regulators for 
industrial control. They assure smooth, constant 
outlet pressure and volume even though inlet 
pressure and volume are irregular. Manufac- 
tured in single or double valve construction, 
Reynolds Industrial Regulators are proved by 
performance in factory tests and on installations 
throughout the world. 


REYNOLDS PRODUCTS 
High Pressure Service House 
Regulators—Straight Lever Type 
—Models 0-10-20 series; Toggle 
Lever Type—Model 30 series. 


Low Pressure Service or Appli- 
ance Regulators. 


District Station Regulators, 
Single or Double Valve—Auxil- 
iary Bowl and Automatic Loading 
Device Optional. 


* 
High Pressure Line Regulators 


—Pilot Loaded—Pilot Controlled. ' 

sat Branch Offices: 
Toggle Type Regulators—Single 421 Dwiaht Buildi 
Valve, Double Valve, Triple Outlet. ak, SR SUE 

Kansas City, Mo. 
Seals—Dead Weight or Mercury. 9,4 Unit 
Back Pressure Valves . Automatic i Ce ies 
: Santa Fe Bldg. 

Quick Closing Anti-Vacuum Valves Plies Tamas 
. Automatic Shut Off Valves . Lever ar" : 
Operated Valves . Louver Oper- Representatives: 
ated Device . Atmospheric Regu- FEasternApplianceCo. 
lators . Vacuum Regulators. Boston, Mass. 











REYNOLDS GAS REGULATOR CO. 
ANDERSON, INDIANA, U.S. A. 


GAS CONTROL SIN GE 1892 
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LIKES A CHAMPION 


Everyone thrills and marvels at his technique . . . 
When you install PEERLESS BELLAMY Con- 
version Burners your customers will have a 
champion of Quick, Intense, RADIANT heat 
that they will like. 





PEERLESS 


Manufacturing Corp. 


LOUISVILLE, KENTUCKY 

















—— 


os 





92 





The Gas Water Heating and Refrigeration Exhibit 
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Elaborate Installations of Cas 
Equipment 


Ranges, Bake Ovens, Coffee and Tea Making Appliances 
in the New Merchandise Mart in San Francisco 
By Charles W. Geiger 


The new $3,000,000 Western Furniture 
Exchange and Merchandise Mart, just 
opened in San Francisco, not only pr 
vides the largest and most elaborate dis- 
play of gas ranges, gas heaters, gas ap 
pliances and accessories ever seen in San 
Francisco but it also includes a modern 
and elaborate installation of gas range, gas 
bake oven and gas fired.coffee and tea 
making appliances on the top floor kitchen 
This kitchen is operated in connection 
with the dining room with accommoda- 
tions for 850 persons and the smaller 
dining rooms with accommodations fo! 
150 persons — a total of 1,000. 


Mr. Frank Sullivan of Nathan Dohr- 
man Company designed the kitchen i 
dining rooms and the Nathan Dohrman 
Company installed all the kitchen ap- 
pliances. These include a gas range & 
feet in length, a gas fired Blodgett Bake 
oven, a gas fired Glockler cooker for 
cooking meats and vegetables, a 40-gallon 
gas fired Wearever aluminum kettle f 
soup, two gas fired Dohrman coffee urns 
and two hot water urns for coffee and 
tea. The gas fired automatic toaster has 
a capacity of 420 slices per hour. 





The new Western Furniture Exchange 
and Merchandise Mart, erected at a 
of $3,000,000, is the largest mercantile 
building to be built west of Chicago by 
private capital since depression days, and 
provides the last word in modern con- 
struction and facilities for serving the 
western home furnishing industry. It is 


cost 


expected that it will do an annual busi- 
ness of nearly $50,000,000 and that many 
thousands of home furnishing buyers of 
the entire west will make visits to San 
Francisco annually because of it. 

The new Mart contains over a half 
million square feet of floor space. In ad- 
dition to the display space, there are two 
tower floors devoted to offices, a large 
auditorium and the dining rooms pre- 
viously mentioned. A basement provides 
a spacious garage and parking facilities. 

More than 300 exhibitors of over 600 
ines of home furnishings from all parts 
f the United States are housed in the 
new building These include gas and 
electric appliances, radios, furniture and 
bedding, floor coverings, draperies, cur- 
tains and accessories, housewares, lamps 
and gift wares. In addition, the new Ex- 
change is the headquarters for offices of 
the Gas Appliance Society of California, 
the Electric Appliance Society of North- 
ern California, the Pacific Radio Institute, 
Retail Furniture Association of Califor- 
nia, the Western Furniture Conference 

The new Mart marks the evolution of 
a far-visioned plan of marketing launched 

1915, by Harry J. Moore, president of 
the Western Furniture Exchange and 
Merchandise Mart when he established in 
San Francisco the first Furniture Ex- 
change west of Chicago. The first Mar- 
ket was attended by only 15 out of town 

contrast to the present Mar- 
kets which draw thousands of dealers 
irom all parts of Western America: 


dealers in 
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Gas Fired Tea and Coffee Appliances 


Gas Appliance Dealers Participate 
in Prizes 


Two hundred sixty-seven Brooklyn 
and Queens appliance dealers won one or 
more prizes in the Home Run Contest 
sponsored by The Brooklyn Union Gas 
Company for its approved dealers. The 
contest extended from March 15 to July 
15. All sales made in that period counted 
toward prizes provided appliances sold 
were delivered by August 1. 

The prizes in the contest ranged from 
leather billfold and key sets to Hamilton 
diamond-studded watches. A definite 
number of points was set for each prize. 
Thus dealers could win more than one 
prize. To qualify for a prize, however, 
the dealer had to be credited with ten or 
more points. 

A certain number of points was given 
for each appliance sold. A gas designed 
house heating boiler or furnace earned 
20 points; a conversion burner, ten 
points; a refrigerator four points, an 
automatic storage water heater, four 
points, and a conversion type water heat- 
er, two points. 

The contest was inaugurated at the 
fourth plumber dealer dinner given by 
the gas company to its approved dealers 
on March 11 in the Columbus Club, 
Brooklyn. 

The Linden Plumbing and Heating Co., 
one of the gas company’s oldest dealers, 
won the contest by a handy margin. 
Philip Maher, the proprietor of the Lin- 


den concern, was determined from the 
outset to win. And he rolled up a total 
of 458 points to earn the honor of lead- 
ing all company dealers. 

————__p— 


H. K. Wrench General Manager 
Minneapolis Gas Light Co. 
Harry K. Wrench, vice president and 
general manager of the Jacksonville Gas 


Company, has been appointed general 


manager of the Minneapolis Gas Light 
Company, according to an announcement 
made recently by F. W. Seymour of New 
York, president of the Jacksonville and 
Minneapolis companies. 
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SUPERIOR 


Diaphragms 
Provers 

Repairs 

Service Cleaners 
Gas Meters 


SUPERIOR 
METER CO. 


Brooklyn, N. Y. 
167-41st Street 





























PRODUCTS OF FORTY YEARS’ 
EXPERIENCE — — 


Irrespective of the 
service or pressure 
there is a “Fulton” 
Regulator to meet 
each requirement. 
Illustrated are the 
Duplex Sensitive 
Gas Governor and 
the Toggled Reduc- 
ing Regulator. 
giving details of all types. a ae 


Catalogue, mailed on request, 


THE CHAPLIN-FULTON MANUFACTURING CO. 


28-40 PENN AVE. PITTSBURGH, PA. 
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Modern Gas Equipment Featured at 
Stewards & Caterers Exposition 


The annual get-together of the leading 


food stylists of this country and Canada 


was held at The Bellevue-Stratford, 
Philadelphia, Pa., during the week of 
August 16. This was the Convention of 


Stewards and Caterers 
was attended by hun 
women from practically 


the International 
\ssociation and 
dreds of men and 
every State. 

Realizing the great influence these men 
and women have in the important kitchens 
of the nation, the Americar Asso 
ciation, through the Committee Dis- 
plays at National Industrial Expositions 
of the Industrial Gas Section, sponsored 
a modern heavy duty gas cooking equip- 
ment exhibit that was educational as well 
as attractive from the standpoint of equip 
ment shown. 


(ras 


on 


The chief attention-getter was a pai: 
of heavy duty gas ranges. One was a 
late 1937 model and one was of the 
vintage of 1934. Under the caption 


“Here’s Proof That Modern Gas Equip- 
ment Will Save You Money” large dial 
gas meters, one connected to each range 
showed that the oven of the fully insu- 
lated 1937 model kept a temperature of 
450° with about 25% less gas than was 
used by the older, uninsulated range 
Graphic charts showed continuous records 
of temperatures both inside and outside 
of each oven. Those who visited the 
booth could easily recognize not only the 
economy of the new ranges, but the su 


perior working conditions for those who 
work around them. 

The new heavy duty ceramic gas broil- 
ers occupied an important place in the 


gas section of the exposition, which oc- 
cupied the large roof garden of hotel 
These large appliances have been 
completely remodeled for more attractive 
appearance and for case in keeping clean; 
an important point in the 
mercial kitchens of today. 


the 


gas 


sanitary com- 


Among other equipment shown was a 
gas heavy duty deep fat fryer designed 
for the larger kitchens, and a two deck 
gas bake oven with individual heat and 
thermostatic temperature control for each 


deck. 


\n interesting demonstration — fea- 
turing the preparation and baking of pies 
was given Monday evening and again on 
Wednesday afternoon for the visiting 
stewards and caterers by the Philadelphia 
Restaurant Association who 
tor the Convention. The large deck gas 
oven used in this demonstration was one 
of the contributing reasons for the whole- 
someness and attractiveness of the dif- 
ferent kinds of pies that were baked by 
Monroe “Boston” Strause the 
ing chef in charge 


hosts 


were 





outstand- 


The American Stove Company’s new 
line of heavy duty gas ranges was shown 
by the local dealer, and several miscel 
laneous commercial gas cooking appli 
ances were exhibited and demonstrated 
by various dealers. Savory, Incorporated, 
showed for the first time the all stainless 
steel revolving gas toaster in addition to 
the standard models 


porcelain enamel 
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Milener, Secretary, 
organized the gas 


by 


Hanthorn, and David M. Bar- 
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Sutton, Chairman 
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Odorization of Natural Gas 


Beginning September 25, 1937 all gas 
companies in Texas selling natural gas 
or liquefied petroleum gas including bot- 
tled and other odorless gases, are re- 


quired to continuously odorize gas sold to 
the public by the use of a malodorant 
agent. Such agent must be harmless and 
neither toxic nor nauseating, whether in 
natural state or in the products of com- 
bustion; it must be non-corrosive to steel, 
iron, brass, bronze or leather and insolu- 
ble in water. 

The order provides:—“The malodorant 
agent to introduced into natural gas 
shall be of such character as to indicate 
by distinctive odor the presence of gas 
when such gas is present in concentrations 
not greater than 


be 


volume 


percent of 


one 


More than 200,000 
people visited the 
grounds where this 
cooperative gas ex- 
hibit was shown dur- 
ing the Muskegon 
Centennial. 


The malodorant agent to be introduced 
into liquefied petroleum gas in either its 
gaseous or liquid state must be of such 
character as to indicate by a distinctive 
odor the presence of gas when such gas 
is present in concentrations not greater 
than one-half of one percent by volume 
3v this, it is meant that the gas shall be 


given an odor by adding an agent that 
will vaporize, dissolve in or be so mixed 
with the gas or liquefied petroleum gas 


as to produce an odor readily perceptible 
to normal or average olfactory senses 
1} a person coming from fresh, ungassi- 
fied air when gas is present not more 
than one part to ninety-nine parts in cases 
tf natural gas and not more than one 
part gas to one hundred and ninety-nine 
parts air in cases of liquefied petroleum 
gas.” 
Before installation of mixing equipment 
it must be submitted to the Commission 
together with specifications for the mal- 
odorant and quantity to be used per mil- 
lion cubic feet. 


Reports to the Commission are required 
at regular intervals. The order does not 


require odorization in natural gasoline 


extraction plants, carbon black plants, nat- 
ural gas gathering lines or gas used in 
lease and field operations or in 
ing wells. 


repressur- 
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For Perfect Control Specify Titan 


Titan Relief Valve 


Prevents excessive pressure and tempera- 
ture. Pressure relief at 150 pounds, 





| —— temperature relief at 200 
rf . 
\| Titan Safetystat 
@- Automatically shuts off all aas to the 
‘ burner in the event excessive temperatures 


are developed. 


Titan Snap Action Thermostat 


is an extremely sensitive instrument pro- 
viding perfect control of water tempera- 
ture. Equipped with a Temperature 
Selector. 


Titan Nu-Drain 


t 
» 


Fe 


its compact design provides almost com- 
pete concealment of the body. It im- 
proves the appearance of any heater. 


> Titan Safety Pilot Control 


Automatically prevents escape of unburned 
gas from main burner in case the con- 
-_ stant pilot flame should become ex- 
= tinguished. 








Titan Controls are built to meet the riaid 
requirements of water heater manufactur- 
ers. Catalog and full details on request. 





The Titan Valve & Manufacturing Company 
Thermostats—Safety Pilots—Relief Valves—Safetystats 
9913 Elk Avenue N.E. Cleveland, Ohio 
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AoToRCop’ 


MOTOR PROTECTOR 
ICRO SWITCH CORP.. FREEPORT, ILL. 


Chace Thermostatic Bimetal is the active 
element used in the “Motor Cop” to assure 
automatic protection against overloads in 
fractional horsepower motors without the 
handicap of adherence to customary 140% 
of overload value limits. 


If you make a product that calls for auto- 
matic action at a given temperature or if 
your product is to control temperature— 
use Chace Thermostatic Bimetal, a type 
for every purpose. Sold in sheets, strips and 
in shapes ready for assembly. 


W. M. CHACE CoO. 


1610 Beard Avenue - + - Detroit Mich. 














e CORROSION 





Rust plays havoe with ordinary pipe. This 
one, a substitute for cast iron, had to be re- 
placed after a few years underground. 


eCUTTING EXPENSIVE 


PAVEMENTS 


When corrosion sets in, 


leaks and losses begin. That 


means cutting expensive 
pavements to replace the 
old, worn pipe . . an ex- 


pense you never face when 


your mains are cast tron 





matings. 


«REPLACEMENTS 
















Cast iron is the 
one ferrous metal 
that resists corro- 
sion . . the chief 
cause of pipe fail- 
ures. Next time 
pay a few pennies 
more per foot and 
get permanent 


mains with 


MSWANE 2% 


‘ 


Modern Mechanical Joints 





This small difference in first cost is offset many times 
by elimination of maintenance . . reduction in gas losses 
. and the 80 or 90 more years of service that you get 
with corrosion, resisting, cast iron mains. Investigate! 


Sand Cast Inside and Outside 





CAST IRON PIPE COMPANY 


BIRMINGHAM, ALA SIZES 1%'THROUGH 12” 


Chicago, Dallas, Denver, Kansas City, New York, Portland, Ore. 
Salt Lake City, San Francisco, Los Angeles 


7 PIPE) 
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Indiana Home Heating Salesmen 
Hold Conference 


More than 160 Indiana gas home heat- 


ing salesmen and gas company officials 
looked, listened and learned at Indianapo- 
lis, June 30, when the Indiana Gas Asso- 
ciation home heating division held its 


state-wide sales conference. 





“How To Make Sales Presentations 
Stay Presented”, a motion picture sound 
film, highlighted the day’s meeting. The 
picture is designed to overcome the four 
negative mental attitudes the average 
prospect reaches during a sales presenta- 
tion. It resolves a good sales presentation 
into a four-step formula: (1) Ho-Hum; 
(2) Why Bring That Up? (3) For Ex- 
ample?; and (4) So What? 

A dramatized presentation of “Tele- 
phone Technique and Its Effect on Sales” 
illustrated a more effective use of the 
telephone for gas home heating salesmen 

Surface Combustion Corporation’s new 
sound-slide film “Life As You Would 
Have It” rounded out the “triple bill’. 
The program also included talks and dis- 
cussion of home heating problems by 
manufacturers representatives and gas 
company officials. 

Arrangements for the sales conference 
were made by Fred G. Rastenburg, Hom- 
er Hull and Ed Demlow, all of the Citi- 
zens Gas and Coke Utility; Don Alfred 
of the Public Service Company of In- 
diana; and by Bozell and Jacobs, Inc., the 
association’s advertising agency. 

Other utilities represented at the meet 
ing were Gary Heat, Light and Water 
Company, Southern Indiana Gas and 
Electric Company, Central Indiana Gas 
Company and Northern Indiana Public 
Service Company. 


Stockholders of Leased Companies 
Approve Merger 


Stockholders of Newark Consolidated 
Gas Company voted August 2 in favor 
of the merger of that company into Pub- 
lic Service Electric and Gas Company 
The vote was 43,395 shares for, and 100 
against the merger proposal, which has 
already been approved by stockholders of 
Public Service Electric and Gas Company 
at a meeting last June. Under the New 
Jersey law a two-thirds vote is required 
for merger. Approval of the New Jersey 
State Board of Public Utility Commis- 
sioners and the Federal Power Commis- 
sion is necessary before it can become 
effective. 
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Mergers with Public Service Electric and their Assistants from the New Eng- 
and Gas Company have been approved by land Gas Companies, performing all man- 
stockholders of the following other leased ner of cooking accomplishments, showing 
companies: New Brunswick Light, Heat the superiority of modern gas ranges over 
and Power; South Jersey Gas, Electric other types of cooking fucls and appli- 

ft ‘ . ’ . ances. 
ind Traction Company; Gas and Elec- All that 


: . $ is new in gas ranges, water 
tric Company of Bergen County, and 


: heaters, refrigerators and househeating is 
the Paterson and Passaic Gas and Electric effectively displayed to persons attending. 
Company It brings forcefully to their attention the 
automatic features and new conveniences, 
in a manner to convince them of the ad- 
vantages gas has to offer. 


Gas Company Participants 


Springfield Gas Light Company; The 
Hartford Gas Company; City of Holyoke 
Gas & Electric Department; New Haven 
Gas Light Company; Northampton Gas 
Light Company; Pittsfield Coal Gas Com- 
tion, Home Heating pany; Westfield Gas & Electric Light De- 
Division held at ln- partment; Boston Consolidated Gas Com- 

dianapolis pany; Fitchburg Gas & Electric Light 
Company; Greenfield Gas Light Com- 
pany; Malden and Melrose Gas Light 
Company; The Conn. Light & Power 
Company; Suburban Gas and Electric 
Light Company. 


Sales Conference, 
Indiana Gas Associa- 


Springfield, Mass. Exposition 


[he Eastern States Exposition § at 
Springfield, Massachusetts, has attained 
international recognition through a series 
gets pin. er Seal and industrial Alva F. Traver of New York City has 
exhibitions. It comprises a tract of 175 been elected vice-president and general 
acres with 13 brick, steel, and concrete manager of Jacksonville Gas Company, 
uildings as well as 39 other permanent = succeeding Harry K. Wrench, who re- 


Alva F. Traver Goes to Jacksonville 


units devoted to housing exhibits and dis- cently was appointed manager of the 
plays. During the week of September 


: - Minneapolis Gas Light Company. 
19th, more than 300,000 from all walks of oo g P : : 
<a - 5 tsidenge ~~ te This announcement was made August 
life in the Northeastern States will pass 5 by Fred W. Sey “d Hd 
through the turnstiles of this “show”. Of <? DY fre y- seymour, president of the 
interest to the gas man is the fact that Jacksonville Gas Company and also presi- 
or a number of years the New England dent of the American Gas and Power 
Gas Association has sponsored an exhibit Company. Mr. Traver is now vice-presi- 
at this Exposition cooperation with dent and chief of operations for the lat- 
. ee ‘ oge oo ees ; ; 
New England Gas Companie and Manu ter concern with headquarters in New 
facturers. Through this Exhibit “what’s yor, 
- , 
new” in modern living is shown and I ae . . 
a = n addition to hi cal duties, Mr. 
lemonstrated. This year again, under the - s local duties, Mr 


able leadership of its Chairman, Mr. W. lraver will be the ee eee official “= 
he Committee will use the the Savannah Gas Company and St. 
prospect slips which will Augustine Gas Company. He is well 
ite check on the success of known in gas circles, both as an expert 








Typical Display of Gas Appliances at Springfield 


e Exhibit. These slips are issued to in- in the operation of gas utilities and as a 
rested parties, filled in with their name 
and address and entitles them to a 10% 
un any appliance shown in the 


consulting engineer. 


Mr. Traver was born in Jackson, Mich., 
it if purchased by October 31, 1937. and was the second holder of the Michi- 
slip is issued in duplicate, the copy gan Gas Association Fellowship. He ob- 
ing _ mailed * the home” gas com- tained his Master of Science degree from 
Delage eggs paca as Te: Rag Peay 

ny by the Association. . the University of Michigan and shortly 
his year the general layout follows .; : .* " . ‘ 

. after graduation became superintendent 
Modern Automatic Kitchen will again be © the Grand Rapids Gas Company. Mr. 












substantially that of last year. The 





the center of interest throughout the Traver has continued in the utility field 
show with the Home Service Directors since that time. 
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THERMINSUL 


The Ideal Insulation 
for Gas Ranges 


Felted Rock Wool Block is generally recognized as the 
most efficient permanent form of quality insulation 
obtainable. 


Therminsul is manufactured to the exact specifications 
of every gas range. Each panel is cut to size to com- 


pletely fill each lining—the thickness is guaranteed to 
be uniform and gives the maximum of insulating efficiency. 
it will not settle, break down, or disintegrate, but is 
permanent and lasting. 


1603 


THE THERMINSUL 
Fulford 








Every Block of Therminsul is cut to exact dimension 


and fits snugly into place. No joint leakage. 


Therminsul has been used by the majority of leading 
range manufacturers for the past eight years and since 


its introduction over 18,000,000 square feet of oven 
linings have been insulated with this quality product. 






THERMINSUL 
| | 


CORPORATION 
Mich. 


Street, Kalamazoo, 





























ALFRED I. PHILLIPS 


CONSULTING ENGINEER 


Rate Development Valuations Reports 
Design Management 
122 GREENWICH STREET NEW YORK 








PURIFICATION MATERIALS 


Highly absorbent, 
alkalized for mixing with filler... 


Connelly 
Products meet all re- 
quirements of gas sys- 
tems—Station, District, 
Service and Appliance 


Chicago, Ill. 


active Iron Oxide, properly hydrated and 


also ready-mixed in the 







form of Iron 
‘ Sponge produced 
by a patented 


controlled pro- 
cess that in- 
res 


sure a uni- 
SPONGE ”” °*" 


IRON 


Distribution 


CONNELLY 


IRON SPONGE & GOVERNOR CO. 


Elizabeth, N. J. 








The Kitson Meter Connection with Cast Iron 


readily adjustable and is available in various 
size combinations from %4”x%”" to 2”x2” 


Ask for literature and prices. 











KITSON COMPANY 


Domestic Water Heaters 


2409-15 Westmoreland St. Philadelphia.Pa. 


and All Plambing Uses 





ESTABLISHED 


Bar has been used by leoding Gas Companies ; 3 Remember, Kitson also makes a full 
with great success. t is supplied with Kitson Safety Devices wality Brass Goods line of GAS SERVICE BRASS 
BUILT-IN LOCK WING STOP COCK, is (Lovekin Pateats) for for Gas, Water GOODS, and the well known series 


of Lovekin Safety Devices for Gas 


/897 Water Heaters. 
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E. F. Jeffe, vice-president in charge 
the 153-pound cake, made by 
and their mothers aboard the St 
way to Sandy Hook, August 
Consolidated sales people in th 


sored by the American Gas Association 
and Equipment Manufacturers and S 
prizes over to the Guild) Another | 


August 6. At tt 


New Haven Gas Light Co. 
Wins Electrolux Award 


“First place to New Haven for the 
greatest number of installations per 10,000 
meters in class 2.” 

So ran the telegram received by New 
Haven Gas Light Co. after the completion 
of the Electrolux birthday contest. 

During the contest months, April, May 
and June, the New Haven Company sold 
847 Electrolux Refrigerators, a job to be 
proud of. Class 2 included companies 
throughout the country having over 30,000 
meters but excluding a few large metro- 
politan companies. A _ gigantic birthday 
cake will be delivered to the Sales De- 
partment in September in recognition of 
their having achieved first place. 

The birthday contest was held in con- 
nection with the National Refrigerator 
Program of the American Gas Associa- 
tion. Mr. Naschold, Sales Manager of 
the Company is a member of the A G. A 
Committee. 


% — 


Dealers’ Sales Total $600,000 in 7 
Months 


Close to $600,000 worth of gas applianc- 
es were sold by dealers cooperating with 
Brooklyn Union Gas Company during the 
first seven months of this year. The deal- 
ers’ sales are running $100,000 ahead of 
last year and their total on July 31 was 
the highest ever reached on that date since 
the dealer-cooperation plan was inaugu- 
rated eight years ago. 

The seven months’ total fell short of the 
$600,000 mark by only $1241. Each of 
the seven months was a record breaker, 
in that sales were the highest ever reached 
for the month in question. 

During July the dealers sold $113,021.51 
worth of appliances. The amount was 2]! 
per cent above that for the same mont! 
a year ago. 





Penn Electric Announces Personnel 
Changes 


Paul O. Penn, formerly manager of 
Penn Electric Switch Co.’s Detroit Office, 
has been named assistant to Malcom E. 
Henning, Penn executive vice-president, 
in an announcement issued recently by 
Mr. Henning. Mr. Penn will be located 
at the company’s new office and factory 
at Goshen, Indiana. 


Mr. Henning also announced the ap- 
pointment of P. L. Tolerton as manager 
Penn’s Detroit office and stated that 
the transfer of Mr. Penn and addition 


\Ir. Tolerton to their staff have been 
made to enable Penn Electric Switch Co. 


to maintain a closer contact with custom- 





INDUSTRIAL GAS 
BOILERS 


Tubular or Flueless 
34 to 45 H.P. 





P. M. LATTNER MFG. COMPANY 


CEDAR RAPIDS, IOWA 
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ers in the heating, refrigeration, air con- 
ditioning, pump and air compressor fields. 

Mr. Tolerton, a graduate engineer, has 
had much experience in the control field. 
For several years he was in charge of 
Penn’s Chicago office. He also has had 
broad sales and engineering experience in 
the commercial refrigeration field. 

Mr. Penn, also a graduate engineer, 
has been in charge of our Detroit office 
for six years. Prior to that time he was 
connected with Westinghouse Electric and 
Manufacturing Co. in the heavy traction 


sales division. 
a 


Dresser Appointments 


W. L. Shelgren, according to a recent 
announcement from S. Rk. Dresser Manu- 
facturing Company of Bradford, Pa., is 
now their sales representative for the 
State of Michigan (except: Detroit). The 
appointment became effective August 1. 

With an experience in pipe-joint engi- 
neering and knowledge gained with 
Dresser over a period of eleven years, 
Mr. Shelgren will be able 


to give gas, 





W. L. SHELGREN 


J. K. CROWELL 


oil, and water companies in this territory 
the benefit of his knowledge in the solu- 
tion of pipe-joint problems, His head- 
quarters will be at the home office in 
Bradford, Pa. 

Mr. J. K. Crowell, ill since last No- 
vember 1, has resumed active work as 
Gas Engineer with the Company at Brad 
ford, with whom he has been connected 
for the past eight years. Within a short 
time, he expects to be renewing contacts 
among his many friends in the gas in- 
dustry, where he is well known. 


—— + 


Joins A.G.A. Testing Laboratories 


Louis O. Howell has joined the re- 
search staff of the A.G.A. Testing Labora- 
tories in Cleveland. For the past ten 
years, Mr. Howell was industrial engineer 
for the Southern California Gas Com- 
pany. His work will be on research prob- 
lems with specific relation to the indus- 
trial utilization of gas. 


% 


Brooklyn Union Gas Co. 
Refrigerator Sales 


During the first seven months of this 
year the Brooklyn Union Gas Company 
sold 7,704 refrigerators. In the 12 months 
of 1936 sales totaled 9,411 refrigerators 
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Meters 
Diaphragms 
Repairs 
Provers 
Pumps 
Calorimeters 
Wet Meters 
Gauges 
Apparatus 


METER REPAIR PARTS 


ALL MAKES — ALL SIZES OF METERS 


LARGEST GAS COMPANIES NOW 
USING OUR PARTS 
SEND FOR OUR CIRCULAR ON 
METER REPAIR PARTS 


SAMPLES AND PRICES 


GLADLY SENT 
—_— 


LAMBERT METER CO. 


BUSH TERM. BLDG. 4, BROOKLYN, N. Y. 


All sizes 

up to 
3,400 cu. ft. 

capacity | 














HEATING 
BUNKER “C” OIL 


for carburetting gas requires high 
pressure and high temperature. 


ANDALE 
BOWED TUBE 
HEATERS 


remain tight and are easily cleaned. 
These are the requirements for con- 
tinuous satisfactory operation. 


ANDALE COMPANY 


1600 ARCH STREET 
PHILADELPHIA 




















EXPANSION IN BUILDING 


With a rise in residential building for the next five 
years indicated, the potential housing needs defer- 
red through the long depression become of impor- 
tance to investors seeking representation in acceler- 
ating industries. Population movements, increasing 
marriages, and other factors of vital influence in the 
growth of the building industry are discussed in a 


Brookmire Forecaster. 
vs BROOKMIRE 


Corporation—Investment Counselors and 
Investors may secure Administrative Economists—Founded 1904 


copies without obligation. 551 Fifth Avenue, New York 














THE GOODMAN STOPPER 


The Reliable Shut-Off for 
Street Mains 


Equipped with Improved 
Patented Locking Sleeve, 
which locks both handles 
to the pipe. Stopper can- 
not slip. Gas cannot pass. 





Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Broeklyn, New York 
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10,000,000 CU. FT. CAPACITY” 


tmetGAS HOLDERS ithe 


PURIFIERS - TANKS - CONDENSERS 
STEEL PLATE CONSTRUCTION 


INTEGRITY GOOD WORKMANSHIP 


FAIR DEALING 


CRUSE-KEMPER CO. 


AMBLER,PA. 
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Canadian News 


Srownsville, Ont.—Gas experts from 
all parts of Ontario have viewed with 
much interest in recent weeks the amaz- 
ing new natural gas field discovered near 
here this spring. Since the well was dis- 
covered 39 wells of a producing type have 
been put into use with an open production 
of 57,000,000 cubic feet of gas per day. 
The average production of the wells, all 
of which are confined to an area tw 
miles square, runs from 200,000 feet per 
day for the lowest to 6,000,000 feet per 
day for the highest. 

The gas of the field has quite a high 
sulphur content, but the Oxford Pipe 
Line Co. has erected a purification plant 
at the field. 


Toronto, Ont.— The consolidated in- 
come statement of Dominion Gas & Elec- 
tric Co. and its subsidiaries for the 12 
months ended June 30, 1937, shows net 
income of $251,620 after charges, as com- 
pared with $336,921 for the correspond- 
ing 12 months one year previous. In spite 
of the sum of $248,548 expended in a 
plant expansion program in the six 
months ended June 30, net working capi- 
tal in the six months improved from 


$988,363 to $1,055,890. 


Petrolia, Ont—The Union Gas Com- 
pany of Canada, Ltd., is replacing con- 
siderable of the pipe in the municipality 
with pipe of larger capacity. Over 22,000 
feet of pipe in Sombra Township, directly 
north of Wallaceburg, will also be re- 
placed by the same firm. 


St. Thomas, Ont.—Faced with the 
mounting cost of coal, the City Council 
recently decided to have the Dominion 
Natural Gas Co., furnish gas for the 
boilers in the greenhouses at Pinafore 
Park. The estimated cost of gas was 
about $150 a month or $975 a year. Under 
the present system of heating the green- 
houses, the coal costs about $550 a year 
and in addition outside labor is required 
56 hours a week for about 27 weeks to 
fire the boilers at night, at cost of about 
$710 a year, bringing the total heating 
costs to nearly $1,200. 

The city will also equip the water heat- 
er at the same park with a large natural 
gas burner, it being found that electrical 
heaters are both expensive and unable to 
supply water sufficiently rapid enough for 
picnics. 


Toronto, Ont.—Consumers Gas Co. has, 
according to an audit by the City Audi- 
tor’s department, piled up deficits total- 
ling $2,316,075 since the year 1931. 

Increased operating expenses, higher 
wage payments, greater costs of coal and 
other materials, and higher taxation, have 
made it necessary for the company to 
raise the price of its product by 10 cents 
per thousand feet. In support of its con- 
tention that it is entitled to a higher 
rate, the firm claims that the customs 
duty on coal being increased from 50 
cents to 75 cents a ton has added $415,- 
013 to costs of raw material. 

The raise in price was sustained by the 


Board of Control. 
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Glencoe, Ont.—The Union Gas Co. of 
Canada, is arranging to supply the town 
with natural gas before the arrival of 
winter. The demand for natural gas for 
general domestic purposes is becoming 
keener. Though in possession of a plen- 
tious supply of hydro power the residents 
believe that natural gas would be more 


satisfactory for cooking purposes and in 
water eaters, 
- Oe - 





Catalogs 


Control Valves. Information is given 
regarding constructional features, oper- 
ating characteristics, and the various 
types of Bristol’s Synchro Diaphragm 
Valves and their application to typical 
installations, where temperature, pres- 
sure, liquid level, flow and humidity are 
controlled pneumatically, Data on sizes, 
dimensions and valve metals are also 
included. The Bristol! Company, Water- 
bury, Connecticut. Bulletin No. 461. 


Thermostatic Controls. Catalog 
showing the full line of Klixon thermo- 
static controls has just been released by 
Spencer Thermostat Company of At- 
tleboro, \lassachusetts. 

Included in this catalog are gas 
actuated controls for heating ap- 
pliances, room thermostats, limit con- 
trols for steam, hot water, and warm 
air heating systems, a number of ther- 
mostatic electric switches and cut-outs 
for built-in applications, thermal relays, 


self-closing temperature and pressure 
relief valves for hot water supply sys- 
tems, etc. Many mounting accessories 
offering unusual flexibility in the ap- 
plicatior of these controls are also 
shown 
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el bd | 


The mark 
of 
unerring 
dependability 
in 


purification 


GAS PURIFYING 
MATERIALS CO. 
LL. i. Cay, N.Y. 
<f Providence, R. I. 











Automatic Controls. Mercoid con- 
trols for automatic heating systems in- 
cluding Sensatherm, Pyratherm, Type 
D. A. double adjustment control, and 
the details of the sealed Mercoid 
switch are well illustrated and described 
in catalog issued by the Mercoid Cor- 
poration, 4201 Belmont Avenue, Chi- 
cago. 

Turbine pumps are described and in- 
lustrated in bulletin 260-B11C just is- 
sued by Roots-Connersville Blower 
Corp., of Connersville, Ind. Special 
emphasis is placed on their wide ap- 
plication throughout the industrial field. 

Cutaway views are presented in the 
center spread showing the various types 
of construction, and the accompanying 
text discusses the numerous exclusive 
features shown by the cuts. Type “T” 
pumps are offered in  bronze-fitted, 
Tempaloy-fitted, all-iron, and all-Tem- 
paloy bronze, but special pumps of 
Monel, stainless steel, etc., can also be 
supplied. 

Arc Welding. Information on the 
construction of pipe lines by electric 
welding for transportation of oil, gas 
and water is contained in a new bulletin 
of The Lincoln Electric Company, Cleve- 
land, Ohio. Entitled “Building Better 
Pipe Lines Faster at Less Cost by 
Shielded-Arc Welding,” it contains 14 
pages 8% x 11 inches and is_ pro- 
fusely illustrated with photographs of 
pipe lines under construction by elec- 
tric welding. A brief foreword reviews 
the progress of electric welding in pipe 
line construction from 1928 when the 
first major pipe line was electric welded 
up to the present time. 

Meehanite Metal as used in iron cast- 
ings which go into the construction of 
Cooper-Bessemer engines and parts is 
discussed at length in a recent bulletin 
of Cooper - Bessemer Corporation, 
Mount Vernon, Ohio. Graphs and tables 
show physical properties as compared 
with gray iron and alloy iron. Illustra- 
tions show methods and facilities for 
production. 

Gas Engines and Compressors. Bul- 
letin 309 describing Type G.N. Gas 
Engines of 3, 4, 6 and 8 cylinders is 
issued by Cooper-Bessemer Corpora- 
tion, Mount Vernon, Ohio. The ad- 
vantages of this convertible type are 
well set forth. Another bulletin de- 
scribes 30-70 B.H.P. convertible gas or 
Diesel two-cycle direct driven com- 
pressors. 


— -—___—_ 
Flow Meter Catalog 


A new 40-page catalog on Bristol’s 
Electrical and Mechanical Flow Meters 
is available for distribution by The Bris- 
tol Company, Waterbury, Conn. These 
instruments are for recording, integrating, 
controlling, and indicating the flow of 
steam, liquids or gases. 

Details are given regarding the new 
Electric Flow Meter and its operation, 
using Bristol’s Metameter principle of 
telemetering. Also, complete information 
is included on Bristol’s Mechanical Flow 
Meters. The publication contains useful 
engineering data for reference. 














Gas Customers Gain in First Six 
Months 


Domestic customers manu- 
factured and natural gas utilities totalled 
15,787,500 on June 30, an increase of 223,- 
000 during the first six months’ interval, 
it was announced today by Paul 
Chief Statistician of the American 
\ssociation. 

This gain in customers is reflected i 
the fact that a total of 823,000 gas ranges 


served by 


Ryan, 
(as 


were sold in the country during the first 
half of 1937. This was an increase ot 
some 22 per cent over the first six months 
of 1936. Approximately 80 per cent of 
such sales consisted of relatively hig 


priced ranges incorporating modern auto 
matic features, such as oven-heat control, 
etc. 

Revenues of manufactured and natural 
gas utilities aggregated $433,849,700 for 
the first six months of 1937. This was 
an increase of 4 per cent over the cor- 
responding period of 1936. Revenues from 
industrial and commercial users increased 
11.4 per cent, while revenues from domes- 
tic customers gained 1 per cent. 


Manufactured gas industry revenues 
totalled $186,246,400 for the first six 
months, practically unchanged from a 


year ago. Revenues from industrial and 
commercial uses of manufactured gas 
gained 6 per cent. Revenues from do- 
mestic uses, such as cooking, water-heat- 
ing, refrigeration, etc., were 2 per cent 
less than for the corresponding period of 
1936. 

Revenues of the natural gas industry 
for the first six months amounted to 
$247,603,300, a gain of 7.2 per cent over 
a year ago. Revenues from industrial 
uses increased 18 per cent, while revenues 


from domestic uses gained 3.1 per cent. 


F. J. Schafer and Others 
Retire Under Pension Plan 


Frederick J. Schafer, vice president of 
the Southern California Gas Company 
and one of the oldest members of the 
gas industry in point of continuus service 
in California is among the fourteen men 
who retired on September 1 under South- 
ern California Gas Company’s pension 
plan. On the day of his retirement, Mr. 
Schafer completed thirty years and eight 
months in the service of the Southern 
California Gas Company and over forty- 
two years in the service of the gas in- 
dustry. 

He began his career in 1895 as a yard 
man in the Center Street gas plant of the 
Los Angeles Lighting Company, predeces- 
sor of the Los Angeles Gas and Electric 
Corporation. He rose rapidly through 
various positions until, in 1904, he was 
made superintendent of the gas works. 
In 1912 he became general superintendent 
of the Southern California Gas Company. 

Under his supervision the first natural 
gas was brought to Los Angeles in 1913 
and mixed with manufactured gas for 
sale to Los Angeles consumers. The 
method of mixing natural gas with manu- 
factured gas, and later of “reforming” 
natural gas—introduced in 1918—were 
both perfected by Mr. Schafer. His fore- 
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sight and engineering skill were important 
contributing factors in the development 

f the present far-flung natural gas sys- 
tems. 

Mr. Schafer rose 
the positions of assistant general manager 
and general manager; and on June 10, 
1930, he made vice president in 
charge of manufacturing, distribution and 
sales, which position he relinquishes on 


his retirement. 


successively through 


was 


In 1926 he served as president of the 
Pacific Coast Gas Association and for a 
number of years was a member of the 
Rate Structure Committee of the Ameri- 
can Gas Association. 

Retiring with Mr. Schafer is F. C. In- 
eram, assistant manager of the custom- 
ers’ department of the consolidated com- 
pany, who entered the employ of the City 
Gas Company in 1908. 

J. P. Wells, sales representative in the 
consolidated company, is a third one of 





the retiring group with a long service 
record, 

LOST 

Millions of cubic feet of 


Illuminating Gas. 
FOUND 


Thousands of the Gas Leaks 
that caused the loss. 


BY 


NEW ENGLAND 
FORESTRY SERVICE Inc. 


70 State Street 
BOSTON MASSACHUSETTS 


Write Us For Further Details 


“Trees, like humans, respond to 
proper care.” © 1935 
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The Mystery Chef, 
radio's famous cook- 
ing authority visited 
Brooklyn and Queens 
during the latter part 
of August. He was 
accompanied on his 


appearance by his 
wife as well as his 
two dogs, about 


whom he has spoken 
on the radio. 

Approximately 1,000 
persons interviewed 
the Mystery Chef 
during his four ap- 
pearances. Three of 
his visits were to of- 
fices of The Brook- 
lyn Union Gas Com- 
pany, while the 
fourth was to the 
establishment of 
a ___ plumber - dealer, 
George Harrington, 
who is a special col- 
lection representative 
of the gas company. 


First Commercial Electrolux Unit 
Installed in Brooklyn 


An event of signal importance to the 
gas industry, in that it heralds the open- 
ing of an entirely new market for gas, 
took place in Brooklyn recently in the sale 
of one of the new Electrolux commercial 
refrigeration units, recently announced by 
the Servel company. 


The installation will be the first of its 
kind to be made anywhere in the United 
States. It represents the first invasion of 
the large commercial refrigeration field 
by a gas-operated unit. 

The survey also showed that the new 
Electrolux unit, which has a refrigerating 
capacity equal to that produced by the 
melting of 500 pounds of ice in 24 hours, 
would be more than adequate to maintain 
a temperature of 38-40 degrees Fahrenheit 
in the dairy compartment and a temper- 
ature of 40-45 degrees Fahrenheit in the 
fruit and vegetable compartment. The 
differing temperatures will be achieved 
through the use of two secondary evap- 
orators, one in each compartment. 


Washington Gas Light to Install New 
Koppers-Western Generator 


The gas production capacity will be 
increased at the East station of The 
Washington Gas Light Company, Wash- 
ington, D. C. This work will consist of 
an extension to the generator house and 
the installation of a 12-foot diameter 
Koppers Western A. B. C. mechanical 
grate generator, with an 11-foot diameter 
carburetor and superheater of consider- 
ably greater height than normal. The set 
will be equipped with reverse air blast 
and backrun connections, a double inlet 
type of backrun valve being used in the 
wash box. A waste heat boiler, complete 
with mountings, will be built, as well as 
a new blower room with a turbo blower 
unit, blast piping, gas main, live and ex- 
haust steam, hydraulic and oil piping. 
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W. F. Rockwell, jr., Tells of 
Laboratory Tour 


Willard F. Rockwell, Ir., as representa 
tive of the Pittsburgh Equitable Mete 
Company, and Merco Nordstrom Val) 
Company, returned in July trom 
“Laboratory Tour” of Industrial Europ 
held under the auspices of the Nationa 
Research Council, Division of Enginee 
ing and Industrial Research. Mr. Rock 
well is the son of Col. W. F. Rockwell 
President of the Pittsburgh Equitable 
Meter Company. The tour included trips 
behind the industrial scenes in 
France and Germany. Included 
group were American business executives 
from various industries 





The tour, lasting six weeks, devoted its 
time to laboratory visits, including lab- 
oratories of private industry, government, 
trade associations and universities. One 
of the highlights of the trip was the re- 
ception and luncheon for the group giver 
by the French Minister of Foreig: 
\ ffairs. 





W. F. ROCKWELL, JR. 


Commenting on the tour, its benefts 
and the conclusions drawn, Mr. Rockwell 
states, “The problems of scientific re 
search in Europe differ from those in 
America, largely due to the present poll 
cies of re-armament and economic sel! 
sufficiency. The scarcity of certain natu 
ral resources, as oil for example, is 
ing research to probe for new and sy1 
thetic materials. 

“England has established government 
laboratories for similar lines of industry 
which are supported both by the govern- 
ment and = private imdustry Specif 





problems of industry are dealt with 
these laboratories. This policy however! 
has not done away with private industrial 
research but has helped the small indus 
tries that are not able to maintain wel 
equipped laboratories. 

“Research in Germany is carried 
under strict government supervision. The 
attempt at nationalism has shown a dis- 
tinct effect on all research in Germany 
Thirty-two Kaiser Wilhelm Institutes oi 
Scientific Research are working hand 
hand with industry in the attempt to de- 
velop synthetic products as substitutes for 
those which must be imported 

“In the field of pure science Europe is 
maintaining her position of prominence 


through the National F’hvysical Labor: 








Langevin, and 


® 


at Birmingham, Alabama, will producé 
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of Consolidation Coal Company 
Secretary-Treasurer Wilshire, once a 
member of the marketing staff and a 
special representative of the marketing 
division, at one time was president of 
West Virginia Coal & Coke Corporation 
Immediately after his election to the 
presidency, R. E. Howe stated, “Prices 
will be made on a more scientific basis 
in the future, with the assistance of the 
minimum prices to be established by the 
National Bituminous Coal Commission.” 





New Becker Type Ovens for T.C.I. 


yv battery of 3 coke ovens recent 


Iron and Railroad Company, subsidiary 


f gas: 14 | gallons of tar: 17.7 ton 
ght oi and 3 192 sa ns of motor ben- 
s the first unit c 4 3 
any wt will be é f 
N nearing 1 
nN of ese batt ts of 
Construction Compa £ Diss 
ng Q } ats sit 2D 2 J 
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Appalachian Coals Inc. Elects New 





marketing division 


Lincoln Electric Company 
Opens West Virginia Office 


The Lincoln Electric Company, manu- 
facturers of arc welding equipment, Cleve- 
land, Ohio, announces the opening of a 
new sales engineering office at 400 North 
Street, Bluefield, West Virginia. The new 
ofice will be in charge of Wm. H 
Schuster, who for the past year, has been 
assistant welding instructor in the Lin- 
coln Welding School at Cleveland. He 
will maintain welding consultation and 


ce for the coal fields of West 





While a great deal of Mr. Schuster’s 
time will be devoted to serving the users 
arc welding in the coal fields of West 
Virginia, Virginia and Kentucky, his ex- 


“2: a 


nce will be found helpful by indus- 





t firms in the territory who have prob- 
lems in the application or use of electric 
W el 1i 4 


Other Lincoln appointments include 
Walter Dougan Wood, Jr., to the sales 
staff of the Philadelphia Office. Mr. Wood 
is a graduate of Cornell University, class 
f 1936. Under the supervision of G. R 
Johnson, manager of the Philadelphiz 
office, Mr. Wood will work with Messrs 
O. P. Lang, H. H. Stahl, R. J. Cogan, 


W. Sivyer, and P. V. Galambos, in sup- 





ng arc welding users in Philadelphia 





d vicinity with complete welding sup- 


ply and engineering service 
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A Hit With Every Salesman! 


Two Books By 


Charles W. Merriam Jr. 


Handy informative volumes written in practical 
language, giving authoritative facts and figures 
in an entertaining way on gas water heaters 
andranges. They treat of heating fundamentals 








and all details of appliance operation. A real 
source of ''PEP” for every salesman. 
HOUSEHOLD DOMESTIC 
GAS GAS RANGES 
WATER HEATING A reference book of great value io every range 
salesman and for sales department study and dis- 
Nine chapters of the true essence of this subject. CU: Groupe. 
CONTENTS Cone . 


Engineering ABC’s 

Water Heater Types 

Hot Water—How Much? 

Gas Consumption for Water Heating 
Water Piping & Installation 

What Size Heater 

Automatic Heater Accessories 
Competitive Water Heating 

Hot Water—For What? 


"A Book like this has long been need 

our salesmen to present a sound and convincing 

attack on this most worthwhile business of our 

industry.” —A. M. Beebee, Gen. Supt. Gas Dept., 
» 


Rochester G & E Co., Rochester, N. Y 


~ the ~ As:.e D * 
A Real contribution to the gas industry A 
1] co 
Koehler, Chairman G.A. Water Heating C 
mittee 


Size 5” x 8", 142 Pages amply illustrated, Cloth 
Bound, Single Copies $1.50, Discount on 
Quantities. 
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53 Park Place 





Relative Merits of cooking equipment 
using different fuels 


Types of Ranges 
Console vs. Table Top 
Construction Materials 
Oven Types 
Temperature Control 
Insulation 

Automatic Oven Lighting 
Types of Burners 
Comparative Efficiencies 
Flexible Control 

Fuel Economy 

Relative Costs of Gas vs. Electricity 
Burner Arrangements 
Retail Prices 


Size 6” x 9”, Fully illustrated, Durable paper 
cover. Single copies, $1.00, Discount on 
quantities. 
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53 Park Place, N. Y. 
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New Carbon Black Plant for 
Oklahoma Panhandle 


A $1,000,000 carbon black plant which 
will use up to 60,000,000 cubic feet of gas 
daily, to be located in Texas County in 
the Oklahoma panhandle, was assured 
when the Oklahoma corporation commis- 
sion recently granted Stanley March, jr 
Amarillo, Texas, a 10-year permit to co 
truct and operate such a plant. The per- 
mit was signed by Redford Bond, com- 
mission chairman, and A. S. J. Shaw, a 
member. 

Earl Foster, conservation attorney, said 
the plant will probably be built in sev 
eral units, all in Texas County, because 
of the extent of the gas supply, and will 
probably give employment to upward of 
100 men. 

Marsh, who owns 100,000 acres around 
Guymon, together with acreage in south 
western Kansas and northern Texas 
amounting to 130,000 acres, proposes t 
utilize the vast gas pool which lies under 
nearly all of Texas County, which he 
said would surely be drained by Texas 
and Kansas wells on either side, if some 
conservation was not planned. It was 
pointed out to the commission few wells 
have been drilled in this area; there are 
no pipeline connections, and the only 
present demand is for the small amount 
necessary to supply domestic needs in 
nearby cities. Twenty-five or thirty wells 
probably will be drilled, it is said, in 
order to use 60,000,000 feet of gas for 
the manufacture of natural gasoline and 
carbon black. 

The corporation commission’s order re- 
quires Marsh to purchase all natural gas 
produced and offered for sale in the 
vicinity of the plant, without discrimina- 
tion; or, if unable to purchase all the 
gas, to make purchases on a rated basis 
among those offering to sell. The order 
pointed out that farmers in this district 
—the heart of the ravaged dust bowl area 
—are in need of a market for natural 
gas which underlies their land, payment 
for which would care for obligations 
Such an industry in this area would bring 
about a new and much needed source of 
revenue. 


* 
Appliance Service School for Okla- 
homa Natural Gas Company 


Dr. F. E. Vandaveer, Supervisor of 
the American Gas Association Testing 
Laboratories, Cleveland, participated in a 
four-day appliance service school held by 
the Oklahoma Natural Gas Company, 
Tulsa, Oklahoma, July 20-24. H. A. New- 
ton, Sales Manager of the Tulsa District 
presided, with Miss Mildred Clark, Home 
Service Director, assisting. Home Service 
women and gas company service and in- 
stallation men attended the meetings. 

“The A.G.A. Laboratories, Their His- 
tory and Testing and Certification Pro- 
gram” was the subject of Dr. Vanda- 
veer’s first talk. Flues and vents, water 
heaters and water heater adjustments, gas 
range improvements and changes, and the 
effect of such changes on servicir 
adjustment, space heaters, central heating 
appliances, gas saving equipment, and the 
comparison of gas and electricity 
cooking were discussed in later talks. 





Tor 
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Other speakers at the Service School 
were L. A. Farmer, Superintendent of 
Distribution, and John Warden, General 


Sales Manager of Oklahoma Natural Gas 


Co., Dr. Sidney Born, Director, Petroleum 
Engineering School, University of Tulsa, 
Roy Parker, Carl Dean, and Mildred R. 
Clark of the local gas company 
Following the Gas Company Service 


School in Tulsa, 


the 


Dr. Vandaveer 
University 
on 


gave a 
Missouri 
as equip- 
Testing and 


of 
modern g 
Laboratories’ 


program. 


news column copy for forty newspapers 

and sales promotion activities throughout 

the sixty towns served by the company. 

— fe - 

Oklahoma Natural Gas Co. Wins 
Federal Contract 





\ contract to supply gas to the Will 
Rogers Courts, federal low-cost housing 
project near Rotary Park, Oklahoma City, 
was recently awarded in Washington to 
the Oklahoma Natural Gas Co. 

Because this firm holds the franchise 
for Oklahoma City, it was favored by the 





Oklahoma Natural Gas Company En- 
larges Home Service Department 
The increasing amount and popularity 

of Home Service work in the Oklahoma 

Natural Gas Company territory has neces- 

sitated enlarging the staff according to an 

by Mildred R. Clark, Home 


Service Supervisor for the company. 


announcement 


New members of the staff, all of whom 
are Home Economics Graduates, include 
Miss Pauline Sherwood and Miss Sarah 


(yarrison ot! 


Manhattar 


Kansas State College at 
Kansas; Miss Ruth Owen, 


Oklahoma University at Norman, Okla- 

10oma; and Miss Mary Frances Reece, 

Texas State lege for Women, at Den- 
Texas 

The a npanying picture was taken at 

he close the recent two weeks’ train- 

urse for the new staff members 


tire staff was called into 
t l the 





ters to plan 


[ next 


ling course includec 
training in Home 


training in all phases of 





Serv- 
the 

ns presented by heads 
lepartments. “The importance 


nly specific 


ompany’s operati 











a complete understanding of all phases 

the business is essential to a well 

1 and effective Home Service pro- 

gran Miss Clark stated, therefore, time 

invest adequate training reflects it- 

sé creased sales and good will to- 
urd company 

This npany’s Home Service program 

ludes an extensive Home Call and 

emonstra program in a dealer co- 


= ) hd 
lal aS WeEll 





as supervision o 
~hens and auditoriums for 
The program also 
Planning, preparation of 


public 











ft to right—Mildred R. Clark, Home Serv- 
Assistant Home Service Director, Oklahoma 
Director, Oklahoma City; Sarah Garr 
ma City; Doris McKnight, Home 

D - tor. KA oe: 


Louise An 





public works administration over several 
other companies. 

Thomas H. Sterling, district manager 
for Oklahoma Natural said the housing 
project would use about 40,000,000 cubic 
gas annually, which will be sold 
to the government through one meter at 
regular industrial rates; 45 cents per 1,000 
cubic feet for the first 100,000, then 18 
cents. Sterling estimated the average cost 
to the government would be about 21 cents 
a thousand. The domestic rate in Okla- 
homa City is 45 cents per thousand. 

J. Whitt Johnson, manager of the proj- 


feet of 


ect, said the apartments will be rented 
heat-furnished, with the cost pro-rated 
among the apartments as an element of 


the rent. The bulk of the gas used will 
go toward operating the five heating plants 
to be used by the apartments. 

The company extended its mains to the 
project a year ago, and will begin con- 
struction of a building to house its meas- 
uring and reducing equipment as soon as 
confirmation of the contract arrives from 
Washington. Mr. Sterling said the build- 
ing will match the courts in architecture. 
He said plans have been received from 
Washington. 


on — ™ 
Natural Gas Meters Relocated 


All gas meters formerly located within 
the school buildings in Enid, Oklahoma, 
have been removed as a Safety step, Enid 
school officials recently reported. 

An inspection showed some meters to 
be situated inside the basements near 
heating equipment. It was believed the 


change would not only insure safety, but 
would enable each building engineer to 
check more closely on leaks when they 
occur in the heating system. 
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Campaign Built Around “Four Aces of 


Journal 


Home Comfort” 





With the ace of hearts signifying 
modern gas cookery, the ace of 
spades automatic storage water heat- 
ing, the ace of diamonds gas refrig- 
eration and the ace of clubs house 
heating, Portland (Ore.) Gas & Coke 
Company staged an effective spring 
sales campaign around the theme, 
“Four Aces of Home Comfort.” 

Participating in the campaign were 
more than 100 dealer stores with a 
total of 800 persons in their employ 
and 735 members of the gas company 


organization, Company salesmen 
were divided into two Portland 
teams and a team which included 
sales forces in Oregon City, Salem, 
Hillsboro, and Vancouver, Wash., 
territories. 


The campaign achieved 97.8 per 
cent of an ambitious quota in ac- 
counting for the sale of 334 tank 
water heaters, 141 storage water 
heaters, 297 ranges, 132 refrigera- 
tors, 84 hot plates, 25 conversion 


Steam Power Cheaper Than TVA 


3y a vote of two to one the Tennessee 
Commission permits the Tennessee Elec- 
tric Power Company to build a $2,000,000 
steam power plant at Nashville. The 
Commission is convinced that the cost of 
production in the proposed plant will be 
less to the company than to purchase 
power at the prices proposed by the Ten- 
nessee Valley Authority. 

The company will next apply to the 
Federal Power Commission for approval 
of its project. 


burners, 67 furnaces, 6 radiant heat- 
ers, 36 Gascotrols (automatic hot 
water controls), and 17 circulating 
heaters—a total of 1141 appliances 
and an estimated annual revenue of 
$29,014.00. 

All in all, the campaign proved to 
ve a colorful and well balanced sell- 
ing activity which not only sold the 
public on the idea of “four aces of 
home comforts,” but sold the appli- 
ances as well. 

Built as it was around a theme 
which offered a wealth of promo- 
tional ideas the campaign was backed 
by an intensive advertising program 
which included 50 colorful bill- 
boards, a full newspaper schedule, 
banners on gas company and dealer 
trucks, 85,000 bill stickers, thou- 
sands of folders and scores of win- 
dow displays. The campaign also 
took full advantage of current na- 
tional magazine and radio advertis- 


ing. 
Natural Gas for Virginia 
The Virginia State Corporation Com- 


mission recently granted a charter to the 
Dominion Gas Corporation which, accord- 
ing to the press, plans to supply natural 
gas to most of Virginia, including Rich- 
mond. It is proposed to lay transmission 
lines in Rockingham County on the West 
Virginia border and extend them to prac- 
tically all the principal towns in the east- 
ern and southern area, provided they wish 
the service, including Ashland, Richmond, 
Petersburg, Norfolk, Portsmouth, New- 
port News, Hampton, Williamsburg, and 
others. 
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New Customers Dept. for Peoples Gas 
Light & Coke Co. 


Several months ago, the Peoples Gas 
Light & Coke Company began to formu- 
late a plan whereby a faster and more 
could be given to cus- 
tomers making personal calls to transact 
business at the Main Office. After care- 
ful study, it decided to consolidate the 
personal call work of the Credit and Col- 
lection, Customers’ Order and General 
Service Departments to provide a single 
point of contact service and thus eliminate 
about 75,000 trips between these depart- 
ments by 

On July 
ment was 


efthcient service 


customers each year. 

12th, the Customers’ Depart- 
fficially announced with Mr. C 
L. Sullivan being appointed as Superin- 
tendent. During the first three weeks, the 
new department. demonstrated that it can 
liandle any variation in the volume of 
business from day to day or from hour 
to hour without requiring the customers 
to wait for more than two or three min- 
utes in the “waiting lounge” which has 
been furnished similar to the rest of the 
department. 

The department is equipped for a max- 
imum personnel of thirty-one employees, 
which is somewhat greater than its usual 
requirements. Thus, as the number of 
customers vary, employees who have been 
trained in the work of the department 
are called from their departments to as- 
sist with the work during the peak periods. 
On Monday, July 19th, the department 
served one thousand and ninety-four cus- 
tomers with about three hundred and 
thirty coming into the department between 
the hours of eleven-thirty to one-thirty. 

The customers are met as they enter the 
department by ushers who ascertain the 
nature of their business and escort them 
to the available interviewers These inter- 
viewers are trained in all phases of the 
Company’s service to the public and are 
equipped to give prompt service whether 
it be an order to turn on the gas, a re- 
quest for a duplicate bill, an inquiry con- 
cerning their account or a service adjust- 


ment of any kind 





CONVENTION CALENDAR 


September 


Week of 27th—American Gas As- 
sociation, annual convention. 
Cleveland, O. 


Midwest Section, National Bottled 
Gas Association — Cleveland, 
Ohio, during week of Sep- 
tember 27. 

October 
National Bureau of Standards — 


Conference on Corrosion and 
Protection of Pipe Lines, Na- 
tional Bureau of Standards, 
Washington, D. C. In Oc- 
tober. Definite date to be an- 
nounced. 


18-21—American Society for Met- 
als, Atlantic City. 
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Electrical Association of New York Votes to 


Include Gas Interests Within Its Membership 


At a special meeting of the Mem 
bers of the Electrical Association o1 
New York, Inc. held at its Electrica! 
Institute in Grand Central Palace on 
August 16th an overwhelmingly 
favorable vote was given for the in 
clusion of gas interests within the 
Membership and for a change in the 
name of the Association to the Elec 
trical and Gas Association of New 
York, Inc. 

Commenting upon the action tak 
en, C. E. Stephens, President of the 
Electrical Association stated: 

“The trend toward rendering gas as 
well as electric service to the public and 
in supplying the multitudinous appliances 
for their convenient use through a single 
source has become increasingly evident 
The consolidation of the local electri 
and gas utilities, the marketing of gas 
appliances by manufacturers heretofore 
primarily engaged in producing only elec- 
trical products, and the distribution of 
this gas merchandise, as a natural se- 
quence, through established electrical dis- 
tributing channels and in turn through 
established electrical dealers, is already 
the practice in many cases. There als: 
appears to be a distinct tendency for 
manufacturers of gas products to pro- 
gressively engage in the manufacture of 
electrical products and to distribute these 
through their established distributor and 
retailer channels. 

“With the common interests of these 
two industries so closely paralleling eac! 
other, it appeared desirable that the scope 
of the Electrical Association’s activities 
be broadened to better serve those mem- 
bers already interested in both industries 
and those who might eventually also ex- 
tend their present electrical interests t 
also include gas. 

“This is now in prospect, a large ma- 
jority of the members wholeheartedly ex- 
pressing their wishes for the inclusion of 
the gas interests in the belief that im- 
measurable benefits will accrue to al! 
members and to the public.” 


The objects of the Electrical and 
Gas Association of New York have 
been stated as being to act as the cen- 
tral organization and headquarters 
for the electrical and gas industries 
of the Metropolitan New York area; 
to promote the general interests of 
the electrical and gas industries; to 
deal with problems concerning or af- 
fecting these industries; to serve the 
public by coordinating the efforts of 
all branches of these industries to- 
ward rendering more extensive and 
efficient services; to organize and 
promote the development of markets 
for the Members of the Association: 





to promote closer social relation- 
ships with the Members of the Asso- 
ciation; to promote mutual respect 
and cooperation between all branches 
of the electrical and gas industries ; 
to promote appreciation by the pub- 
lic of the advantages to be realized 
from the fullest use of modern elec- 
trical and gas facilities and to direct 
the activities of the Association 
along constructive lines by the en- 
couragement of sound, ethical and 
progressive business methods and 
practices 

The Association, whose head- 
quarters are located in Grand Central 
Palace, 480 Lexington Avenue, main- 
tains a comprehensive Electrical and 
Gas Institute comprising some 40,000 
square feet of area where products 
of these industries are displaved and 
demonstrated. The Institute is open 
to the public daily excepting Satur- 
days and Sundays from 9:30 in the 
morning until 4:30 in the afternoon. 
during which hours regular inspec 
tion tours are conducted by com- 
petent cuides. The uses of electricity 
and gas and the available appliances 
for such use are interestingly demon- 
strated and other information given 
at the Institute. 

The Membership of the Electrical 
and Gas Association of New York 
comprises approximately 1,250 manu- 
facturer, wholesaler, distributor, con- 
tractor, dealer, utility and other elec- 
trical and gas firms located within 
the Metropolitan New York area and 
members of their personnel. Its of- 
ficers are: Frank W. Smith. Chair- 
man of the Board, C. E. Stephens, 
Vice President of Westinghouse 
Electric & Manufacturing Company, 
President, A. Lincoln Bush. Presi- 
dent of Belmont Electric Company, 
Inc., Vice President, Charles L. Har- 
old, General Sales Agent of Brook- 
lyn Edison Company, Inc., Vice 
President, E. F. Jeffe, Vice President 
of Consolidated Edison Company of 
New York. Inc.., Vice President, J. 
H. McKenna, Eastern Sales Mana- 
ger of A. J. Lindemann & Hoverson 
Co., Vice President, P. Schuyler Van 
Bloem, President and Treasurer of 

g Products Corporation, Treas- 
urer, S J. O’Brien, President of S. 
J. O’Brien Sales Corporation, Secre- 
tary and H. C. Calahan. District 
Manager of General Electric Supply 
Corporation, Assistant Secretary. 
Ralph Neumuller is Executive Vice 
President of the organization. 


CHARLES CASSELS ATWOOD 


Charles Cassels Atwood, Assistant 
Chief Engineer of The Brooklyn Union 
Gas Company, died suddenly on August 
21st at his home, in Flushing. He is sur- 
vived by his widow, Gertrude Eddy At 
wood. The funeral was private. 

Mr. Atwood was born on Sept. 3, 1879, 
in Cleveland, and entered the gas industry 
soon after graduation from Cornell in 
1901 as an employee of the Consolidated 
Edison Company. He resigned from his 
post as Superintendent of the Ravens 
wood Plant of that company to join the 
Bartlett Hayward Company as Assistant 
Gas Engineer. For this latter concern he 
was in charge of designing, constructing 
and operating toluol plants. 

In 1918, Mr. Atwood began his service 
with The Brooklyn Union Gas Company. 
In addition to his duties as assistant chief 
engineer he became active in other fields, 
especially in the work of promoting em- 
ployee welfare. 

For 14 years he was chairman of the 
company’s executive committee on safety 
and sanitation. Under his direction the 
committee developed in the various de- 
partments active interest and cooperation 
for promoting safety and health. 

By employee and executives he was the 
one individual regarded as being mainly 
responsible for the successful fight waged 
against accidents. 

Another of the activities in which Mr 
\twood’s ability was displayed was the 
Employee Suggestion Plan. This project 
was started almost six years ago as a 
six-months campaign to prevent waste 
The results of this endeavor prompted 
the company to transform it into an em- 
ployee suggestion plan. 


CHARLES HENRY HODGES 


Charles Henry Hodges, first vice-presi- 
dent and member of the executive com- 
mittee of American Radiator Company 
and chairman of the board of Detroit 
Lubricator Company, an_ affiliate of 
American Radiator and Standard Sani- 
tary Corporation of which he was vice- 
president and a member of the executiv: 
committee, died August 7th, in the Massa- 
chusetts General Hospital in Boston. He 
was 77 years old 

Mr. Hodges, who was born in Detroit 
on October 26, 1859, was a pioneer in th 
development and manufacture of cast iron 
sectional radiators, having become affli- 
ated in an official capacity with the De- 
troit Radiator Company in 1887. 

A member of the executive committee 
and a director of American Radiator 
Company from the time of its organiza- 
tion until his death, Mr. Hodges was 
treasurer of the company until 1905 wher 
he retired from active service because of 
ill health 

As treasurer of American Radiator 
Company at the time of its organizatioz 
Mr. Hodges was one of the four original 
officers of the company. 
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Gas Power 
for Generating Electricity 


(Continued from page 30) 


now available that do much to elimi 
nate this. 

Distribution line sizes and pres 
sures should be checked to determine 
if the gas volume is sufficient to pro 
vide fuel for a new gas engine load. 

Granting that even a load is de 
sirable we are often confronted with 
the proper application of a gas en 
gine to do a particular job in a re- 
liable and economic manner. The re- 
liability is quite often the major 
factor in the customer’s mind and 
any vision of savings are lost in fear 
of discontinued service. This is par- 
ticularly true. where the load is pri 
marily refrigeration and a shut down 
period would prove disastrous. 

A means of insuring continuous 
operation of such compressor and 
still showing a saving was recently 
described in a paper presented before 
the A.G.A. Industrial Sales Confer- 
ence by Mr. R. S. Wenner, Ohio 
Fuel Gas Co. 

The method described calls for a 
gas engine to motor hook up run- 
ning in unison, the engine being in 
command and the motor, still on pur- 
chased energy, merely acting as an 
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idler. Engine power is applied to the 
motor shaft until synchronous speed 
is reached at which point it no longer 
received power from the electric line 
and serves only as a jack shaft. 
Should the engine speed increase the 
motor becomes a generator and even 
though some of the current may go 
to the supply line, no harm is done 
since voltage and frequencies are 
similar. Electric meters provided 
with rachet bars prevents the re- 
verse action of the electric meter. 

The gas engine is becoming more 
highly developed each year, the 
general trend being towards more 
automatic operation that lends itself 
to flexibility—better materials that 
insure dependability—and improved 
engineering which makes the engine 
particularly adaptable to the use of 
natural gas as the fuel. These 
operating conditions are responsible 
for more and more varied accounts 
and engine application. Places that 
were formally thought not adaptable 
for engine application are now satis- 
fied customers, such as theatres, ho- 
tels, apartments, drug stores, schools, 
office buildings, golf courses, green- 
houses, metal plating and most any 
type business where electric current 
is used in quantities. 


Charter Gas Engine #23 


The Modern 
Proving Room 


(Continued from page 69) 


A particular feature of the system 
is of course its flexibility—i.e., auto- 
matic shift over from summer to 
winter, and vice versa with or with- 
out manual resetting of control in- 
struments as determined by the oc- 
cupants’ desired. Further of course, 
and only partly demonstrated on this 
job—the concentrator and boiler may 
be located at any point from the air 
conditioner inasmuch as the mediums 
of transfer are steam and lithium 
chloride in solution form. 


The Sprague Meter Company was 
the pioneer in cast iron gas meters. 
It was the first to bring to the gas in- 
dustry semi-chrome leather which it 
developed and perfected over a peri- 
od of years. Now it brings to the gas 
industry the air conditioned proving 
room—a forward step to eliminate 
as much as possible all hazards of 
chance and to obtain the ultimate in 
uniformity of performance of a de- 
vice so sensitive as the modern gas 
meter. This Company at the cost of 
many thousands of dollars has again 
appeared as a pioneer. 











Pipe Corrosion and Coatings 


(Continued from page 24) 


which is easily detected and repaired. A blow on a 
flexible pipe may cause cracking at several points due 
to motion none of which can be easily detected. The 
same precautions are desirable when transporting the 
pipe. Rigidity is a protection for coatings and wrappers. 
The use of bags, rubber pads or other soft materials 
between layers of protected pipe adds to expense and is 
not necessary on properly designed protection. Mill and 
central station wrapped coatings are available which can 
be handled with ordinary care and not be damaged. 
The unloading of wrapped pipe for cars, trailers, 
trucks or other means of transportation should not re- 
quire the use of excessive precautions. Unloading crews 
can not be continuously supervised and therefore the 
protection should be required to withstand the degree of 
care which such men can be expected to continuously 
give. Pipe up to 2” or 3” diameter can be easily lifted 
by two men and therefore one is usually stationed at 
each end to lift the pipe onto skids or slings. The pipe 
may then be allowed to roll down skids or even dropped 
onto the ground. Properly wrapped enamels or cement 
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shielded pipe can withstand such treatment without ma- 
terial damage. 

Stock yards may be equipped with devices to elimi- 
nate the major portion of unloading damage without ap- 
preciable investment. The skids which would be at least 
three in number for 40 ft. lengths of pipe may be de- 
signed to curve upward near the bottom or at the stock 
pile end to slow the speed before the pipe is forcibly 
stopped. However successful unloading of protected 
pipe from railroad cars during the past eight years has 
been accomplished by having the skids at about a 30 
degree angle to the horizontal with the ends resting 
on supports approximately 2 feet high and 3 old auto- 
mobile tires on the ground beneath. 

Four and six inch pipe in the same yards has been 
unloaded in much the same manner except that rope 
slings prevent the rapid descent of the pipe. Larger 
pipe is handled entirely by derrick. The smaller sized 
pipe has been handled in bunches by derrick without 
extensive damage. 

The criterion of success in unloading without damage 
in the above instances was to test every length with a 
holiday detector and carefully analyze the reason for 
each defect so as to separate any application faults from 
physical damage. 

(Continued in October issue) 





FOR SALE 


Any portion of 25 miles 16 inch O.D. Plain end pipe 
% to % inch wall 


Excellent Condition 


GRUNDSTEIN-TOPPER-GOLDBERG CO. 
2108 S. High St. Columbus, Ohio 
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“Journal” Gas Flow Computers 


New Improved Gas Flow 
Computers now available of 
durable celluloid, encased in 
a convenient leatherette cover 
with complete instructions. 


Actual Size 6% x 7} 


High Pressure Computer 
Range: 


Cu. Ft. of Gas Per Hour—100- 
10,000 M 

Diameter of Pipe Inches %4-30 

Difference in Absolute Pres- 
sure—Lbs. per sq. in. 1-500 

Sum of Absolute Pressures— 
Lbs. per sq. in 2000-20 

Specific Gravity 1.5-.35 

Length of Pipe—Feet 100-5000 








Low Pressure Computer 
Range: 


actual weight up to 4”) 
Pressure Loss Inches .01-10. 


Specific Gravity 1.5-.35 
Constants 1400-1000 


Price $3.59 Each, Postage Prepaid 
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at $3.50 each. postage prepaid 
HIGH Pressure Computer 


LOW Pressure Computer 
NAME 


ADDRESS 





Please enter our order for Computers as follows 


Cu. Ft. of Gas Per Hour—10 to 


900 M 
Pipe Diameter %4” to 48” (in- 
cluding standard and 


Length of Pipe—Feet 30-30,000 





Length of Pipe—Miles 1-250 
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SPRAGUE INDUSTRIAL 
METERS 
for 


HIGH 


and 


ACCESSIBILITY. 


METER ON THE MARKET. 


LOWER OPERATING COSTS. 





WRITE FOR NEW METER CATALOG 
No. 16A 


BRIDGEPORT, CONN. 


THE SPRAGUE METER CO. 











THE ACME OF SIMPLICITY AND | 


LOW PRESSURE 
INSTALLATIONS | 
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LESS MOVING PARTS THAN ANY | 
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